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May Output Heads 
For 610,000 Cars; 


DETROIT, MAY 1960 


‘Each Maker's Share... 


Compacts Spurt 


Rates Due Mount 
Chrysler Corp., 


Pontiac, Buick 


Martin Whitmyer 
Staff Writer 
output hikes 
Chrysler Corp., Pontiac and 
Buick are expected help the in- 
dustry build 610,000 cars May— 
goal that would exceed April’s 
583,700 units percent. June 
now likely reach 580,- 


With compact output all- 
time high, United States plants 
built 143 019 units 
last week, That’s 5.4 percent 
increase over the 135,654 units 
turned out week earlier and 
marked only the second time 
the last six that weekly 
car output had topped the 140,000 
level, 

The six compacts—Comet, Cor- 
vair, Falcon, Lark, Rambler and 
record 42,495 
cars last week capture peak 
29.7 percent total industry out- 
put. Compacts enjoyed 16.4 per- 
cent increase over the previous 
week, when the assembly 36,502 
compacts was good for 26.9 percent 
total industry production. 


additional were 
reported last week, one the 
field and the the 
upper medium field. 

which expects 
build cars the 
the model run, got off 
fast start last week 
Its former high 11,525 assem- 
blies was set during the week 
April 30. 

Thunderbird, working only five 
days, set new high for weekly 
output for the second week suc- 
cession turned out 2,250 cars. 
week earlier turned out 2,248 
units. 

the same time, Dodge, with 
Dart series continuing take 
nine out every assemblies, 
continued moving its highest 
level since 1950. The 9,900 cars 
turned out Dodge last week 
compared with 9,877 assemblies 
week earlier, marked the high- 
est level Dodge had reached 
since the week ended 1950, 
when 9,926 cars were built. 

* 


success the Dart and 
also has forced changes 
(Continued on Page 61, Col, 3) 


Top Cars 


New-car registrations for three 
months: 


1960 1959 


Pos. Make Pos: 
385,821 Chev. 333,741— 
Dodge 

12,825—12 

DeSoto 
5,192 

Imperial 

136,195 Misc. 
Total All Makes 
1,520,963 1,343,497 


Further details Page 54. 


Buick 
Mercury 
Cadillac 


*—Miscellaneous figures include imports. 


Compacts Top Percent 
April Sales Level Off 


six compacts surged 
unprecedented 28.4 percent 
new-car sales April, according 
roundup factory reports. 
The compacts accounted for es- 
timated 163,818 deliveries last 
month, compared 139,355 
March, when their sales penetra- 
tion was 24.2 percent, the factories 
said, 

Basing their month-end reports 


S-P Undaunted 
Slide, Notes 
2-Year Upturn 


Maynard Gordon 
News Editor 


The way Stude- 
baker-Packard sizes its fu- 
ture, there are many things 
going for against it. 
And that, executives say, quite 
accomplishment for organ- 
ization which short two years ago 
Was nearly everyone’s has-been 
list. 

April, 1958, will recalled, 
the plus ledger Studebaker was 
mighty bare..Sales the Scotsman 
had been minimal, dealers were 
surrendering their franchises 
droves and trouble-shooter Sol 
Dann demanded the annual 
stockholders’ meeting that the cor- 
poration liquidated save some- 
thing for the investors. 

While the current 
not all the good, from either 
factory dealer standpoint, 
far cry from the dark pre- 
Lark days 1957 and 1958. Evi- 
dence S-P’s betterment was 
Dann’s absence from last month’s 
annual meeting which lasted 
minutes and was marked only 
complaints S-P’s stock price 
decline and lack dividends, 

One might well wonder, however, 
what factors underlie the com- 
optimism, view sagging 
Lark sales and S-P profits the 
face 30,000-car inventory. Here 
how top.officials appraise the out- 
look: 

The newness other compacts, 
and including Comet, has hurt 

(Continued on Page 59, Col, 1) 


dealer sales volume, con- 
trasted with actual registrations, 
the manufacturers indicated that 
April domestic were only 
slightly higher tham March, Fac- 
tories reported 577,778 dealer de- 
liveries April,and 575,694 
March (new-car registrations 
March totalled about 545,000 do- 
mestics and 
Standouts factory-reported 
sales for April were Chevrolet 
and Dodge among the standards; 
Rambler, Falcon, Comet and 
Valiant among the compacts, and 
the General Motors mediums, 
Chevrolet said its dealers retailed 
141,136 standards and 19,091 Cor- 
vairs last month, percent from 
April last year and second only 
the 1955 month. March Chevy sales 
totalled 152,467 standards and 21,261 


* 
new alltime monthly record 
47,256 units, including peak de- 


livery the last period. of. 


18,835 cars. Rambler soared per- 
cent from the March level and 
eclipsed its previous peak month 
June, 1959; 3,700 units. 

Ford’s two also. set 
blistering pace ac- 
counting for percent the 
company’s. business. Falcon 
ported deliveries 44,600, 
from the March total 39,420, 
while the new Comet its first 
full month the market hung 
17,996 sales, fewer than 200 
units behind Corvair. 

Thunderbird deliveries nearly 
7,750 units set new record for 


Automotive News... 


March Hits 


Staff Writer 


EW-CAR registrations fell be- 

hind the record 1955 pace 
March but still came clip 
that could produce more than 
million sales year, figures just 
The March registrations to- 
talled 596,669, healthy 20.7 
percent from the 494,178 sales 
February and 19.9 percent above 
the 497,651 registrations 
March last year. 

was the second best March 
record, topped only the 630,488 
sales March 1955. The March 
total was the highest any month 
since December, 1955, when 630,488 
new cars were sold. 

Even so, the 1960 sales pace has 
now fallen behind that 1955. 
Sales through the first two months 
topped those the first two 
months 1955. 

* + * 
sales this year 

amounted 1,520,963, 13.2 
percent from the 1,343,497 record- 
the like period last year. 
However, this year’s 
bit below the 1,552,735 sales the 
first quarter 

Assuming that sales 1960 will 
fall into the same seasonal pattern 
this year they did last year— 
and that quite assumption, 
this year’s final registration total 
will 6,838,862. Last year saw 
22.24 percent the year’s sales 
come the first quarter. 

The sales figures put 
Chevrolet firmly command 
the top-selling car the divi- 
sion. boosted its market penetra- 
tion percentage points 
from its February showing. 

Ford was second place and its 
penetration .was trimmed 1.84 
Plymouth upped its share 
market 0.36 points hold 
third place. 

* 
jumped into fourth 
place for March, pushing Pon- 
tiac down fifth but the differ- 
ence between the two was mere 


units. Rambler’s market 


March. was 0.20 percentage 
points better was Feb- 
ruary while Pontiac picked 0.10 
points. 

Dodge and Oldsmobile also 
switched places, Dodge upped its 
penetration 0.27 points and 
took over the sixth place, Olds 
dropped into seventh on.a decline 
0.13 

Comet registrations showed 
the March The new com- 
pact made its debut 13th place 
with 0.87 percent the market. 

For all the other makes, 
March was month losses 


market penetration. but changes 
the standings. The other makes 
and their penetration losses from 
February March were: 

Buick, off points; Mercury, 
0.29; Cadillac, 0.18; Studebaker, 
0.02; Chrysler, 0.04; DeSoto, 0.03; 
Lincoln, 0.10, and Imperial, 

* 


MOTORS, Chrysler 
and American Motors were 
able increase their corporate 
market penetrations March over 
February were listed 
for Ford, Studebaker and the mis- 

0.80 percentage 
points; Chrysler, 0.52, and AMC, 

(Continued on Page 4, Col. 1) 


Makers Pressing 


Sales Incentives 


All Compacts Covered 


Except the Comet 


John Teahen Jr. 
Associate Editor 

incentive programs 

offering. cash prizes deal- 
ers, Managers and salesmen have 
been launched seven more mak- 
ers. The latest campaigns involve 
Chevrolet, Ford, Plymouth, Val- 
iant, Studebaker, Chrysler and Im- 
perial. 

Cash bonuses are being award- 
ed. Plymouth, Chrysler, Im- 
perial and The 
Plymouth-Valiant and Ford Di- 
vision events have merchandise 
prizes for and there 
are Bermuda vaeations for 
Plymouth-V man- 
agers. 


The Chevrolet campaign 


tional, but the differ from 
region 
* 


ORVAIR and Falcon are includ- 
the Chevrolet and Ford 
programs; thus every compact but 
Comet now involved in- 
centive event. 

has secon d-quarter 
affair which provides 
trips and cash for dealers, man- 
agers and salesmen, Buick has 
merchandise program for man- 
agers and salesmen, ends 
May 21. 

summary the latest incen- 
tive programs appears below. 

* * 


Chevrolet 


ULES the Chevrolet contest 

differ slightly each the 
division’s sales regions, the 
North Central ‘Region, which con- 
sists of. the Detroit, 
Flint and Buffalo zones, the follow- 
ing system being used: 

There are cash prizes: for man- 
agers and the May- 
June contest, Managers been 
divided into groups each Zone 


depth and detail, Page 16. used cars (including Corvair) and. 
Import leader market, Page new and used 
N ti 1 Sh 1 A t W d 1 d, P 2. In each group, the manager a 
pians Auto Wonderian age who achieves the highest per- 
Sales Testing two imports—Mercedes 220, Page salesmen the North Central Re- 


gion, After reaching his quota, 
(Continued on Page 4; Col, 1) 


Victor, Page 30. 


é 
Regis., Regis., During . 3 Mos., 3Mos., Change 
MAR, FEB. Month 1960 1958 °60 vs. 
CHRYSLER CORP, 1418 1407 956 
| 
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Dealer Price Trial Detroit 
John Teahen Jr. buted, the dealers deny the lists|there never meeting the 


Associate Editor were used fix prices. They minds what the $225 recommen- 
dation was include, The status 
dealer prep the cash bonus 


maintaining their widely varying discounts in- 
$17.50 per car then being paid 


rolet dealers and their trade their contention. 


sociation went trial last week metropolitan-point dealers never 
charges conspiring fix THE “$225-gross” charge, the defined, the defense declares. 
prices violation the Sherman defense admits that the $225 Defendants the case are the 
Antitrust Act, figure mentioned associa-| dealerships, not the dealers 


The first two days testi- meetings early 1956 However, the dealers 
mony brought forth mass dealers discussed of|have been subpenaed govern- 
figures and terms that could bolstering their dwindling profits. ment witnesses testify about the 
highly confusing anyone not The defense acknowledges that their own corporations. 
close the auto-retailing pic- the association members accept- 
The trial before Judge profit situation, but denies that 
Thornton and jury there was any agreement hold 
women and man, Judge out for gross $225. 
ton had set aside three weeks The defense further insists that 
the trial. United States attorneys 
told him Thursday that they would 


probably rest their case next Tues- 
day after the testimony three nolt-Renault 
Under Way Chicago 


More witnesses. 
CHICAGO.—S. 
the defendant dealerships got under way here last 
spired, through their line group, before Federal District 
fix prices adopting and Julius Hoffman. Arnolt 
buting uniform retail prices has claimed triple antitrust dam- 
refraining from selling new cars ages grounds lack good 
for less than $225 gross profit. faith Renault’s termination 
The maximum fine would its distributor franchise 1958. 
$50,000 per dealer each the First for was 
two counts. Wholesale Manager Jack Naka- 
The price-list charge dates gawa, who recalled circum- 
back 1954, The government al- stances the termination two 
leges that the $225 gross profit years ago. Arnolt has maintained 
move began early 1956. distributorship for British 
Although there was Motor. 
that the price lists were distri- 


Bring the Customers— 

This shows some the American and foreign makes displayed the Southern 
Alameda County Auto Dealers Association's third annual outdoor show Hayward, 
Calif. Favorable weather helped pull crowds the parking lot department store. 


Colbert Hails Dealer Morale; 
Newberg Tackles Costs 


being tooled for Valiant 
production, added. 
Lancer will about the same 
size Valiant, Colbert said. 


press conference left 
doubt that Colbert still the 
boss Chrysler. dominated the 
45-minute session. 

Questioned about his and New- 
berg’s duties, replied that 
general charge the cor- 
poration’s activities, while New- 
berg will run the day-to-day opera- 
tions. 

expect mighty busy 
during the next two, three, five, 
years,” Colbert said. 

The new chairman continues 
Chrysler’s chief executive officer 

and now heads the finance com- 
mittee well, Newberg presi- 
dent and chief operating officer. 
His former title (since 1958) 
executive vice-president, has been 
eliminated the 

Also abolished was the post 
first vice-president, which Edgar 
Row has filled the last two 
years, Row, last January, plans 
retire this summer. present, 
vice-president and director. 

* 


witness called was Lynn 
Wertz, president Sutton 
Ford, New York. During the period 
covered the indictment, was 
vice-president and general man- 
ager Don McCullagh Chevrolet, 
Detroit. 

The McCullagh dealership 
changed hands 1958. not 
among the indicted firms. 

Questioned John Neville, 
Department attorney, 
Wertz said McCullagh had used 
price lists obtained from the 
Chevrolet dealer association and 
that one time the figures had 
included $100 pack. 

defended the pack neces- 
sary competitive with dealers 
other lines and said was given 
additional discount. 

Wertz said attended meet- 
ing March, 1956, which as- 
sociation directors discussed rec- 
ommending that minimum gross 
$225 established new cars. 

* * 


CHAIRMAN the board, 

Colbert expects more active 
the dealer-relations picture, 

attended last week’s Dodge 
Dealer Advisory Conference meet- 
ing White Sulphur Springs, 
Va., and plans appear, 
with President William New- 
berg, the Chrysler-Imperial na- 
tional dealer conclave which begins 
May Colorado Springs. 

From dealer-relations stand- 
point, Colbert asserted, Chrysler 
Corp. its best position since 
World War 

The setup was 
among the topics discussed 
Detroit press conference which fol- 
lowed Colbert’s elevation the 
chairmanship and Newberg’s elec- 
tion the presidency. 

* + * 
ESPITE the tremendous rise 
Valiant franchises—over 2,700 
now, compared with 1,028 Jan. 
1—Colbert denied that the corpor- 
ation giving Valiant every 
one its 3,900 Plymouth dealers. 

But Dodge dealers needn’t 
worry about being bypassed 
Lancer. Colbert and Newberg 
said the new compact would 
handled all Dodge dealers 
“except very few isolated 
cases.” 

was, incidentally, the first 
time Chrysler officials have used 
the name “Lancer” public 
meeting. Heretofore, the car has 
been referred “the new com- 
pact which will introduced 
Dodge division.” 

Newberg said Lancer will 
built the Hamtramck (Mich.) 
plant and that “laid for 
the St, Louis and Newark (Del.) 
facilities. The Los Angeles plant 


recommendation later was 
placed before the members and 
was discussed for about minutes, 
with each member present invited 
express opinion. 

Neville asked, “What was the re- 
sult this poll the members?” 

Wertz replied, “Generally speak- 
ing, say the majority said 
accept the recommenda- 
tion.” 

Neville: “Did all accept?” 

Wertz: “My recollection that 
all members present adopted the 
$225 recommendation.” 

Later his testimony, Wertz 
said the accepted the rec- 
ommendation that meeting, “but 
couldn’t say whether they ever 
adopted it—that is, put prac- 
tice.” 

said the recommendation was 
discussed another meeting 
May June (1956) and that 
was accused not adhering it. 
Later, said, four five dealers 
called his dealership and wanted 
examine his books, refused. 


Auto Wonderland 


start their tour exhibits with 
inside look automotive re- 
search, styling and production 
processes. 

“The broad outlines each sup- 
porting industry’s story have been 
sketched the Automobile Manu- 
facturers’ Assn. with the help 
members the Society Auto- 
motive Engineers,” AMA 
spokesman said. 

AMA will coordinate display 
designs cooperation with the 
exhibiting industries assure 
“that the overall telling blends 
into complete and compelling 
whole,” added. 

“It will give members partici- 
pating industries new kind 
visibility for their public relations 
and merchandising programs.” 

Each exhibit will sponsored 
particular industry and 
specific manufacturer will iden- 
with any one product, 
said. 

There will three main group- 
ings, said, materials, compo- 
nents and allied interests. 

The first group expected in- 
clude metals, plastics, leather and 
fabrics, rubber, chemicals, finishes 
and 

“It expected that while stress 
will laid the present, each 
industry also may wish ex- 
plore the foreseeable future 
its products and processes,” the 
spokesman said. 

The components exhibits will in- 
clude products that reach the as- 


John Walsh 
Staff Writer 


DETROIT.—A National Auto 
Show “extra,” the story the au- 
tomotive supplier’s role motor- 
vehicle production and the ve- 
hicle’s impact family life and 
the nation’s economy will 
highlight the 43rd manufactur- 
ers’ exposition Oct. 15-23 De- 
troit’s Cobo Hall. 

Called Auto “show 
within show,” will cover 104,000 
square feet space the giant 
hall’s riverfront level and will 
designed appeal all who drive 
ride American cars, trucks 
and buses. 

The major attractions, the in- 
dustry’s 1961 model cars and 
trucks, will utilize 300,000 square 
feet floor space the hall’s 
main exhibit area. 

will the largest manufac- 
turers’ show ever sponsored the 
Automobile Manufacturers’ Assn. 

and the first ever held outside New 
York City. also will the first 
major event the new $54 million 
building. 

Visitors Auto Wonderland will 


— 


praised Row highly 
for his contributions Chrys- 
ler’s four-year reorganization pro- 
gram. Row left the presidency 
Chrysler Canada July, 1956, 
become administrative vice- 
president the parent firm. 
entered the auto business with 
Dodge 1916. 

According Colbert, the corpor- 
ation’s two immediate problems 
are reduce costs and increase 
volume, The cost-cutting operation 
already effect under New- 
berg’s direction. 

the volume race, Colbert 
wants regain the percent 
slice which Chrysler likes call 
“historic” “traditional” 
share the market, The com- 
pany last captured percent 
registrations 1953. 

get Colbert de- 
clared, “and don’t care whom 
take away from.” 

added, had some 
tough times, but seeing day- 
light now. There’s little profit 
Squeeze present, but it’s only 


DER cross-examination, 
Wertz said there was differ- 
ence opinion about what was in- 
cluded the $225 gross. said 
there never was agreement that 
the $17.50 factory bonus was 
part the $225. 
said that the dealer make- 
(Continued on Page 57, Col, 1) 


Business Barometer 


Automotive News Economic Index 
99.1 Percent Last Week 
101.4 Percent Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 


Auto Production ........ 135,654 93.5 114.8 


sembly plants advanced stage 
fabrication, such parts Truck Production ...... 27,013 104.2 104.8 temporary.” declined say 
accessories, wheels, Auto date.. 1,520,963 113.2 how temporary. 
equipment, power assists, Truck date. 162,364 102.2 
equipment, special and pe-|| Steel ....... 2,210,000 98.7 84.1 company good shape 
troleum productions. Lumber feet... 259,688,000 100.5 104.3 financially, Colbert said. 
“Exhibiting industries will 307,102 105.5 95.8 noted that $230 million worth 
unique chance their Output—tons ...... 8,560,000 97.5 credit pledged banks throughout 
stories precision manufacture, Refinery ..... 49,193,000 98.6 104.4 the country last year has not been 
quality control, research and Electric 100.7 106.0 touched. 
velopment, capital investment, Barometer Freight Cer 358,285 97.3 91.7 The 100-year, $250 million loan 
ployment totals and the like,” Depertment Sales 146 93.6 103.5 negotiated from Prudential Insur- 
AMA aide added. Stock Market Price Index....... 388.8 98.0 91.9 ance Co. 1954 can triggered 
said the allied interests Gevernment Spending either Chrysler .or Prudential 
Sales group would represent travel, fi- —Fiscal year date $76,988,814,000 99.8 January, 1962, said. trig- 
nance, insurance, advertising, Commercial and Industrial 100.0 gered, the repayment time would 
Some 1,500 dealers and salesmen par-| highway construction, the manu- Savings Deposits ...... 99.9 100.4 cut years, and the interest 
ticipated facture tools, dies and gauges, Used-Car $1,064 101.8 98.6 rate would fall from per- 
eight-day spring sales roundup and complex machine tools, Business Failures ............... 325 114.8 118.2 
proving grounds final section the Common Common Asked about smaller car than 
Bend. Here sales techniques are tion will show what the use Stocks May4 April Range Stocks May4 Range Valiant Lancer, Colbert ac- 
manager; William |., left, and Ted Neth-| family, directly and through its 45% 71%-45 38% 40% 52%-38 neers have been working such 
ling, partners Nethling Bros. Motor the nation’s economy vehicle for several years, but 
Pittsburgh, Pa. The dealers and social patterns,” said. Ford....... 67% said decision has been 
Auto Wonderland will White...... 48% 49% made build one, 


Colbert confirmed there would 
(Continued on Page 60, Col, 4) 


marketing zones east the Rocky Moun- 
tains, returned home Larks for customer 
delivery. 


(May 1960) 


siderably bigger than many na- 
tional industrial shows, added. 
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Dealer Forum 


Robert Finlay 


VER hear the business ma- 
chine that gobbled auto 


man’s future? 

times get fascinated 
the tools modern manage- 
ment that forget the big ad- 
vantage small business has over 
big business—the human touch. 


This something for every deal- 


cultivate, for when right 
can’t matched any me- 


chanical marvel, electronic brain 
organizational chart that mod- 
ern management can devise. 


What brought this up? head- 


line local paper business 


machine show: “Are people ob- 


Sloppy Thinking 


GET little sloppy our 


thinking about mechanical 


marvels times, even let ma- 


chines and systems and the organ- 
izational reins intrude too much 
into our thinking. 

view the mechanical marvels 


Dealer Groups 


with country boy’s suspicious 
mind, This attitude shared 
many. For instance, there this 
field man who believes his future 
got lost IBM machine, 


says when person first 
joins this maker, his abilities and 


experience are evaluated 


case, lacked training dealer 


relations. says went school 
and got the training, but somehow 
his IBM card never got the word. 


up, the cards through the ma- 
chine, but his number never comes 
up. 

“Only way beat the system,” 
says, “is quit and join the 
firm again, being sure get 
new IBM card.” 

Even with our suspicions ma- 
chines, lawyers and cost account- 
ants, little dubious that 
story. does illustrate, however, 
the need for the human communi- 
cations—the need for manager 
call his men from time 
time over their records with 
them, evaluating afresh their 


progress. 
* * 


City’s Sunday Sales Ban 


Ruled Invalid Oregon 


SALEM, Ore.—Salem’s ban 
the sale motor vehicles 
Sunday has been ruled unconsti- 
tutional Judge Douglas Hay. 

ruled that the law violates 
section the State Constitu- 
tion which bars passage laws 
which result inequities cer- 
tain segments the public, The 
ruling came suit against 
Joe Rouske, World Wide Motors. 


Automobile Education— 


Warranty Cleanup On... 


FTC Envisions 
Showplace 


William Ullman 

Washington Bureau Chief 
WASHINGTON.—Car 
the District Columbia may soon 
have the cleanest warranty deals 
the nation, The Federal Trade 
Commission, which has just issued 
new seven-point guide adver- 


Over 100 Greater Hartford dealers and sales managers attended 
motivational sales clinic sponsored the Hartford Automobile Dealers Assn. Pictured 


New York Area 


Dealer Attraction 


above are Jack Diffin, left, Buffalo, who conducted the clinic, and Robert Popp, Dennett 
Popp Dodge, Inc., East Hartford, clinic chairman. the background part the 
crowd attending the breakfast conference which concluded activities 
National New Car Dealers Week. The clinic placed unusual emphasis mental 


Agree Merge 


NEW has been an- 


nounced that the members the 


Automobile Merchants Assn, 
New York and the Brooklyn and 
Long Island Automobile Dealers 
Assn. have approved consolida- 
tion. 

The announcement was part 
the proceedings the 50th annual 
land group. 


The new association 


known the Greater New York, 


Long Island and Westchester Au- 
tomobile Dealers Assn, will en- 


compass the counties Westchest- 
er, Bronx, Manhattan, Richmond, 
Brooklyn, Queens, Nassau and 
Suffolk. will one the larg- 
est local associations the United 
States. 

Among the dinner speakers was 
Samuel Greenberg, state senator 
from Kings County, who discussed 
the recently concluded New York 


legislative session related 
the automobile dealer and motorist 


general. 

The board the association 
elected the following: President, 
John Hayes; first vice-president, 


Joseph Schneider; second vice- 
president, Mortimer Bock; third 


_vice-president, Victor Booth; 
treasurer, Daniel Croasdale, and 
secretary, Harold 


Rudd Takes Rudder 


SAN MATEO, Calif.— Robert 
Rudd (Buick) has taken office 


president the Burlingame-San 


Mateo Auto Dealers Gaston 
Periat jr. (Plymouth-DeSoto) 
vice-president and Harold House 


(imports), treasurer. 


Index 
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one reason why dealer- 


hips, which the dealer takes 


active role, will always at- 


tractive top men, even though 
dealers cannot offer the benefits 


big business. The human, per- 
sonal touch worth more, 


Where exists, combined with 
some degree acumen, 
course, you find success- 
ful operation. Dealers who have 
this touch are creative, They 
make ideas pay. 

For instance, most dealers in- 
vestigate from time time the 
possibility hiring boys coming 
out vocational schools with 
training auto mechanics. 

But the dealer with natural 
feeling for human communications 
will make the idea work taking 


interest the school, getting 


know the boys and the teachers 
and offering incentives get 
the cream the graduates. 

* 


Must Drawn 


about the sales end? 

bemoan the fact that college 

graduates not gravitate the 
auto retail business. 

Why should they gravitate 
the auto business when there 
force attracting them? 

But dealers with imagination 
have gone the schools, arranged 
interview marketing students 
and have sold them the ad- 
vantages joining their firms. 

These dealers have program 
and purpose, They know where 
they are going. And the very fact 
that they the colleges sell 
students makes big impression 


the students. 


Sets People Apart 

this creative, imaginative 

ability that sets people apart. 
the difference between selling 
iron price and merchandising 
product that the prospect 
identifies with his dreams. 

similar situation exists 
building dealer organization. 
The cost accountant has his 
place, but sometimes sells 
management cutting out the 
heart and soul dealer or- 
ganization save money, This 
the assumption you simply 
need many dealers sell 
many cars, and, you want 
sell more cars, you get more 
dealers. 

There are many the road 
today that would long since have 
died had not been for men 
foresight who realized that deal- 
organization with spirit can 
carry through model year the 
turkeys that all makers turn out 

don’t kid about the me- 
chanical take the 
human marvels any day. 


conditioning rather than selling technique achieve long-term sales results. 


Motor Vehicle Unit Valid, 
Tenn. High Court Rules 


Goins 
Staff Correspondent 


NASHVILLE, Ten- 
nessee Motor Vehicle Commission 
preparing resume operations fol- 
lowing State Supreme Court 
ruling that constitutional. 

The commission had been some- 
what inactive for about year 
while legality was being con- 
tested. 

Roy Cruze, Knoxville, second dis- 


Clinic Scheduled 
Management 


Idaho Parley 


BOISE, Auto 
Dealership Profitably” will the 
theme management clinic high- 
lighting the 26th annual convention 
the Idaho Automobile Dealers 
Assn, here May 15-17. The clinic 
will cosponsored IADA and 
the National Automobile Dealers 
Assn. 

Taking part the clinic will 
Harold Draper, president, 
Draper Chevrolet Co., Saginaw, 
Mich.; Robert Atwater, presi- 
dent, Atwater Motor Co., Burling- 
ton, and Donald Speer, 
vice-president, Pacific Finance 
Corp. 

Moderator will John Binns, 
director NADA management 

Another featured speaker will 
Walter Cooper, NADA first vice- 
president, Fort Collins, Colo., and 
dealer since 

golf tourament will open the 
convention May 15, with business 
sessions getting under way the fol- 
lowing day. 

Also the convention agenda 
election officers. Fred Lillge, 
Boise, now president. 

Arrangements are being made 
committee headed Carl 
Wiehle, convention chairman and 
Boise dealer. 


Olds, Chrysler Outlets 


Fold Atlanta Area 


ATLANTA.—Two new-car deal- 
erships the Atlanta area have 
closed their doors. 

They are St. Clair Oldsmobile, 
East Point, and Tom Smith 
(Chrysler-Dodge). 


trict representative the commis- 
sion, said several dealers will 
brought before the commission for 
hearing here May 23. Cruze 
president Knoxville Motor Co. 

Constitutionality the commis- 
sion was challenged General Mo- 
tors, Ford Motor Co. and Chrysler 
Corp. The Davidson County chan- 
cery court ruled favor the 
manufacturers about year ago, 
but the lower court’s ruling was re- 
versed recently the State Su- 
preme Court. 

Cruze said Ford has served notice 
that will carry the case the 
United States Supreme Court. 


The case involves the attempted 
withdrawal Ford: fran- 
chise held Tennessee dealer, 
Cocke County Motor The 
commission interceded behalf 
the dealer. 

The Tennessee Legislature au- 
thorized the commission regulate 
standards the auto with 
duties including the prevention 
unfair treatment dealers man- 
ufacturers, 

Cruze said the main purpose 
the commission, howeve 
maintain high standards the 
part car and salesmen, 


tising guarantees, going try 
make Washington model city 
for truthful trade. 

the capital, unlike other 
cities, FTC has complete juris- 
diction over unfair trade prac- 
Elsewhere, FTC can move 
against law violations only they 
involve interstate commerce, 

group, FTC Chairman Earl 
Kintner said his staff intensify- 
ing its law-enforcement work 
the area. 
* 

“that the capital the nation 
and the free world can made 
from the standpoint 
vigorous business competition, con- 
ducted honestly and 


another speech, the aggres- 
sive FTC chairman said that the 
new guide warranty advertis- 
ing essentially educational, but 
that FTC would “bring legal ac- 
tion against alleged 
the rules, The guides, said, 
contain mailed fist.” 


There nothing very extraordin- 
ary about the new FTC rules, They 
simply call for advertisements that 
are complete and mean what they 
say, Unfortunately, many ads—in- 
cluding some placed dealers and 
their agencies—fall far short 
the FTC 

* 


FTC says that warranty ad- 
vertisements must conform 
the following rules:- 

Ads must disclose the nature 
and extent the guarantee, the 
manner which the guarantor 
will perform his part the bar- 
gain, and the guarantor’s identity. 

“Merely describe article 
guaranteed insufficient,” says 

The which states only 
“Written Guarantees” fails dis- 
close enough information. 

justed pro-rata basis, the 
must spell out this informa- 
tion, must also tell the con- 
sumer adjustments are based 
price other than that paid 
the purchaser, 

states only that “All 
Cars Are Warranted,” and the war- 
ranty 50-50 deal, the advertiser 
may subject FTC action, 

claim such “Satisfaction 
your Money Back” 
Free Trial” will construed 
guarantee that the full refund will 
made the purchaser’s option. 

+ * 

guarantee must tell whose 
meant—if not the life- 
time the purchaser original 
user. 

The sort that says 
“guaranteed lowest price town” 
must state clearly what the guar- 
antor will the savings are not 
realized. 

seller must not advertise 
warranty when cannot and 
does not scrupulously fulfill his 
warranty 

The guarantor must assume 

(Continued on Page 60, Col, 3) 


the 


Concerted membership drives are beginning 
produce results for state, local and national dealer 
associations; Oregon reports new members just 
added, Montana four; Minnesota launching 
major campaign headed Omar Hilligoss 
Keith Andresen, 31, Lincoln, succeeds Dale 
Payne manager the Nebraska dealer group; 
Payne joins Lincoln public 

Pittsburgh dealers have elected four new di- 


(Chevrolet), 


(Chevrolet) 
Wemhoft 


Foss (Ford) and Miller 
There have been two recent 


deaths small children from drinking anti- 


freeze which had been put pop bottles and left around filling 
stations. Don’t permit your servicemen put antifreeze pop 
bottles, unless they label them well and put them out reach 


“Helpful Excuses:” “That’s the 


way always done it” and 


didn’t think was very Washington (D. C.) dealers 
will hold annual outing May 16, Milwaukee dealers June 27... 
Husbands and wives can NOT sign each other’s signatures docu- 


ments, government officials warn. 
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Five Compacts Covered 


Seven Makes Launch 
Incentive Programs 


(Continued from Page 1) 


salesman gets points for each sale 
new used unit. 

the end the campaign, all 
points are pooled and each sales- 
man participates the jackpot 
the exact proportion that his 
point total bears all the points 
earned the salesmen the re- 
gion. 

the end the contest 
“Inaugural Ball” will held for 
dealers and their wives, Attending 
will dealers who met their cam- 
paign objectives, 


* 
Chrysler 
Chrysler program extends 
until the day before the intro- 
duction the models and pays 
$100 per sale dealers who qual- 


ify. 

qualify, dealer must order 
from the factory June 
enough cars bring his stock 
factory-assigned “inventory 
objective.” 

The inventory objective 
broken down into various models 
and body styles. The program 
similar one Chrysler used last 
year about this 

* 


Ford Division 


ALESMEN can earn merchan- 
dise prizes Ford Division’s 
May-June event. They need 3,000 


Sales Pace Beats 
Everything but 
596,000 March 


(Continued from Page 1) 
0.20. Ford was off 1.36 points; Stu- 
debaker, 0.02, and miscellaneous, 
0.14. 

Figures for the full first quar- 
ter also show some rather sharp 
changes market penetration. 
Big gainers were Dodge and 
Plymouth, while the big losers 
were Ford and Oldsmobile. 

The makes which increased pen- 
etration and their percentage-point 
gain were: Chevrolet, 0.53 
points; Plymouth, 1.34; Rambler, 
0.82; Dodge, 3.12, and Chrysler, 0.31. 


took 0.34 percent first- 
quarter registrations new 
entry and Edsel was off the board 
for this first quarter after taking 
0.87 percent last year’s first- 
quarter sales, Mercury showed 
change share market between 
the first quarter last year and 
the like period year. 

The makes which slipped 
penetration and 
their declines were: Ford, off 1.59 
points; Pontiac, 0.38; Oldsmobile, 
1.16; Buick, 0.77; Cadillac, 0.28; 
Studebaker, 0.48; DeSoto, 0.23; 
Lincoln, 0.13, and Imperial, 0.03. 
Chrysler was the big gainer 

corporate market penetration 
the first quarter, picking 4.51 
percentage points. AMC gained 0.82 
points. 

The losses included GM, off 2.04 

points; Ford, 2.27; S-P, 0.48, and 


miscellaneous, 


Sales Score 
For March 


New-car registrations for March: 


1960 1959 
Pos. Make Pos. 
1—158,420 Chevrolet 120,171— 
2—125,367 Ford 122,192— 
42,906 Plymouth 26,197— 
33,063 Dodge 10,485—11 
14,563 Mercury 12,907— 
10— 14,081 Cadillac 
11,685—10 
Chrysler 

5,192 
14— 2,853 DeSoto 
15— 2,000 Lincoln 2,660—14 
Imperial 1,481—15 

51,422 Mise, 54,087 

Total All Makes 
596,669 497,651 


points qualify, and they receive 
prize points for all sales after the 
qualifying total reached. 

Salesmen get 1,000 points for 
Falcons, Thunderbirds, Fairlanes 
and Fairlane 500s and 1,500 
points for other standard models. 
Light and medium trucks bring 
2,000 points, and heavy and 
extra-heavy trucks are worth 
3,000 points, 

There also are point bonuses for 
hitting various levels, plus “fast- 
start” bonus for men who qualify 
May 21. 

* 
Imperial 
receive $200 bonus 
for each sale which the 
Imperial. The program ends 
June 20. 
* * * 
Plymouth 

May-June “Sales Derby,” 

each dealer has been assigned 
May quota which percent 

above his February Plymouth sales 
total. 

If, May, reaches 110 
125 percent his February sales 
total, will receive $30 for each 
Plymouth Six and $50 for each 
Plymouth V-8 delivers 
dune. 

If, May, achieves 125 per- 
cent more his February total, 
will get $50 for each Plymouth 
Six and $80 for each Plymouth V-8 
delivers June, 

* * 


Plymouth-Valiant 


LYMOUTH-VALIANT has 

contest for sales managers and 
salesmen which opens Wednesday 
(May 11) and closes July 

Each manager has been assigned 
quota equal 110 percent his 
February Plymouth deliveries, 

Fifty trips Bermuda for two 
persons will awarded the 
managers with the highest total 
retail deliveries Plymouths 
and Valiants and the managers 
attaining the highest percentage 
their quotas. 

The sales managers compete 
with others area basis. 

Plymouth-Valiant 
ceive merchandise prize points for 
retail sales during the two-month 
contest. They must sell five cars 
qualify, but points are retroac- 
tive the first sale after the quota 

Studebaker 

TUDEBAKER has extended its 

dealer six-cylinder 
Larks until the end May. Deluxe 
two-door sedans bring $25; Deluxe 
and Regal four-door sedans are 
worth $30, and all hardtops, wag- 
ons and convertibles carry $50 
bonus. 

addition, the first-quarter re- 
bate payments will continue until 
the end June. 

Dealers get $10 per car for at- 
taining 110 percent quota, $20 
per car for 120 percent, $30 for 
130 percent, $40 for 140 percent 
and $50 for 150 percent, All pay- 
ments are retroactive the first 
sale the highest level reached. 

dealer wishes, can com- 
bine his first and second-quarter 
quotas and his first and second- 
quarter sales and receive payment 
the highest level attained for the 
entire first half. 


Dealer Denied 
License City 


NIAGARA FALLS, Y.—Cor- 
poration Clarence 
Greenwald told the City Council 
“the quickest possible action” 
being taken against 
dealer who the city charges con- 
tinues operate despite being 
denied permit. The dealer Jack 
Doherty. 

Greenwald and City Manager 
Edward Potthoff said Do- 
herty can legally continue oper- 
ate while his case pending 
court, 


Alabama Dealers Elect Officers, Directors— 


Forest McConnell, secretary-treasurer, Montgomery. Second row: Directors Peek, 
Decatur; Ray, Huntsville; Ray, Haleyville; Roy Barnett, Marion, and 
Smithweck, Mobile. Third row: Directors Long, Atmore; Carl Golson, Ft. Deposit; 
Dunn, Roanoke; John Baker, Freeman, Dothan; Edwards jr., 
Birmingham, and Charles Slaton, National Automobile Dealers Assn. director for 
Alabama and retiring president, Union Springs. Not shown are Directors John Denton, 


Florence; Roy Drinkard, Cullman; Olan Hern, Albertville; Kenneth Hicks, Anniston; 
Jim Skinner, Ensley; Aubrey Green, York; Joe McCorquodale, Jackson; Thomas 


Cooley, Talladega, and Judson Colley, Troy. 


Officers and directors the Automobile Dealers Assn. Alabama, shown Biloxi, 
Miss., following their election the 25th annual convention are, from 
left, front row, Roland Cooper, president, Camden; Blaine Brownell, first vice-president, 
Birmingham; Rouse sr., second vice-president, Montgomery; Thomas, third 
vice-president, Birmingham; Streetman, executive vice-president, Montgomery, and 


Month-End Sag Car Sales 


Spoils April 


slow final week 
spoiled what would have been 
beautiful April for new-car dealers 
St. Louis, survey represent- 
ative firms indicated. Used-car sales 
generally were off. 

Ray Rixman, Inc. (Dodge), re- 
ported “the best month the last 
years.” However, the end 
April approached, the firm said, 
the volume dropped, principally 


Compacts Exceed 
Percent; April 
Sales Level Off 


(Continued from Page 1) 


the luxury compact. But the stand- 
ard Ford dipped estimated 
75,000 deliveries March, and 
Chevrolet widened its lead for first- 
place selling 


HRYSLER CORP. sales held 
92,929 cars last month, the cor- 
poration’s fifth straight month 
upturn, but only 221 units above 
March. The Chrysler Corp. total in- 
cluded 36,057 Dodge cars, the high- 
est for the division since the Korean 
war spree August, 1950. esti- 
mated 21,000 Valiants were retailed 
April. 

Pontiac retail sales last month 
totalled 48,525 new cars, represent- 
ing the division’s second highest 
Knudsen, general manager. Dealer 
deliveries for April showed 
percent increase over the 38,452 
new Pontiacs sold March and 
percent increase over April 
last year, Knudsen said. April re- 
tail sales were the best since June, 
1955, added. 

Cadillac had its best April, with 
13,834 deliveries. But Cadillac also 
trailed March, when 14,126 sales 
were reported. 

Mercury sales 14,646 last month 
marked gain from the previous 
month’s 14,061 and were percent 
above April, 1959. 

* 
LDSMOBILE retail sales 
April totalled 35,661 units—12 

percent above March and the best 
month since last October, accord- 
ing Jack Wolfram, general 
manager. 

also marked Olds’ best April 
since 1956, Wolfram said. 

Buick announced that dealer 
retails 26,520 cars were the 
highest for any April since 1957 
and exceeded March 18.4 per- 
cent. 

Studebaker, aided final 
days’ delivery 3,805 Larks and 
Hawks, ran its April sales 9,875 
cars, 

General Motors divisions report- 
total 265,676 new-car sales 
April, compared 280,500 
March. 


St. Louis 


because spring weather kept the 

public away weekends. 

Regional Dodge sales reached 
their highest point since 1946, trade 
sources intimated. Part this rise 
was attributed the considerable 
amount advertising Dodge 
dealers the Louis area, 

Hegeman Motors, Clayton, the 
county seat and thriving subur- 
ban shopping area, announced 
percent increase Rambler sales 
above the previous year. 

Hegeman, which celebrating its 
40th anniversary this year, said de- 
liveries are taking longer—five 
six weeks. This factor may 
sales stimulant, the firm added. 


Full-page color 
jointly Rambler dealers also 
were credited with increasing busi- 
ness, Even used cars were moving 
well, Hegeman said. 

Roy McCoy, sales manager 
Yates Oldsmobile, midtown lo- 
cation, said his company sold 
more new units April than 
March, However, after the 20th 
the month, volume slipped 
some, added. 

North St. Louis County, Fran- 
cis Chevrolet considered the closing 
week April good one.” Sales 
were about percent ahead 
last year, the firm said, adding 
that the market probably be- 
cause there are more people 
now. There was nothing spectacular 
about used-car sales, was said. 

Gil Willerding, sales manager 
McMahon Ford, South St. Louis, 
noted slow trade the final week. 
However, for the month sales were 
percent above last year, with 
the “Falcons really moving out,” 
said. 

One dissent recorded. Wil- 
liam Goldwasser, general manager 
Jim Keehn Motors, suburban 
Webster Groves, called April “very 
slow after wonderful March.” 

attributed the lethargy 
“shortage money and increased 
difficulty closing.” and some 
other dealers felt that federal and 
state income taxes, which were due 
mid-April, should share some 
the blame for lagging sales. 

But Goldwasser wasn’t 100 per- 
cent bearish. praised the Val- 
iant for its “absolutely phenom- 
enal sales,” and noted buyers 
were becoming more “mileage 
conscious.” looked for “tre- 
mendous May.” 

The situation one sports-car 
general trend. Continental Cars, 
Ltd., reported percent sales in- 
crease the last week April 
but decline percent for the 
entire month. 

Beintker, sales manager, 
said MG, Austin-Healey and Sprite 
were moving. was particularly 
impressed with the favorable re- 
ception the Morris 850 cross- 
engine, front-wheel drive, 


Compact Sales 


LOS 
from national trends, 
Corvair finished fourth Los An- 
geles County sales during March, 
Falcon edged out Corvair and 
easily led all other domestic com- 
pacts stay third place. 

the 32,384 new cars registered 
the county March, according 
Donnelley’s Motor Recorder 
California, 8,850 were domestic 
compacts. Another 3,639 were im- 
ports. 

The March volume jumped 
whopping percent from Febru- 
ary’s 21,219 registrations, Chevro- 
let and Ford, including their com- 
pacts, combined get 50.8 percent 
March new-car business; the six 
domestic compacts alone got 27.3 
percent, and imports got 11.2 per- 
cent. 

The rundown March sales fol- 
lows: 

Chevrolet, 9,011 (including 2,439 
Corvairs and 143 Corvettes); Ford, 
(including 2,594 Falcons and 
781 Thunderbirds); Rambler, 2,037 
(including 778 Americans); Pon- 
tiac, 1,497; Dodge, 1,475 (includ- 
ing 1,225 Darts); Oldsmobile, 1,235; 
Valiant, 1,113; Plymouth, 1,108; Ca- 
dillac, 917; Volkswagen, 909, 

Buick, 814; Mercury, 691; Stude- 
baker, 521; Renault, 499; Chrysler, 
357; Fiat, 223; Hillman, 204; Aus- 
tin-Healey, 191; Lincoln, 184; MG, 
155; Triumph, 148; Comet, 146; 
Imperial, 128, 

Opel, 110; Volvo, 107; Simca, 103; 
Mercedes, 95; English Ford, 94; 
Peugeot, 93; Metropolitan, 89; Sun- 
beam, 85; NSU, 80; Morris, 77; De- 
Soto, 63; Austin, 49; Jaguar, 44; 
Borgward, 35; Singer, 27; Citroen, 
26; Porsche, 25; Taunus, 18; Vaux- 
hall, 18; Toyopet, 15; BMW, 14; 
Lloyd, 14. 

Skoda, 13; DKW, 12; Alfa- 
Romeo, 10; Lancia, Edsel, 
Moretti, Wartburg, Willys, 
Rolls-Royce, Aston Martin, 
Datsun, Humber, Rover, 
Goggomobil, Goliath, Berke- 
ley, Daimler, Panhard, and 
miscellaneous, 

Forty-five imported were 
listed March registrations for 
Los Angeles County. 


Dietz, Lundell 
Elevated CIT 


NEW YORK.—Arthur Dietz, 
president CIT Financial Corp. 
since 1937, has been elected chair- 
man the board and will continue 


A, O. Dietz L. w. Lundell 


chief executive officer. There 
had been chairman since the 
death 1948 Henry Ittleson, 
founder the company. 

Walter Lundell has been elect- 
president, Lundell, with CIT 
years, had been executive vice- 
president. 

Lundell will have general respon- 
sibility for operations, reporting 
Dietz and Henry Ittleson jr., who 
will continue chairman the 
Executive Committee. 


3-Level Freight Cars 


Haul Chevrolets, Fords 


DETROIT.—Chevrolet and the 
Ford Division have introduced 
three-level devices ship autos 
and trucks rail, requiring 
fewer freight cars haul more 

The Chevrolet device, called 
Auto-Pack, steel frame 
mounted flat Each level 
can handle five compacts four 
standard The Ford unit 
special freight car 
built the Santa Railroad 
for shipments compacts from 
San Jose, Calif. 


“We can adjust the deal 
the individual” 


says CHAMBLIN, Studebaker-Lark 


dealer, Meridian, Miss. 


“There question about it, 
good customer relations and efficient service have 
helped develop large volume profitable finance 
business. COMMERCIAL moves quickly, gives 
when the customer ready buy. can 
adjust the deal the individual. With our customers, 
push the convenience being able wrap all 
their car-buying arrangements under one roof. sell 
our salesmen the importance profitable finance 
business the dealership. And being able finance 
repairs through the PLAN generates business for our 
service department.” 


Commercial Credit dealers 
are successful dealers 


office for complete information the benefits 
Why not it, today? 


service offered through subsidiaries the 
Commercial Credit Company, Baltimore Capital 
and Surplus over offices principal 
cities the United States and 


Write call the nearest CORPORATION 
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Hahn Notes 67.6 Percent Gain 


Life with Compacts Encourages 


ENGLEWOOD CLIFFS, J.— 
Analyzing the imported car mar- 
ket the United States the 
light first-quarter sales returns, 
Volkswagen America, noted last 
week signs encouragement. 

spite competition from 
the new compacts, Hahn 
pointed out that Volkswagen 
sales rose 67.6 percent compared 
with the similar quarter last 
year, while total import car sales 
rose 5.9 percent, from 126,028 

Hahn said: “We had expected 
that the advent the American 
compact cars would have healthy 
effect the small-car market.” 


carefully be- 


tween compact and cars, 
adding: 

“It was expected that the 
American compacts would 
ously affect sales imported 
cars the same size and price 
categories, and such has been 
the case.” 

Volkswagen sold 38,199 passenger 
cars during the first quarter 
1960, from 22,786 the like pe- 
riod last year, 

March sales totalled 14,740, sec- 
ond only the record month 
December, 1959, when 15,488 units 
were sold, Hahn said. During the 
quarter, added, Volkswagen ac- 
counted for percent imported- 
car sales the 

“This gratifying increase our 


How They Fared Financially 


Auto Makers’ 


First Quarter, 


Dollar Sales 
In Millions 


1960 1959 

690.5 

1,475.3 


1960 
144 
10.9 
143.1 
323.6 
2.8 


Totals $494.8 


AMC Joins 


Profit 
In Millions 


Sales, Profits 
1960 vs. 1959 


Pet. Profit 
On Sales 
1960 1959 
5.5 
9.1 
9.2 
3.1 


Unit Sales 
1960 1968 
128,728 98,800 
1,400,011 1,131,480 
37,457 54,431 


1959 
12.5 
15.2 
134.8 
293.5 


$463.8 


2,577,608 2,087,950 7.6 8.1 


Reporting 


Banner Sales, Profits 


American Motors last week com- 
pleted the financial picture auto 
makers the January-March quar- 
ter reporting that the period 
showed AMC’s highest sales for 
any quarter and the highest profit 
for any first quarter. 

Thus AMC joined General Mo- 
tors and Ford reporting record 
profits for the quarter. The three 
plus Chrysler reported higher 
sales the period than the 
like period 1959 while Stude- 
baker-Packard reported sales 
decline. 

President George Romney put 
profit for the quarter $14,- 
400,619, compared $12,463,993 


Aluminum-Casting 
Sale Outsiders 
Small, Says 


WASHINGTON.—General Motors 
sells customers outside the cor- 
poration only fraction the 
minum castings produces under 
its “molten” contracts, House 
Small Business Subcommittee has 
been told. 

Sherrod Skinner, executive 
vice-president charge Auto 
Body and Assembly, Parts and De- 
fense Systems Divisions, said GM’s 
outside sales such castings to- 
talled the first three 
months 1960. This was single 
customer, added. 


more than million pounds 
aluminum castings shipped 
1959 from two aluminum foun- 
dries covered molten-aluminum 
contracts, and third where sim- 
ilar contract goes into operation 
soon, one-tenth one percent rep- 
resented sales customers out- 
side GM, Skinner said. The balance 
was transferred divisions. 

also told the subcommittee 
buys fabricated aluminum 
from 390 suppliers, whom more 
than two-thirds are small 
nesses with more than 250 em- 

“Although large pur- 
chaser aluminum, our total pur- 
chases represent small percent- 
age the total market,” Skinner 
said, told the Congressmen that 
1959 purchases amounted 
1.16 percent the total alu- 
minum production the United 
States and Canada. 


the like period last year. The 
January-March period the second 
quarter fiscal year. 

For the period from October 
through March, the first half 
fiscal year, the company 
showed before-tax profit $59,- 
283,284 and after-tax earnings 
$26,617,284. the like period the 
previous year, the before-tax figure 
was $49,162,161 and the after-tax 
total $33,516,161. 

The company made more this 
year before taxes than did the 
like period last year but made 
less after taxes because previous 
losses made some the earnings 
the previous year taxfree. 

Net sales the second fiscal 
quarter (January-March) $293,- 
294,821, new quarterly record, 
compared with $228,766,065 the 
like quarter 1959, 28-percent 
Sales the October- 
March periods were $554.6 million 


sales out the findings our 
market studies which indicated 
that our sales could increased 
more cars, resulting from high- 
production our factories, 
were made available for this mar- 
ket,” Hahn said. 

Hahn also noted that March was 
best month truck and sta- 
tion wagon sales. 

“Our total for the month was 
2,902 vehicles, giving first- 
quarter sales 7,321, increase 
9.4 percent over the 6,690 units 
sold last year,” 

“We are confident that the fu- 
ture our truck and wagon sales 
will form parallel 
the history our passenger 
cars the American Hahn 
said. 

“Even now there severe 
shortage trucks several areas 
this country and, was the 
case with passenger cars, there are 
indications that not only are 
number our European competi- 
tors entering the truck market, but 
the large American manufacturers 
will soon introduce Detroit ver- 
sion the ‘compact truck.’ 

“Here again,” continu- 
ed, “we feel that the focusing 
the attention the American 
public sensible and rational 
transportation—this time the 
truck field—will have salutary 
effect our own situation 
this market. 

“Within recent weeks there has 
been considerable publicity the 
‘decline’ the sales imported 
cars,” Hahn said. “Actually, with 
our substantial increase, total sales 
imported cars for the first quar- 
ter are 5.9 percent from last 
year’s 126,028 133,434. 

“However, the present trend 
declining sales among imported 
and increasing sales 
among ‘small’ imports, out 
the accuracy many statements 
made experts the automotive 
field that 1960 would ‘year 
decision’ the imported-car mar- 
ket.” 

Hahn said would continue 
appoint new dealers additional 
vehicles become available, 


MacNichol Named 
Top L-O-F Officer 


TOLEDO, Libbey-Owens-Ford 
directors have reelected George 
MacNichol jr. president and 
named him chief executive officer. 
succeeds John Biggers, who 
has announced his retirement 


Chevy Expands Into River— 

The diagonal lines this aerial photograph the existing Chevrolet and Fisher 
Body assembly plants North Tarrytown, Y., show the 14-acre area the Hudson 
River which will filled provide land for expansion plant operations. contract 
for filling the river has been awarded and work the project will begin the near 
future. The project should completed about Dec. 


9-Million-Sales Years Coming, 
Cole Tells Dealers 


ditions, needs and products, the in- 
dustry will faced with new type 
consumer the 1960s, said. 

said the average buyer will 
better educated, more discrim- 
inating and will expect greater 
value for his dollar because 
will have more places spend 
his money. 

will take much better job 
salesmanship win his mone- 
tary favor,” Cole said. 

told the dealers “owner good- 
will probably the best business 
insurance you and 
nothing more important your 
long-range business.” 


Business Failures 
Dealers Top 
Ist Quarter 


NEW Business failures 
vehicle dealers the first quar- 
ter totalled 54, Dun Bradstreet 
reported. 

The number compares with 
dealer failures the last quarter 
last year and the first three 
months 1959. 

Failures all retail trades num- 
bered 1,803 the first quarter, com- 
pared 1,530 the last quarter 
1959 and 1,849 the first quarter 
that year. 

The failures automotive acces- 
sory dealers the first quarter 
totalled 17, compared with the 


PINEHURST, C.— 
industry years nine million cars 
and trucks near the end the 
1960s were predicted Edward 
Cole, Chevrolet general manager, 
the 25th annual convention the 
North Carolina Automobile Dealers 
Assn. 

The decade “should the 
greatest the history our in- 
dustry,” Cole said, and peak 
years sales “may over mil- 
lion units.” 

The theme American cars dur- 
ing the period will functionalism 
with thrift, continued, warning 
that competition for the consumer 
dollar will “at record intensity.” 

Alan Rude, president Uni- 
versal CIT Credit Corp., forecast 
that auto-installment credit will 
rise more than billion the next 
years exceed $25 billion an- 
nually, and figure more than 
percent all new-car sales. 

confident that the current 
ratio seven financed new-car 
deals will rise this decade 
least four out every five,” 
said. 

Cole said that the ’60s the 
auto industry will work harder 
tailor its products fit chang- 
ing needs more effectively, citing 
example the possibilities 
new vehicles serve the new re- 
quirements growing suburbs 
and suburban businesses, 

“Styling will simple and un- 
adorned,” said. “Annual model 


changes will not involve massive 
and exotic changes, but will con- 
sist generally refinements im- 


this year and $422.5 million last 
year. 


last quarter last year and 
the first quarter. 
Service-station failures amounted 


Payrolls for the first six months 
the fiscal year totalled $103,607,- 
209, against $80,233,523 for the com- 
parable period year ago. The 
company employs 30,540, compared 
with 24,274 this time last year. 

Largely because increased cost 
factors, major portion them 
nonrecurring nature, the increase 
net profits did not fully keep 
pace with the increase net sales, 
Romney said. 


“Of these, the two most important 
include the absorption the first 
half the fiscal year more than 
million premium steel costs 
occasioned the strike, and 
the abnormal expense connection 
with our automotive expansion 
program,” said. 

Despite the ready availability 

(Continued on Page 59, Col, 4) 


prove the products and give the 
customer greater dollar value.” 

Cars probably will shorter, pos- 
sibly little higher and much light- 
because the use light-weight 
metals, Cole said. added that 
“they will easier get into and 
out of, and will have more room 
for passenger comfort and trunk 
space.” 

addition new market con- 


Minnesota Stages 
Membership Drive 


For Dealer Assns. 


MINNEAPOLIS. intensive 
drive increase the membership 
the Minnesota Automobile Deal- 


130 the first quarter, from 
the 109 the last quarter and 119 
the first quarter last year. 

Failures independent garages 
numbered the first quarter, 
from the the last quarter 
last year and the first 
quarter. 


UMS Appoints 


Sales Manager 


DETROIT.— Harold Schaller 
has been named general sales man- 
ager United Service Division, 
General Motors Corp., Roland 
Withers, general 
manager. re- 
places Thomas 


C. W. Davis G. P. MaeNichol 
chairman, MacNichol has been 
president since 1953. 

Curtis Davis was elected ex- 
ecutive vice-president, and became 
the second-ranking officer the 
company. also will have direct 
superintendence plants and pro- 
duction facilities, all technical divi- 
sions, industrial relations, industrial 
engineering and the purchasing and 
traffic departments. 


ers Assn. and the National Auto- 
mobile Dealers Assn. Minnesota 
has been started MADA Mem- 
bership Chairman Omar Hilligoss, 
Hibbing, and his committee. 

letter outlining the drive has 
been sent all county advisors 
and area chairmen the MADA, 
together with prospect lists, pro- 
motional material, selling aids and 
application blanks. 

Before starting the drive, the 
membership committee assigned 
board members su- 
pervise. They are contacting every 
county advisor and area chairman 
make sure that all prospects are 
being called and asked join. 


Late Report... 


Used-Car Market 


The overall average price used cars sold wholesale auctions 
week held steady $1,045, according Automotive News’ 

Among the gainers were $1; $53, and $4. 
All other models showed price cuts, with descending new 
low $2,378, off $15. Older models the downside were off 
$4; off $8; off $14, and off $14, 

group representative auctions last week, 76.6 percent 
offerings found buyers, compared with 70.7 percent week earlier. 


Auction reports begin Page 49. 


Plant who re- 
signed enter 
private business. 

Schwerzel 
has been appoint- 
assistant gen- 
eral sales man- 
ager, Western, 
Schaller suc- 
ceed him that 
post. 


H, P. Schaller 


the same time, Schaller named 
assistant general sales manager, 
Eastern, and Swayze suc- 
ceed Cody Western regional 


manager. Swayze formerly was 
marketing manager, Delco bat- 


Chrysler 


ONE MORE REASON RAMBLER DEALERS 

WITH SUBSTANTIALLY HIGHER PROFITS 
THAN THE INDUSTRY 


Rambler Dealers Can 


American-Built 


Rambler American Deluxe 2-Door Sedan, monthly payments based suggested factory 
delivered price with 1/3 down payment, 36-month contract with normal carrying charges, 
Federal taxes paid. Optional equipment, transportation, state and local taxes, any, extra. 


You the rtun ity! and inquiry will held the strictest confidence. 


— 


| 
Caneda Write te: American (Canada) Lid., 2951 Ave., Terente. ZONE STATE 
(PLEASE PRINT) 
5-9 


Due Within Year... 
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Citroen Readies Car 
VW-Renault Class 


Brown 
Staff Correspondent 

NEW year, 
Citroen will introduce this mar- 
ket car compete the Volks- 
wagen and Renault class, accord- 
ing Charles Buchet, manager, 
Citroen Cars Corp. 

“This car will rather revolu- 
tionary for its size such things 
suspension and riding 
ties,” said the United States dis- 
tributor the French-built car. 

One the import market’s great- 
est problems the moment the 
scarcity finance, Buchet said. 
blamed this the “present glut” 
American products. 

“Because dealers are using every 
available bit money for the 
floor-planning American cars, 
they can’t get any extension 
-eredit for their foreign cars.” 

said some dealers find 


difficult obtain floor planning 
because the problem getting 
Citroen retail paper. many 
Citroen customers pay cash that 
the finance company discovers its 
floor planning unprofitable with- 
out the retail paper that follows, 


Chicago Dealer Adds 


Checker’s Superba Line 

KALAMAZOO, Mich. Checker 
Motors Corp. has appointed Broad- 
way Automobile Sales, Inc., 6259 
Broadway, Chicago, dealer-dis- 
tributor for Superba sedans and 
station wagons, 

The Chicago firm handles com- 
pact and economy cars American 
and European make. Larson 
chairman, and John Love 
president the firm. 


fabrication gives you economy. 


Buying building for your business like 
selling car. Your customers want the latest 
styling, maximum serviceability and budget- 
fitting economy. These advantages can 
yours, too, when you build with Butler. The 
modern lines offer that beckons. 
Unobstructed interiors mean greater maneu- 
verability the service area, better light, un- 
limited display the showroom. And factory- 


And when you pre-engineered sales- 
service building, your greatest value depends 
winning combination structurals and 
cover. invite you compare the engineer- 
ing and design Butler’s superior wall panels 
with all other curtain walls for factory- 


they cancel the dealer, con- 
tinued. 

1959, Buchet said, Citroen 
built about 290,000 vehicles and 
the 1960 schedule calls for 330,000. 
About 3,500 4,000 will sold 
the United States, Buchet ad- 
ded, which would about 
percent increase over 1959 sales. 

addition, said, overseas 
will account for another 1,200 
more vehicles, most which will 
find their way back the U.S. 

Buchet believes that next 
year, Citroen will find itself the 
quantity market, The domestic 
compacts will have little effect 
the Citroen, feels. 

“We honestly feel that the com- 
pact cars the market now will 
benefit us. are looking forward 
two years from now, when to- 
day’s compact-car owner finds that 
only one vast multitude 
people who owns compact. 

“At that time will turn some 
place else for something different 
his automobile transportation, 

and honestly feel that have 
that something for him,” Buchet 
said. “In two years our business 
will stronger than anyone now 
anticipates here.” 

proof this contention 
related his experiences the re- 


Shopping Centers 


NEW YORK.—The New York 
District Mercury-Comet deal- 
ers exhibited the Comet mass 
shopping center promotion cover- 
ing high-traffic centers New 
York, New Jersey and Connecti- 

Each the displays fea- 
tured the Comet raised, 
roped-off platform with signs 
each display naming the dealers 
the area. Floodlights 
nated the car after 

During store hours, Comet 
representative was the display 
schedule appointments for 
shoppers who wished test drive 
the car their local 
showrooms, also distributed 
material the Comet and an- 
swered questions. 


cent International Automobile 
Show here. 
“This was the best show 
have ever been in. spite 
what other people may have said 
about this show, was the most 


Buy your building like you sell your cars 


style, serviceability, economy with Butler 


standard roof and 


applied colors. 


fabricated buildings find they’re the 
finest. Butlerib, the new precision-formed, 


wall panel, offers new 


strength and bold beauty. Monopanl, Butler’s 
exclusive factory-insulated wall panel lets you 
build with architectural beauty and mainte- 
nance-free economy. Both these panels are 
available selection durable, factory- 


Why settle for less than the best build 


BUTLER MANUFACTURING COMPANY 
7432 East 13th Street, Kansas City 26, Missouri 


Equipment for Farming, Oil Transportation, Outdoor 


Sales offices Los Angeles and Richmond, Calif. Houston, Tex. Birmingham, Ala. Kansas City, Mo. Minneapolis, Minn. 
Chicago, lil. + Detroit, Mich. « Cleveland, Ohio + Pittsburgh, Pa. » New York City and Syracuse, N.Y. » Boston, Mass. » Washington, D.C. 


Burlington, Ontario, Canada 


Butler, the lowest-cost way build well. For 
details Butlerib, and other Butler 
features, call your Butler Builder. Ask him 
about Butler financing, too. He’s listed the 
Yellow Pages under “Buildings” “Steel 
Buildings”. write direct. 


Contract Manufacturing 


successful have ever had the 
pleasure participate in. 

“We had more dealers the 
floor, for one thing,” said. “We 
had lot people asking for in- 
formation, and found many 
people who already knew about our 
suspension, which such major 
advance 

“To us, the show proved many 
things, but primarily that the ad- 
vertising have been doing 
really beginning get results, The 
show provided us, with 
huge prospect list.” 

Buchet said that because 
Citroen’s design and revolutionary 
sary educational job be- 
fore the public can appreciate its 


With respect the radical Cit- 
roen design, predicted that U.S. 
manufacturers will move toward 
this design more and more, and 
cited the 1960 Ford substantia- 
tion the fact that the move has 
begun. 

There are some exclusive Cit- 
roen dealers, said, but most 
them are dualled. Buchet 
added that some Citroen dealers 
handling American cars recently 
have been faced with the choice 
giving the Citroen the 
domestic product, The choice 
obvious, said. 

During the next so, 
Buchet continued, Citroen will add 
about dealers the Southeast, 
Northcentral and Western states. 


“The dealers add will not 
the ‘Send two cars and 
see’ variety,” said. “The dealer 
who handles our line must will- 
ing buy the necessary tools and 
parts, well send mechanic 
our service school here.” 


Contrary most opinions, 
Buchet feels that the import mar- 
ket this country will remain 
strong. All factories which are rep- 
resented the U.S, branch 
setup will survive, believes. 

* 


New France Jet Bow 


NEW France Jet, 
which made its debut the 1960 
International Auto Show here, will 
into distribution July. Its 
body fiberglass reinforced 
with aluminum and has four- 
wheel hydraulic brakes. Safety 
belts are included with the pur- 
chase, central tube chassis with 
cross bearer for the body provides 
high stability. 

The car weighs 680 pounds, has 
horsepower, 280 engine 
which has claimed top speed 
the gallon. 

The one-cylinder, four-cycle en- 
gine built pressure cast alu- 
minum and designed for ease 
assembly and dismantling, said 
Jacques Fisher, president 
France Jet Motors, Ltd., Pine 
New York said the new 
car will available throughout 
the U.S. July and will retail 
for $1,595 port entry New York. 

The Jet engine rear mounted 
and air cooled. The car 130 
inches long, inches wide and 
inches high, and has wheelbase 
inches. 


Shoppers 
Charge Fraud, 
Sue for $76,199 


SILVER SPRINGS, Three 
would-be used-car buyers have 
filed false-advertising suits against 
Suburban Motors, (Dodge). 
They seek total $76,199.34. 


Each plaintiff claims that was 
unable purchase cars listed 
advertisement for Washing- 
ton’s Birthday sale. 

William Leckemby jr., their 
attorney, contends that the news- 
paper advertisement constituted 
contract sell the listed prices. 
The suits were filed Montgomery 
County Circuit Court. 

The cars involved were mod- 
els. The customers said they were 
priced $21.22, $102.22 and $162.22 
the advertisement. 


Wendell Paine, Rockville, has 
filed suit for $25,392.78 damages; 
Helen Sauter, Hyattsville, 
asking $25,473.78, and Clifford 
Van Riverdale Hills, seek- 
ing $25,332.78. 


A BUTLER BUILDING EXCLUSIVE...CHOICE OF TWO SUPERIOR WALL PANELS IN COLOR 
q 
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DETROIT.—On April 1948, 
George Wilcken Romney reported 
for work Nash-Kelvinator’s of- 
fice building West 
Side. Romney, then 40, was begin- 
ning fabulous auto success story. 

about the same time 1948, 
barely few miles from the Nash 
plant, Detroit auto writers were 
test-driving 
new cars with rear engines and in- 
dependent suspension all wheels. 
Wrote the late Leo Donovan, the 
Detroit Free Press, classic re- 
port: 

“Remember your first ride 
roller-coaster? The slow ascent, the 
gradual turn high the air—then 
the awful plunge into space? 

“We had our first ride the 
rear-engine Tucker Torpedo 
Rouge Park Wednesday. The sen- 
sation was not unlike that first 
roller-coaster ride.” 

Host the Rouge Park demon- 
stration was Preston Thomas 
Tucker, then 44, ill-fated auto 
dreamer whose plans market 
rear-engine highway col- 
lapsed under the eagle eye the 
United States Government. 


Accounts the American Mo- 
tors president’s success and Tuck- 
er’s failure have been published 
this spring under the titles, “The 
Story George Romney,” Tom 
Mahoney Brothers, $4) 
and “The Indomitable Tin Goose— 
The True Story Preston Tucker 
and His Car,” Charles Pear- 
son (Abelard-Schuman, $4.95). 

The Romney biography the 
study man whose Mormon 
doggedness and articulate belief 
economy combined over- 
whelm such adversities Ameri- 
can big-car mania, Columnist Syl- 
via Porter and corporate raider 
Louis Wolfson. 

Author Mahoney reveals for the 
first time that Romney, after 
service with the Automobile 
Manufacturers Assn., almost went 
Packard years ago and, in- 
deed, was offered more money 
and faster crack company 
presidency than Nash President 
George Mason 

Romney decided favor Nash, 
according Mahoney, the 
premise that knew too little 
about the auto industry jump 
quickly into the policy-making 
swim Packard. Besides, Mason 
wanted badly merge Nash with 
Packard and was conceivable 
that Romney would wind top 
dog the combined setup. 


When General Motors President 
Wilson heard that Romney 
was moving Nash, the book re- 
lates, the future Defense Secretary 
commented wished had 
known earlier, because would 
have liked have Romney GM. 
Ironically, Romney later became 
success and his demand 
that the giant corporation 
broken up. 

Another little-known 
vealed the Romney story 
that George and his wife Lenore 
are godparents Christina 
Knudsen, daughter Pontiac 

General Manager Semon 
Knudsen. The Romney’s friend- 
ship with the Semon Knudsens 
predates World War and, in- 
deed, was while driving home 
from Knudsen houseparty 
Cadillac that the Romneys 
heard the news Pearl Harbor 
Dec. 1941. 

The Romney and Tucker biog- 
raphies, although telling two basic- 
ally diverse stories, run the same 
track when they spell out the prob- 
lems each auto builder had with 
stockholders. 

Romney, course, won the bat- 
tle with Wolfson 1958. was 
delicate relationship throughout, 
that between Romney and Wolf- 
son, and the sudden upswing 
Rambler acceptance two years ago 
definitely averted disaster for 
American Motors and the compact- 
concept, Mahoney says. 

Tucker the loser his go- 
around with the Securities Ex- 
change Commission and the Justice 
Department, although was ac- 
quitted stock fraud charges 
jury the court Chicago Fed- 
eral Judge Walter LaBuy (Otto 
Kerner jr., the prosecutor 
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Romney, Tucker Books 


vs. Tucker, now Democratic can- 
didate for governor Illinois.) 
But though Tucker lost the 
battle stay solvent and market 
cars, won the case for rear 
engines, the opinion Author 

Pearson, who was press agent 

for the Tucker auto company. 

Within three years Preston 
Tucker’s death 1956 (of cancer), 
General Motors had the market 
rear-engined Corvair which in- 
corporated many the features 
envisioned the deceased—includ- 
ing transaxle and independently 
sprung wheels. 

Pearson’s account Tucker’s 
failure takes sharp issue with the 
government agency findings that 
the Torpedo was hoax and 
couldn’t built volume. 

The biography reviews the SEC 
investigations, the “World Premi- 
ere” hooplah, the press “leaks” 
the commission’s findings, the dubi- 
ous characters who surrounded the 


Tucker venture and the vicissitudes 
the erratic Tucker himself. 

For example, Tucker was next- 
to-impossible sell off the idea 
having the front fenders swing 
with the steering wheel, even 
abortive “comeback car” 
planned briefly 1952. 


“Tucker,” says his close friend 
Pearson, “shot some fast angles 
and cut some corners, but there 
wasn’t enough evidence convince 
the jury that was wantonly dis- 
honest, that wasn’t sincere 
trying produce automobiles.” 

“Tin Goose,” which was the nick- 
name for Tucker’s first Torpedo de- 


sign, assails the government the 


chief saboteur the car. 


Names are named, but Pearson 
provokes livelier line with his 
conclusion that government regula- 
thinking that defeats the purposes 
risk capital, saved the entrench- 
auto industry from spending 

(Continued on Page 57, Col, 1) 
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Where Are They 


Nick Jenin, Fort Lauderdale, owns rear-engine Tuckers, some costing 
much claims one his Tuckers more than 100,000 miles without 
valve ring job. About Tuckers were built before the company folded 1948, 
according the new biography Preston Tucker, Indomitable Tin Goose.” 


Wondering how new-car and truck production and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story every week throughout the year. 


RAY GARDNER 
City Chevrolet Co. 


NATIONAL ACCOUNTING SYSTEM mod- 
ernized this auto agency’s record keeping. 


OVERTIME EXPENSES have 
been markably reduced. 


“Our Accounting System 
saves year... 


returns 60% annually Chevrolet Company 


“We have been extremely impressed 
with the performance our National 
Accounting System,” writes Ray 
Gardner, Secretary-Treasurer Char- 
lotte’s prosperous City Chevrolet Com- 
pany. “It has not only sizeably reduced 
our payroll costs, but has also provided 
with considerable timely informa- 
tion formerly unavailable us. 
“Before installing our National Sys- 
tem were greatly hampered not 
having daily statements business, 
which made virtually impossible 
have complete idea existing inven- 
tories. Today, this problem ended. 
Our National Accounting System 
quickly furnishes with these im- 
portant statements. From this informa- 
tion now keep our inventories 
well-stocked, and addition, analyze 


current sales trends. Moreover, our 
National System has also cut-down 
much our overtime—a figure that 
used run into several hundreds 
dollars monthly. 

strongly recommend National 
System any automobile dealer who 
wants run his business modern, 
systematic basis. our case, our 
National Accounting System saves 
$9,600 year... returns 60% annually 
investment.” 


Secretary-Treasurer 
City Chevrolet Company 


THE CASH REGISTER COMPANY, Ohio 


1039 OFFICES 121 COUNTRIES YEARS HELPING BUSINESS SAVE MONEY 


Your auto agency, too, can benefit from 
the time- and money-saving features 
National System. Nationals pay for 
themselves quickly through savings, 
then continue regular yearly 
profit. National’s world-wide service 
organization will protect this profit. 
Ask about the National Mainte- 
nance Plan. (See the yellow 

pages your phone book.) 


“TRADE MARK REG. U.S. PAT. OFF. 
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never forget the 
the first car rolls out 


your own dealership! 


It’s red letter day your life. day you will never 
forget—the day you, one your salesmen, per- 
haps your sales manager delivers the first Dodge sale 
made your dealership. 


This the kind opportunity many men the retail 
automobile business would give their right arm have 
—the opportunity into business for themselves. 


You can have this opportunity—with the capital 
provided Dodge—if you have the necessary quali- 
fications, and you act now. 


Right now Dodge adding its dealer organization 
take advantage the market expansion created 
the introduction the Dodge Dart into the low-price 
field. There are fine openings waiting filled 
parts the country. 


qualified men, Dodge offers special Dealer Enter- 
prise Program that provides 75% the necessary 
capital. You also will receive all the help and counsel 
you need get off sound start—everything from 
setting proper accounting procedures methods 
increasing overhead absorption. 


Who can qualify for this Dealer Enterprise Program? 
Any man who now general manager sales 
manager—preferably volume operation—and who 
genuinely wants run his own dealership. 


What are the prospects for the future? shiny 
new silver dollar! Dodge sales for the ten-day period 
March March reached 16,000 units, their 
highest peak since 1952, and Dodge now third 
place many key markets. 


This only the beginning. Dodge will soon announce 
another important addition the line, new compact 
loaded with sales appeal, that will further increase the 
profit potential for Dodge Dealers. 


Employer employee, which will be? The time 
ripe. The opportunity there. The choice you. 
For complete details the Dodge Dealer Enterprise 
Program, contact: 


John Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau 
Detroit 11, Michigan 


DODGE DART LUXURIOUS '60 DODGE DODGE TRUCKS 


Canadian inquiries should directed to: Hancox, Director Sales, Chrysler Corporation Canada, Limited, Windsor, Ontario 
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AUTOMOTIVE NEWS PLATFORM 


Fair and equitable contracts between manufacturers and dealers 
motor vehicles, parts and accessories; 

Every dollar auto excise, gasoline and taxes, collected states 
and governments, applied building and maintenance highways; 
Guard the precepts individual freedom, which made the 
great and gave its citizens more the better things life than anywhere 
else in the world. 


AUTOMOTIVE 


Faith Dealers Destroyed 
Tricky Ads 


dealers several areas are showing disposition 
blow the whistle dealers who use deceptive tactics 
confuse the public and mess the trade. 

believe this necessary and healthful step. For 
too many years the auto industry has been smeared 
few but potent voices that make the industry look like 
confidence game rather than business. 

The merits auto dealers general are overshadowed 
ads that promise more than can delivered, and lure 
prospects the sweat-box shops where they get poor 
opinion the retail auto business. 

Often this excused auto executives who say that 
tion.” 

This isn’t competition. crooked. 

Massachusetts State Automobile Dealers Assn. now 
referring deceptive ads the state attorney general for 
action under the state’s bait and fraud advertising law. 

The Miami auto dealer association planning similar 
action under the state statute false and misleading ad- 
vertising. 

William Plunkett, MSADA executive vice-president 
says: 

“We don’t like play cops and robbers, but this 
the only alternative, will continue employ it.” 

the end, believe, such action recognized 
public service. 


Coming 
Events 


recognition, new items this 
column will starred and will 
appear boldface type the first 
time they are 


Dealer Conventions 


May Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss, 

May Oregon Automobile Dealers 
Assn., Benson Hotel, 

May State Automo- 
bile Dealers Assn., Hotel Boston. 

May State Auto Deal- 
ers Assn., Longview, 

May 13-14— South Carolina Automobile 
Dealers Francis Marion Hotel, 
Charleston, 

May Automobile Dealers 
Assn., Hotel Boise, Boise, 

May Annual Meeting, Motor Car 
Dealers Assn, Southern California and 
the Los Angeles Motor Car Dealers 
Assn., Coacoanut Grove, Ambassador 
Hotel, Los Angeles. 

May 21-23 South Dakota Automobile 
Dealers Assn., Sheraton-Cataract Hotel, 
Sioux Falls. 

May 22-23—Alabama Independent Automo- 
bile Dealers Admiral Semmes 
Hotel, Mobile, Ala. 

June Automotive Engine Rebuilders 
annual convention, Netherland 
Hilton Hotel, Cincinnati. 

June Delaware Automobile Dealers 
Assn., Brandywine Country Club, Wil- 
mington. 

June York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, Y. 

June Dealers Assn. In- 
diana, Claypool Hotel, Indianapolis, 
Maryland, Commander Hotel, Ocean 


City. 

June 12-14—New Mexico Automotive Deal- 
ers Western Skies Hotel, 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island. 
July Trade Assn. Man- 
Grand Hotel, Mackinac Island. 
Aug. Independent Automo- 
bile Dealers Assn., Henry Grady Hotel, 

Atlanta. 

Aug, Dealers Assn. 
West Virginia, Greenbriar Hotel, White 
Sulphur Springs. 

Aug. Automobile Dealers 
Assn., Harvest House, Boulder, 

Aug. Automobile Dealers 
Assn., 

Hampshire Automobile 
Assn., Farragut House, Rye 
eac 

Sept. Automobile Deal- 
Leamington Hotel, Minne- 


apolis, 

Assn., Samoset Hotel, Rockland. 

Sept. Automobile Dealers 
Assn., Sheraton Hotel, Louisville, 

Sept. York State Automobile 
The Concord, Kiamesha Lake, 


Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 30-Oct. Montana Automobile 
Dealers Assn., Rainbow Hotel, Great 


Falls, 

10-12— Automotive Parts Rebuilders 

annual convention, Conrad Hil- 
ton Hotel, Chicago. 

Oct, 23-25—New Jersey Automotive Trade 
Chalfonte-Haddon Hall, Atlantic 


ity. 

Oct. 28-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise Montego Bay and 
Port-au-Prince. 

Nov. Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 


Auto Shows 


May Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth, 

National Automobile Show, 
Cobo Hall, Detroit. 

Auto Show, National 
Guard Armory, Pittsburgh. 

May 20-22—Norfolk Imported Car Show, 
Norfolk Arena, Norfolk, Va. 

Nov. Auto Show, Memorial 
Coliseum, Portland, Ore. 

* Nov. 25-Dec. 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Jan. 14-2i—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala, / 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

(Continued on Page 34, Col, 5) 


year. 


The Big Stories 


Years Ago—1926 


detailed estimate Ford Motor Co.’s business 1925 indicated 
that the actual profit per car realized Ford from sales was $29, 
against $40 1924 General Motors profit per car during the first 
quarter 1926 was $124, against $114 the corresponding period last 


Years Ago—1940 

Retail sales cars and trucks the United States totalled 398,013 
units during March, according the Automobile Manufacturers 
Assn. March production totalled 423,299 units. 


Years Ago—1950 


Chrysler Corp. and the United Auto Workers signed three-year 
agreement, ending strike, The final direct loss the 
strike totalled $1,385,720,880, falling just short the $1,457,000,000 loss 
suffered the 118-day shutdown General Motors 1945-46. 
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Automotive Cartoon 


the Week 


lady! We'll put you just ahead 
and enjoy the one you traded for!" 


Letterbox 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


chairman, Campbell-E wald Com- 
pany, Detroit. 
* 


Wealth Data 


wish congratulate you and 
your associates for outstanding 
job assembling and presenting 
wealth useful information relat- 
executive vice-president, 
American Motors Corp. 


Anyone who attempts keep 
with the automotive industry will 
find your News Alma- 
nac contains more quick, authentic 
information than any other publi- 
cation know of. 

edge the automobile business.— 
Tom Frost (Ford), Warrenton, Va. 


* * * 


usual, Automotive News has 
done outstanding job not 
only providing fingertip source 
information, but almost com- 
plete industry library—V. 
Boyd, director sales operation, 
American Motors Corp. 


took the 1960 Almanac home 
last night, and believe this the 
finest edition ever—it’s truly the 
president, Yarnall Chev- 
rolet, Inc., Chicago. 

* * 

gets better and 
more and more useful, and you 
have every reason proud 
really great job—Henry 


spent quite lot time this 
morning going over the current 
your Almanac, and think 
you and your associates should 
congratulated the vast amount 
material contains and the in- 
telligent organization thereof. 
chairman, MacManus, John 
Adams, Inc., Detroit. 

* + x 


Fine Editing 
The 1960 Almanac very 


fine job editing.—C. 
vice-president, Chrysler Corp. 
* 


find your Almanac very useful 
throughout the year.—E. Row, 
first vice-president, Chrysler Corp. 

* * 


Your 1960 Almanac smash 
hit, believe me. look forward 
every year receiving this en- 
cyclopedia the automobile 
McKay, former 
NADA president, Wichita, Kans. 


always look forward receiv- 
dent, General Motors Corp. 

* + * 


refer this Almanac from time 
chairman, Chrysler Corp. 

+ * 


Authoritative 


Congratulations. The 1960 Al- 
manac great credit the 
Slocum Publishing Co. and im- 
mediately the industry’s most au- 
thoritative and convenient refer- 
ence book.—M. gen- 
eral manager, Dodge. 


dictionary can’t justice 
your 24th Almanac. Let’s just say 
it’s pluperfect tool for man- 
Faricy, general man- 
ager, Minnesota Automobile Deal- 
ers Association. 

happy have for refer- 

ence Ford 

president, Ford. 


see you’ve done again. 
have sworn your News 
Almanac just couldn’t get any bet- 
ter more complete, but the 1960 
edition tops them all. heartiest 
congratulations you and your 

(Continued on Page 34, Col, 1) 


a 


OKAY 
USED 


DYED-IN-THE-WOOL 
AUTO FANS! 


Want your factory’s page seen dyed-in-the-wool 
auto fans? Your factory’s page the Post seen 
many more times hot automobile prospects than any 
other magazine the general-weekly field. People with 
big families. Higher incomes. Living households 

with one more cars. Living 
households with two more cars. 

Automobile dealers have always 
demonstrated great faith the Post’s 
ability reach these people. And 
the Post have always had great faith 

your ability serve the public—and serve 
honestly and well. focus attention the wonderful 
job most automobile dealers are doing, the Post has 

just sent out (on dealer request) 12,000 mats the 
appearing the next two pages—for use local 
newspapers. you’d like free mat this 
you can run your local paper over your own signature 


—write Jim Gavagan, Vehicle Marketing Manager, 


The Saturday Evening Post, Independence Square, 
Philadelphia Penna. 


Don’t miss the exciting the next two pages. 


4 
7 
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you want the free promotion kit ads (including the one above) for use 


ih 
— 
ASso 
Va 
‘ 


banker our town dipped into the till, couple months 

ago, the tune $103,000. And folks are still talking 

about the judge been quietly taking bribes for years 

till justice caught with him. Lately, there’s been some 

excitement about car dealer who advertised bargain deals 
and hid 100% interest rate the fine print. 


blame the fellow been fleeced for thinking all sheep 

black. But the fact is, most sheep are white. And most 

bankers, judges and car dealers are pretty upstanding, 
reliable, honest people. 


There are few black sheep every flock. And you can’t 


It’s not all matter high moral principle, either. 

got earn the town’s trust and respect and 
friendship. 


why good automobile dealers after lasting customers 
instead quick sales. “Service” always has capital “S” 
their book. (Did you know the average car dealer has twice 
many men his Service Department has his showroom?) 


His Service means that you get work, the kids get school, 
doc gets his calls, mom gets her shopping done, the whole 
town’s wheels keep going around. His Service means after- 
hours work, too. Organizing charity drives. Serving the 
Chamber Commerce. Sponsoring driver-training programs 
and safe-driving promotions. 


You need him. needs you. don’t get carried away red-hot 
deal that may written red ink for you. See the established, re- 
liable dealer you know. newcomer town, look for the 
NADA emblem the dealer’s showroom. means lives the high 
standards the National Automobile Dealers Association. treat 
you right tomorrow. 


ail 


A CURTIS MAGAZINE 


The Saturday 


POST 


THE MAGAZINE 


The Saturday Evening Post dedicates this message quality dealers everywhere. 


(DEALER LOGOS) 


your local newspapers, write to... Jim Gavagan, Vehicle Marketing Manager, 
The Saturday Evening Post, 
Independence Square, Philadelphia Penna. 
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Automotive News Interviews 
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Profit but Magic Leasing 


Auto leasing one the most fascinating aspects the auto 
business today. Since World War II, came from nowhere until 
today all dealers, large and small, find leasing market factor 
which they should informed. 

give dealers insight into this business, which can 
treacherous well profitable, Jack Weed, truck editor; Robert 
Lienert, associate editor, and John Walsh, staff writer, inter- 
viewed one the authorities the field, Harley Howell, 
president Peterson, Howell Heather, Baltimore. 

auto dealer who excellent financial manager and who 
has lots patience can make money leasing, but there 
automatic money-making magic about the business, Howell em- 
phasizes. (Starting from scratch 1946, PHH now has 450 clients 
the United States and 124 Canada, leasing some 47,000 cars 
and 10,000 trucks.) 

Some highpoints Howell’s advice: 

Leasing essentially financing function. will profitable 
only the dealer who accents cost control. 

Lack patience would rule out many dealers. takes end- 
less amount time sell fleet users and years develop volume. 

For dealers who want operate independently nationwide 
systems, Howell recommended leasing manual prepared Har- 
old Draper, Saginaw (Mich.) Chevrolet dealer. 

The questions and answers follow: 


leasing affect the dealers’ 

business? 

far corporate leasing 
that for the long pull, the dealer 
going benefit well the 
motor company, Leasing does have 
this advantage corporations 
which reflects back the dealer 
and the motor company; that 
instance, enables the company 
replace its cars more rapidly than 
would otherwise would the case. 

Right after World War was 
popular replace fleet cars every 
year, You can imagine how joyful 
the manufacturer would the 
backbone his business wag re- 
placed every year. would have 
pretty good percentage the 
net profit before started build- 
ing the new cars, This reflects 
dealers because enables them 
sell more new cars and handle 
more used cars profit. 

leasing individuals, this 
the area which think dealers 
more concerned about. 
you know, company recently 
announced its intention going 
into the business leasing in- 
This not automo- 
wishes buy automobiles from 
dealers leased what other- 
wise would customers dealer- 
ships, This more serious 
ter and one which could have 
serious implications, carried 
extreme. 

leasing cars and trucks over 
the next five-year period? 

A.—Well, you know, there has 
been strong trend toward leas- 
ing both cars and trucks and 
other parts equipment well. 
There appears nothing the 
immediate future that would dim- 
inish this trend; the trend toward 
leasing has its emphasis short- 
age working capital and this 
shortage sometimes apparent 
only company’s accountants 
tax experts. 

Leasing doesn’t increase the total 
amount working capital the 
United States. simply spreads 
around differently and these 
times, with our tax structure and 
our accounting principles, makes 
leasing more attractive than own- 
ership almost any type 
equipment, Until these factors are 
altered, would appear the trend 
toward leasing would continue. 

your opinion, would 
better for the dealer who was 
independently join with 
company like yours some 
other leasing franchise system? 

A.—Well, we’re not the busi- 
ness help dealers who are 
the leasing business, but were 
dealer wanting into the 
leasing business and could find 
someone help me, certainly 
would not hesitate employ that 
person that company. 


(He said thought dealer 


Harley Howell 


going into leasing would smart 
obtain manual such that 
written Harold Draper, Saginaw 
(Mich.) dealer, and follow its ad- 
vice the The dealer also 
probably would better 
independent operator, rather than 
tie with big leasing system, 
added.) 

Q—Are any the dealers 
from whom you buy cars com- 
petition with you the leasing 
business and they are, how 
you feel about it? 

A.—We buy cars from dealers 
their merit. not attempt 
tell them who sell cars to. 
simply try get them sell cars 
they want into the leasing 
business, that’s fine with us. 

Q.—Apparently lot dealers 
figure that the leasing business 
can gold mine, Can you tell 
some the perils involved 
the dealer going into this 
business? 

tell you about the 
perils the dealer going into this 
can only tell you about 
the perils PHH going into the 
leasing business. takes end- 
less amount time sell fleet 
user the idea even the prin- 
ciple leasing his automobile. 

Bear mind that there are com- 
pany-owned fleets that exist today 
that were existing prior World 
War and they have seen abso- 
lutely need switch leasing. 
But when company interested 
switching salesmen-owned 
cars, lease cars, analyze 
not only one leasing plan but sev- 
eral, various members the cor- 
porate body have sold the 
plan, and you have demonstrate 
why your plan better than 
someone 

And dealers just are not con- 


structive enough, rule, give 
that much time, They want 


paid off and they want today. 


They don’t want six months 
gold mine any manner 
means, but takes years develop 


the volume that required sup- 


port reasonably representative 


organization. You see, the thing 
that people overlook that cor- 
porations are seeking more than 
automobile—advice counsel 
what do. 

Anybody can buy new car and 
sell used car, done millions 


times year with particular 


trick about but how set 
suitable car plan for thousand 
salesmen operate successfully. 
That something entirely different 
than just buying and selling cars. 
Leasing has nothing with the 
car plan from the salesman’s stand- 
point. 

many clients you 
have now and what percentage 
lease vehicles? 
A.—We have approximately 450 

clients the and 124 
Canada. these, all but lease 
their cars. 

these vehicles handled? the 
dealers who take care 
are there provisions that com- 
pany must have its own service 
department handle that, 
are you strictly out service 
deals? 

salesman has his car 
serviced the most convenient 
dealership, that, mean the 
one nearest him when needs 
service. may miles away 
from his home base, usually 
tries take his car franchis- 
dealer handling the same make, 
but need not the delivering 
dealer. Companies can set their 
own service departments they 
wish, but they don’t wish, 

* * 


Dealer Turnover Small 


you have dealers who sup- 
ply your vehicles? 

A.—Very small. cannot tell you 
offhand the exact figures. Dealers 
don’t drop out unless something 
happens locally make economic 
conditions such that they have 
drop out. Many these drop out 
only temporarily and then come 
back later. Organization changes, 
death proprietor, things 
that nature will result dealer 
dropping out. 

have enough dealers 
around now, but increase the 
number cars under our service, 
chances are will need additional 
dealers simply because the lim- 
itation individual dealer’s ability 
merchandise used cars, 

Q—Does this mean that you 
have town with potential 
deals month, and you have 
only one dealer there whose 
agreement shows six cars, that 
you are stuck for the other four 
unless you get another dealer? 


A.—Yes, would stuck un- 
less elected have dealer 
located another town deliver the 
car into this particular vicinity. 
There are times when this de- 
sirable and have hard-and- 
fast rule for determining when 
need those other 

have found difficult, for 
example, line adequate deal- 
ers handle the used cars 
Texas and the Southwest. This re- 
quires have more dealers 
metropolitan city like be- 
cause they deliver over fairly 
wide area, the volume piles 
point where exceeds one deal- 
ability handle them profit- 
ably, either for himself for us. 

you have line 
dealers who would like be- 
come your supplier? 

A.—Well, have waiting list, 
that’s what you mean, because 
certain cities, dealers who ap- 
proach with the idea being 
our representatives, speak, 
that area are politely told that 
not make change deal- 
ers lightly without reason. 

this particular dealer has 
some arrangement which would 
prove beneficial our client, 
meaning precisely that can pay 
substantially higher prices for 


used cars than the dealer have, 
then would consider making 
switch from our dealer that com- 
munity because, you see, rely 
the area. 

mean the burden proof 
upon them, and some other deal- 
the area can demonstrate 
that better dealer than 
the dealer have selected, 
have choice but give him 
whirl and see means business, 
can. 

not make change be- 
tween one dealer and another sim- 


ply for few bucks. There has 


something more enticing, en- 
ticing not the word, but there 
has some qualified indication 
that he’s got something that our 
clients need and that PHH would 
didn’t apply. 


* * * 


Used Car ‘Tough Nut’ 


Q.—What the difference be- 
tween company buying 100 
cars from dealer and leasing 
them its employes, and the 100 
employes going the dealer in- 
dividually and buying 100 cars? 

A.—This one the main rea- 
sons why business, The 
100 employes are located from 
Maine California, and, unlike al- 
most any other commodity, you 
cannot buy 100 cars from one deal- 
and sell the used cars, You 
can’t forget the used car because 
this the toughest nut crack. 

Anybody, said before, can 
buy new cars but disposal used 
cars the problem. And the meth- 
merchandising new cars 
makes imperative that you deal 
with local dealers, Not with the 
manufacturers who are located 
Detroit South Bend some 
place else. 

you want 100 office desks, all 
you would have would 
the manufacturer and have 
them shipped 100 points around 
the country. would happy 
quote you discount take care 
the whole problem and you have 
worries. But you can’t that 
with automobiles. 

mentioned used cars 
being the toughest nut crack 
this regard. The used-car busi- 
ness continues tight. 
you anticipate difficulty get- 
ting rid your used cars? 
can’t nail this one down, 

but speaking generally, dealers 
have been always pessimistic 
January, February and March, and 
mean this literally. You back 
through the years and you will find 
your own News reports 
slow used-car sales and low 
used-car prices the early months 
the Everybody waits for 
the sun shine and they always 
have. 

Now the sun has started shine 
and melt the snow, and dealers are 
looking and beginning enjoy 
better used-car sales they did 
before. Not the same extent that 
new-car sales have been expand- 
ing, but better than the earlier 
months the year and de- 
batable yet whether 
ble used cars. far 


concerned, there trouble 
cause are practically through 


with the buying season and have 
sold practically all our used 
cars. 

Another difficulty discussing 
used-car prices the tendency 


toward generalization. Late-model 


used cars aren’t going well, but 


they haven’t been going well 


years. This nothing new. Three- 
year-old cars, which have 
great many sell, are very at- 
tractive dealers and they move 
great deal faster, 

* 


Replacements Stretched 


That why have stretched 
out our replacement program 
provide three-year cars for dealers. 
They are very good for the dealer, 
they are good for prestige, and they 
are good for salesman, drive 
the low-mileage cars longer, re- 
placing only the high mileage cars 
after one year use. 

Incidentally, think the dealers’ 


problem Canada (we operate 
Canada also), there where they 
are covered with from two six 
feet snow every year. They take 
(used-car problem) their 
stride. Our used-car prices don’t 
vary much between October and 
May Canada they the 
Possibly because are 
conditioned the fact that they 
are going have rough weather 
and they take stride. 

Q.—Could you tell the steps 
that PHH buyers through 
determining the asking price 
the used-car unit? other 
words, how they determine 
the price you must get for the 
used unit? 

A.—Letter number 475 explains 
this pretty detailed manner. 

(The letter predetermined 

prices explained that PHH buyers 
begin drawing pricing “yard- 
least month before 
new-car requisitions start come 
(The buyers use number 
guides addition close check 
the current used-car market. 
They make intensive reviews 
the National Automobile Dealers 
Assn. Red Book, Automotive Mar- 
ket Report and auction reports. 

(The buyers also hold informal 
talks with PHH dealers deter- 
mine specific market situations 
the dealers’ particular areas, and 
acquired information exchanged 
the various buyers. 

(Meanwhile, another study un- 
derway establish “target prices 
aimed keeping depreciation 
line accounting for the in- 
creases original costs cars 
sold.” 

(All this information cor- 
related see whether the target 
price “in tune” with the market, 
whether they can raised further 
must reduced. Then PHH 
ready negotiate with dealers 
the sale the units re- 


placed.) 
+ * 


Dealer Called Realist 


you say the poten- 
tial PHH new-car business ex- 
erts certain amount pres- 
sure the dealer who accepts 
your used-car quota? Does 
perhaps feel that turned 
you down the used-car prices, 
would forfeit your new-car 
business? 

don’t think so, The 
dealers are realists and are we. 
don’t have any difficulty 
getting together with dealers 
used-car prices, he’s right. 
other words, the dealer knows his 
own local situation much better 
than and not inclined 
pressure him beyond his ability 
pay. Obviously, there negotia- 
tion involved, but you might 
surprised know that occasionally 
dealers will tell our prices are 
too low and offer pay more than 

ask. 

handling PHH now? What 
makes you desirable client for 
the dealer deliver to? 
A.—Profit. Not only profit 
earned selling his new cars 
and buying our used cars for 

(Continued on Page 38, Col, 1) 


Trophy for Students— 

Nearly 1,000 high school students who 
have demonstrated outstanding mechanical 
ability will compete Chrysler Corp.'s 


sixth annual “trouble-shooting 
held cities this spring. the 
Philadelphia area teams from schools 
will enter the competition. The trophy 
which will awarded the winner 
checked by, from left, Irvin Pinto, automo- 
tive instructor Abington (Pa.) High 
Philadelphia, and Beaumont, Plym- 
outh district service manager. 


BIGGER PAYLOAD WITH BENDIX POWER BRAKES 


Vacuum power braking helps the trucker bigger Get this continuing dividend when you order 
payloads and more profit. Bendix Hydrovac, truck equipment. Whether you build, buy, 
challenged leader the field, weighs less, permitting operate trucks, you’ll find pays ask for 
increased payloads several hundred pounds. Bendix Hydrovac. *REG. PAT. OFF. 


Power Brakes cost less buy, less PROTECTION— Built-in standby safety manual 


maintain; not rob power from the engine. braking available case power failure. 


More Bendix Hydrovac vacuum power brakes are use than all other makes 


q 
q 
DIVISION 
AVIATION DRATION 
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Pick Lincoln’s showroom literature and find that 
speaks eloquently the 1960 line’s “graceful, enduring 
beauty” (Italics are Lincoln can register this sales 


point with its customers because every feature has been 


selected with eye prolonging the car’s factory-fresh 
elegance. That’s why aluminum trim anodized aluminum, 
the unremitting foe unsightly peeling and corrosion. 

Fox Company, Cincinnati, fabricator superior deco- 
rative parts for the appliance and automotive industries since 
1862, makes the Continental’s script, roof emblem and scuff 
plate emblem. You also see Fox’s skill and artistry with alu- 


minum beautifully expressed Continental’s reading light 
frame and hubcap emblem the Premiere Series’ fender 
and dash name plates. And you come across again the trim 
for other distinguished names the automotive world— 
Chrysler, Fury, Galaxie, Imperial. Here’s quality craftsman- 
ship, enhanced aluminum’s facile workability, retentive 
luster and permanent color. 

Alcoa does not make automotive trim but our aluminum 
does. And our teamwork with creative fabricators such Fox 
offers Detroit’s designers ever-broadening base forms, 
colors and textures. 


ALCOA AND FOX MORE SALES POINTS THE POINT SALE! 


Alcoa sells automobiles showing the car-selling features aluminum the nation 
full-color national magazine ads like this and two top-rated shows—Alcoa Presents 


and Alcoa Theatre. Tell your customers about your big new sales feature. 


PHOTO HAL ADAMS 


Drive audaciously briny 
(Lincoln and Lincoln Continental have aluminum brightwork 


All decked out for the grand assault corrosion! From the 
Continental’s distinctive hood emblem the Premiere’s grille, 
Lincoln’s aluminum brightwork keeps its shine despite the brine 
sea air icy city street. That’s because anodizing, Alcoa 
development, imparts lasting polish brilliant sapphire. 
Easy keep shipshape and burnished, too. simple swab- 


bing with soap and fresh water restores its showroom gleam. 

board, too, other Alcoa® Aluminum alloys lighten the 
load, improve performance, prolong life. Wonder-working alu- 
minum—unceasingly work protect your investment. Look 
for your next car. Aluminum Company America, 1808-E 
Alcoa Building, Pittsburgh 19, Pennsylvania. 


Alcoa Aluminum ... for lasting Gleam and Go! 
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The Man Behind the 


Sales Testing the Mercedes 220 


Nore: This another 
series articles the sell- 
ing features imported cars. 

Houck 
Travelling Correspondent 

the most interesting cars 

any market the Mercedes- 
Benz 220, which tried out over 
devious 1,100-mile course featuring 
snow, rain, detours and even some 
good driving weather. 

The car has four-speed trans- 
mission, fully synchronized, and 
driving properly these gears 
are used for both getting ahead 
and slowing down. 

The six-cylinder, 105-horsepower 
high-speed engine has overhead 
cams and overhead valves. de- 
signed get its power from the 
upper half normal revolutions, 
the design the transmis- 
sion takes advantage the design 
the engine. 

the old straight-stick jobs, 
lugged them high until had 
shift down. the Mercedes you 
quite the opposite. When you 
have mastered the art driving 
the Mercedes, you start out first 
and stay there you have the 
proper revolutions per minute 
shift second, then third and 
fourth. drive fourth 
only when moving more 
than miles per hour. 

When you want stop, you 
start down-shifting the same 
speeds which you shifted up. You 
use the engine and the transmission 
slow the car down, thus only 
light tap the brake required 

This sounds complicated when 
you try explain it, but isn’t. 
requires only little practice, 
and then the Mercedes fun 
drive. 

Starting Routine 

EINZ WAIZENEGGER, sales 

manager 
Sales, Inc., who showed how 
operate the car, stressed the 
ing routine. You pull the choke out 
all the way, but don’t press the gas 
pedal. Turn the key start. 
also said not warm but 
off” give the engine 

few seconds after starting, 
you push the choke little 
first, then little more and soon 
you’re running without it. 
hooked with the throttle for 
fast idle. 

white light the dash dis- 
turbed me, the first opportunity 
pulled off the road study the 
owner’s manual. The light flashes 
when the choke out. Waizeneg- 
ger forgot tell about this 
good feature. Since was about 
time push the choke all the way 
in, did and the light went out. 

That little feature represents the 
thorough thinking the Mercedes- 
Benz design. name few fea- 
tures: 

The fan cast aluminum, which 
insures permanent alignment 
The water pump lubri- 
cated with engine oil unscrewing 
plug and filling up, Its 
life far into the future. 

The have round tapered 


Car Delivered 
Wrong Person; 
Woman Gets $3,500 


CHARLESTON, Va.—A jury 
awarded Maxine Dunn $3,500 
lawsuit which she charged that 
auto dealer gave title her car 
her boy friend. Defendant the 
case was South 
Charleston. 

Miss Dunn testified that she en- 
trusted Jack Dixon make the 
purchase for her last Aug. and 
that Dixon disappeared with the 
after getting title it. 

Dealer Bruce Rollyson and his 
Derald B., testified that all 
their dealings were with Dixon and 
that they understood that was 
making the purchase. 

However, there was evidence that 
Dixon signed purchase order 
Miss Dunn’s name and that pre- 
sented $2,900 cashier’s check with 
her signature. $600 deposit had 
been made previously. 


pins which fit into tapered holes 
when closed, insuring perfect align- 
ment doors all times. And the 
cranks that lower the glass are the 
easiest running cranks ever 
seen. 

pull handle under. the dash, but 
can raised only releasing 
safety catch under the left side 
the hood. 

The efficient six-cylinder en- 
gine requires premium fuel with 
you cannot obtain fuel this 
rating, more problem Eu- 
rope than here, you can retard 
the spark moving small lever 
plainly marked the base the 
distributor. 

The 220 has two carburetors, and 
one the most notable features 
the mounting the lack stamp- 

ings. Controls are rods and ball- 
and-socket joints, which not 
seen since 

The air filter the dry type, and 
the dome connected the cast- 
aluminum valve and overhead cam 
cover rubber tube which furn- 
ishes filter air the engine for 
breathing. The gas lines are com- 
bination flexible and solid connec- 
tions that leakage from vibra- 
tion impossibility, 

the engine room under the battery. 
you get water the fuel pump, 
you loosen the lid-lock screw two 
turns and the water drains 
laid for long time, you 
can prime the carburetors 
hand pump the fuel pump. 

The clutch and brakes are hy- 


CAR TESTED 
Mercedes-Benz 


Model: Four-door sedan, 
Model 220. 

Engine: 180 IV, six-cylinder, 
OHV, OHC, 105 horsepower 


5,000 revolutions per minute. 
Bore, 3.15 inches; stroke, 2.86 
inches; displacement, 133.9 cubic 
inches; compression ratio, 1:8.7. 
Carburetors: Two downdraft 
Solex, type PJCB. 
Transmission: 
four-speed, baulked full synchro- 


Steering: Daimler-Benz recir- 
culating with automa- 
tic readjustment and steering 
shock absorber. 

Dimensions and quantities: 
Overall height unloaded, 59.45 
inches; width, 70.67 inches; over- 
all length, 192.2; wheelbase, 
108.25 inches; minimum turning 
circle, 37.4 feet; empty weight 
with fuel, spare wheel and tools, 
pounds; payload, 990 
pounds, permissible total weight, 
3,880 

Driving speeds: First gear, 
27.9 miles per hour; second, 46.5; 
third, 74.5; fourth, 96.2, 

Tires: 


draulic. this model, the brakes 
had power assist from vacuum, 
with the tank near the 
tor. 


First Changes Years 


220 test car represented the 
first changes made the Mer- 
cedes five The hood was 
lowered, bodies made longer, lower 
and wider. Hip and leg room was 
increased and trunks made per- 
cent larger. The steering wheel 
new, with padded safety hub. 
New vertical speedometer has 
changing colors for speed ranges. 


This 220 was capable speeds 
slightly better than 100 miles 
hour, and cruised fourth 
third. 


Salesmen should emphasize that 
high-speed engine such this 
needs operated high RPMs, 
that gunning between 
not “hot-rodding” but necessary 
keep its nose clean and the air 
circulating through its insides, 

With all the high RPM engines 
the line, including the $13,000 
job, engines must turn fast 
190 SL, for instance, turns 4,000 
RPM MPH. 

checked the gas mileage the 
220 the first afternoon and clocked 
easy miles per gallon 
average speed about 60. The rest 
the test trip was made bad 
weather and gas checks were 

+ 


Mercedes has swing axle 
the rear—the differential 
one side the break and the other 
half the axle the other half. 
There question that its ability 
raise back wheel over bump 
independently the other half 
contributes mightily its stability 
and extra compen- 
sating spring provides additional 
safety for sharp cornering and 
high-speed curves, 


These single-joint, swing-t 
were developed racing 
competition for which Mercedes 
famous. The car had air-cooled 
brakes, side-window defrosters, 
individual heater controls for 
each seat, double-locking doors. 


Mercedes figured things 

step ahead the driver and owner 
because this car keep, not 
trade every two three years. 
But you have watch it; the 
last sticker the service book 
showing required service operations 
proper miles for check 
62,700 miles, After that you get 
new book. 
After 63,000 miles, you need 
check the oil, grease the speedom- 
eter shaft, check carbs, front end, 
rear axle, various filters—what 
might call major tuneup, 
course, that time had 
other tuneups and services des- 
ignated miles. 


Mercedes-Benz 220—Fun Drive— 


This the Mercedes-Benz 220 four-door sedan test car after 1,100 miles town 
and country driving Houck, Automotive News travelling correspondent. The 


Mercedes Engine— 


The valve cover the Mercedes-Benz 
six-cylinder engine cast aluminum 
and the oil-filler cap air tight, with air 
coming from the carburetor air cleaner. 
The fuel pump lower left. 


Sabra Wagon 
Priced $1,900 
New York 


NEW Sabra station 
wagon will retail here for $1,900, in- 
cluding radio, heater, whitewall 
tires and New York City sales tax, 
according Nathan Raviv, Israeli 
trade commissioner. 

The Sabra built Autocars 
Co., Ltd., Haifa, Israel. has 36- 
horsepower, four-cylinder, side- 
valve engine and fiberglass body. 
reportedly can carry five pas- 
sengers and 675 pounds cargo. 
The United States will get 600 units 
this year, Raviv said. 

The Israeli firm also producing 
delivery van and open pickup 
truck and has built experimental 
model sports car. 

Raviv said the Sabra and other 
Autocar models will displayed 
the Israel Pavilion the World 
Trade Fair, which scheduled May 
4-14 the New York Coliseum. 


Chicago Gains Dealers 


Quarter; Total 413 


CHICAGO.—The number auto 
dealerships Cook County (Chi- 
cago) increased from 410 413 
during the first quarter this year, 
according the Chicago Automo- 
bile Trade Assn. 

The April figure 413 com- 
pares with 404 that date 
year ago. the last six quarterly 


More Dealers 
Are Signed 
Studebaker 


SOUTH 
Packard Corp. has announced that 
has signed new dealerships. 
They are: 

Mathews Motor Co., 502 Pearl 
River Ave., McComb, Miss.; 
Lawrence Pontiac Co., Inc., 326 
Granite Ave., Milton, Mass.; Dean 
Layfield Garage, 100 Chamberlain 
St., Wellsville, Y.; Baker Motors, 
Inc., 1708 25th Ave., Gulfport, Miss., 
and Gillespie, Inc., 241 Col- 
Ave., Bellefontaine, 

Bridge New Milford, Conn.; 
Motor Sales, 206 Second 
W., Cresco, Ia.; Rogers Auto 
Sales, 1805 Ninth St., Chester, 
Pa.; Doyle-Schneider Pontiac, 423 
Main St., Lowell, Mich., and 
Lantic Auto Sales Corp., 1100 
Hempstead Turnpike, Franklin 
Square, 

Wilson Motors, Inc., Lynn, Mass.; 
Warren Motors, Warren, Me.; 
Turnage Motor Co., Blackwell, 
Okla.; See March Motors, Passaic, 
J.; Select Motors, Austin, Tex.; 
Maurice Shubert, Oberlin, 

Roy Clark Auto Sales, Mounds- 
ville, Va.; Bond’s Motor Sales, 
Buffalo; Kennedy Motors, Inc., 
Niles, Mich., and Kinney Motor Co., 
Barnesville, 

Anthony’s Service Station, Fort 
Recovery, O.; Canon Motor 
Opelika, Ala.; Scarpetti Oldsmobile, 
Providence; Southampton 
Auto Service, Southampton, Mass.; 
Sonoma Motors, Winnemucca, Nev. 

Gridley Motors, Gridley, 
North Shore Cars, Inc., Slidell, La.; 
Newcomer Pontiac Cadillac Olds- 
mobile, Inc. Waynesboro, 
Quaker Motor Sales, Salem, O., and 
Rudd Motor Sales, Winamac, Ind. 

Shupe’s Oldsmobile, Afton, Y.; 
Schultz Bros., Algona, Ia.; Joe Raya 
Studebaker, Inc., Peoria, Juni- 
per Motors, Morton Grove, 
Gross Sales, Inc., Monticello, Ind. 

Emerson Motor Sales, Inc., Fox 
Lake, England Motors, Chilli- 
cothe, Mo.; Ewing Motors, Inc., 
Sterling, Couse Motors, Inc., 
Box 339, Bremerton, Wash., 
and City Motors, Jonesville, La. 

Nyack Buick Co., Inc., Nyack, 
Y.; Boyd O’Briant Motors, Cen- 
terville, Ia.; Art Overhuel Motor 
Sales, South Haven, Mich.; Oakes 
Motor Co., Sparta, Tenn.; Pioneer 
Motors, Fort Worth. 

Pleasant Hills Motor Sales, Inc., 
Oak Lawn, Auto-Town, Elgin, 
Ill.; Rengers Sales Service, De- 
troit; Runner Oldsmobile, 
D/B/A, Runner Studebaker, Somer- 
set, and Salyers Sales Serv- 
ice, Neligh, Neb. 


censuses, the Chicago-area dealer 
population has ranged from 402 
413. 

The CATA found 528 franchises 
effect the county April, 
including Imperial selling agree- 
ments which were listed separately 
for the first time. 

Valiant picked outlets dur- 
ing the quarter, and Plymouth and 
Willys each added one. The CATA 
considers Willys passenger car. 

the other side the ledger, 
Buick, Dodge and DeSoto each lost 
one outlet during the three-month 
period. Franchise totals for all 
other makes were unchanged since 
Jan. 

Following are the Cook County 
franchise totals for all makes 
April 1960: 

Buick, 32; Chevrolet, 50; Cadil- 
lac, 14; Oldsmobile, 31; Pontiac, 


Ford, 53; Lincoln, 13; Mercury, 23. 

Chrysler, 25; DeSoto, 17; Dodge, 
26; Imperial, 23; Plymouth, 47; Val- 
iant, 43. 

Rambler, 47; Studebaker, 37; 


Willys, 15. 
Set 


50th Parley 
Long Islanders 


BROOKLYN.—The 50th annual 
dinner-meeting the Brooklyn 
Long Island Automobile Dealers 
Assn. will held April the 
Salisbury Club, Nassau County 
Park, East Meadow, 

Among the speakers will Wil- 
liam Hults, New York state com- 
missioner motor vehicles; Calvin 
Dean Johnson, former member 
Congress from Illinois, and James 
Moore, executive vice-president 
the National Automobile Dealers 

ssn, 


Dealers Sponsor Show— 


Making final plans for the Southern 
California Studebaker Dealers Assn.'s spon- 
sorship “Survival,” hour-long docu- 
mentary KNXT, Los Angeles television 
station are, from left, Bob Wood, KNXT, 
general manager; Bill McRae, Studebaker 
account supervisor at Coleman-Parr, Inc., 
advertising agency; Bob Wondries, chair- 
man, association advertising committee, 
and Ray Beindorf, KNXT, sales manager. 
The decision sponsor the show 
said represent one the rare in- 
stances that local television advertiser 
has sponsored one-time-only public af- 
fairs documentary, and far known, 
the first time that dealer 
association has made such move. 
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“We want the young marrieds audience and got it. say they belong the schedule.” 


GUIDE 


the investment your 


with BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection 


AVAILABLE ALL CAR DEALERS 
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Lawsuits Affecting Dealers 


Court 


Leo Parker 
Attorney at Law 


court decision, the holder 
insurance policy sells the in- 
sured auto without transferring the 
insurance policy 
the purchaser, 
under circum- 
stances will the 
insurance 
pany liable 
under the policy 
for accident 
caused either 
the holder the 
policy the 
new purchaser. 
Venne 
Standard Acci- 
dent Insurance Co., 340 Pac. (2d) 
30, testimony these facts: One 
Celeste purchased Oldsmobile. 
The auto was covered insur- 
ance policy naming Celeste the 
insured. The policy contained what 


L. T. Parker 


ecisions 


known “omnibus clause,” 
viz., the policy covered persons 
using the auto with the permission 

Soon afterward Celeste made 
bona fide sale the Oldsmobile 
one Venne, and once deliv- 
ered possession the auto, the 
endorsed certificate ownership 
and the certificate registration 
Venne. Within few days 
Venne had accident causing 
serious injuries one White. 


subsequent litigation, the 
higher court held that neither 
Celeste nor Venne was within cov- 
erage the insurance policy. The 
court said: 

“As between Celeste and Venne, 
there was actual sale the 
vehicle, and therefore would 
unrealistic hold that Venne was 
permissive user the automo- 
bile involved the accident. The 
‘omnibus clause’ extends coverage 
the nonowner operator only 


General Overhaul 


ATTENTION, CAR 


Report General 


Change Oil 


Lubricate for 
summer driving 


Drain worn-out 
anti-freeze 


leading this campaign 


car 
automobile dealers your area. Get 


Corporation 
Union Carbide Chemicals Company, Division 


haul 


Fight hot weather 


breakdown 


water with 
rust inhibitor 


service stations and 
ready for summer now. 


Flush cooling system 


Inspect for winter 


General Overhaul LIFE magazine working government leaders are 


ing Union Carbide beating the drum 


Join this big parade for COOLING SYSTEM MAINTENANCE 


WEEK, May 16-22, and march toward more profits. Sell your customers summerizing their cars NOW! Union 


Carbide Chemicals Company, Division Corporation, East 42nd Street New York 17, New York. 


has the permission the owner 
use the vehicle.” 
* * 


Insurance Effective Once 


month higher court held 
that insurance policy ef- 
fective the instant the insured 
buyer the insured auto receives 
the certificate title. 


Mullen Sutton Motors, 157 
(2d) 679, was shown that 
man, named Mullen, purchased 
new auto from Sutton Motors 
Co., whose officials agreed de- 
liver Mullen’s home. 

The car was destroyed fire 
while being driven Mullen’s home 
controversy arose between the par- 
ties whether not insur- 
ance company which had insured 
the auto for Mullen, while still 
was the motor company’s place 
business, was liable for payment 
insurance Mullen. 

Lawyers representing the insur- 
ance company contended that 
was not liable because there had 
not been “sufficient delivery” from 
Sutton Mullen within the mean- 
ing the automatic insurance 

interesting observe that 
the higher court held that the in- 
surance company must pay Mullen 
$2,565.30, saying: 

“The crucial determination 
whether not there has been 
‘delivery’ within the meaning the 
policy. constitute delivery 
any unwieldy bulky article incap- 
able being handed over from the 
seller the buyer, there need not 
manual delivery the article. 
The transactions the Sutton Mo- 
tors Co. certainly indicate that 
there was delivery the new 
Pontiac automobile the plaintiff 
(Mullen) even though did not 
take physical possession it.” 

* * * 


Must Avoid Known Danger 


higher courts consistently 
hold that the driver 
auto knows that dangerous con- 
dition exists, must stop once, 
otherwise avoid the dangerous 
condition. 

(2d) 758, the testimony showed 

that one Gall was driving behind 

another car operated one 

Campbell. the Campbell auto 

was proceeding down hill, 

right rear tire blew out, causing 

him lese control the auto. 

Gall saw the car wobbling the 
road ahead him, and the testi- 
mony showed that could have 
stopped and avoided collision. 
However, when saw Campbell’s 
veer the right side the 
road pulled into the left lane 
and attempted pass. collision 
occurred when Campbell’s car sud- 
denly darted the left. 

subsequent litigation, the 
higher court held Campbell not lia- 
ble damages for collision with 
Gall’s auto, which suddenly veered 
the left when could have been 
stopped. 

This higher court explained that 
Gall had knowledge dangerous 
condition, and that should have 
stopped least slowed down. 


Midyear Meeting 
API Group 
Opens Detroit 


DETROIT.—Addresses and dis- 
cussions ranging from current do- 
ings analytical research spec- 
ulation engine designs the 
space age will highlight the 25th 
midyear meeting the American 
Petroleum Division 
Refining. 

The four-day meeting begins 
today (May the Sheraton- 
Cadillac and Statler Hilton hotels 
here. Highly technical nature, 
the sessions are designed bring 
the nation’s refiners abreast 
new developments and techniques 
the manufacturing petroleum 
products, 

Included the program are 
corrosion, tubing in- 
spection and maintenance, piping, 
lubrication, 
waste disposal, processes, training 
and automobiles, hydrocarbons and 
clean air. 

Standard Oil Co. (New Jersey), 
New York City, and chairman 
the API board directors, will 
speak dinner meeting Wednes- 
day (May 11). 


SYSTEM MAINTENANCE 
May 


t 


your money the bank. 
Here are reasons why: 


Retail sales the entire ‘Jeep’ family ve- 
hicles are going up! For the first quarter 1960 
they are 24.8% over the spectacular first quar- 
ter last year. Demand for ‘Jeep’ and 
4-wheel drive vehicles growing urban well 


rural areas-as proved latest penetration fig- 


ures! Dealer gross profits average over 
per vehicle after washout! About 50% Jeep’ 
vehicle retail sales are clean deals. 2-year old 
Sales special ‘Jeep’ equipment (snowplows, 
winches, trenchers, etc.) average each new 
Jeep’ vehicle not counting sales parts 
and accessories. Added existing line, 
‘Jeep’ franchise increases profits with little in- 
crease overhead! The ‘Jeep’ Family itself 
the only complete line 4-wheel drive 
vehicles vehicles are the only commer- 
cial vehicles with the continuous backing Top 
you already The number deal- 
erships still open limited-since Willys franchises 
established market-potential basis only! 


you are interested carting your profits the 
bank the wheelbarrow-full, mail this coupon 
DEALER FRANCHISE MANAGER, 643 
Willys Motors, Inc., Toledo Ohio 


Yes, without obligation, I’m interested learning the 
detailed facts about the ‘Jeep’ vehicle franchise. 


NAM 

ADDRESS 

BUSINESS 

POSITION 


made only Willys Motors... 
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Automation May Invade 


Realm Auto Stylist 


Joseph Callahan 
Engineering Editor 
automobile styling, whereby stylist oper- 
ates keyboard pick out design that reproduced 
wooden prototype couple hours, may not too 


far away. 
Besides bringing signifi- 


cant savings engineering and 
shop labor, this process would have 
the important 
advantage re- 
ducing new- 
model lead time 
“must” for 
any maker ex- 
pecting suc- 
ceed the quick- 
shifting auto 
market that 
ahead. 
Whenever auto 
are asked 
why Detroit de- 


layed long before entering the 
compact-car field, they generally 
and correctly blame the 2%-year 
lead time required bring out 
new car. Automated styling could 
materially help this situation, al- 
though there still would nine 
months tool-up time. 
Incidentally, the Valiant, 
dint considerable computer- 
assisted engineering, generally 
credited with having the shortest 
gestation period any modern 
car—18 Chrysler Corp.’s 
recent experiences the missile 
field were reportedly factor 
here. 
The subject the potential 


computer-assisted design came 
recently meeting with officials 
Bendix Aviation Corp.’s indus- 
trial controls section who an- 
nounced that they had been named 
sole United distributor for 
the numerical-control 
systems made Ferranti, Ltd., 


England. 


3-D Picture Possible 


design, Art Eskilin, Bendix 
engineer who recently left the air- 
craft industry, said, “The designer 
would get mental picture the 
car component wanted 
design. Then would ‘draw’ this 
picture computer with TV- 
type screen picking out several 
points for each line keyboard. 
entirely possible that 
could produce three-dimension- 
change certain line, could. 
Then would fill the lines 
between the coordinate points 
means curve-fitting routine. 
This picture would ‘frozen.’” 
short time, the computer 
would produce numerical tape 
that would then fed into 
machine-controlled system that 
would “tell” series machine 


Transistorized Musical Horn— 

engineer plays the keyboard transistorized musical horn 
applications laboratory the Motorola Semiconductor Products Division, Phoenix, Ariz. 
Designed for the gadget market eventually, production model this horn would 


play short tune each time the horn button 
* * * 


tools exactly what kind part 

Eight hours after the de- 
signer began putting his complex 
picture into the computer, wood 
prototype would come off the final 
machine, sample such pro- 


depressed. 


totype was exhibited Bendix 
officials. 
* * 


Along 

the operations elimi- 
nated this process would 

clay-modelling, wood pattern mak- 

ing and possibly some tool making. 


General Motors farthest along 
with computer-assisted design. One 
engineer recently demonstrat- 
its feasibility drawing pic- 
ture simple ash tray and 
quickly producing wood replica 
it. 

Adaptation this process 
the auto industry could some- 
what simplified because the best 
computer for this operation 
IBM 704, now being used sev- 
eral auto makers. The machine- 
tool “building-block” program, 
now being pushed the auto 
industry, also fits very well. 

Researchers for the Massachu- 

setts Institute Technology are 
working computer-assisted de- 
sign contract from the 
government. The aircraft industry 
also studying the process care- 
fully. 
After producing computer-as- 
sisted prototype recently, one engi- 
neer was asked, “How did 
conform what you actually 
replied, can’t tell now, 
get the blueprints for the 
design for another three weeks.” 


Zinc Grilles Increase 


OOKING the auto in- 

dustry from the standpoint 
series, rather than car makes, the 
use zinc die castings for grilles 
has almost doubled the last two 


aluminum. 
the car series avail- 
able this year, have all-zinc 
grilles, have all-aluminum grilles, 
five have 
grilles, three have all-steel grilles 
and one has steel-and-zinc grille. 
the car series avail- 
able 1958, only had all-zinc 
grilles, had all-aluminum 
grilles, three had aluminum-and- 
grilles and five had steel 
grilles. 


All zinc—Buick LeSabre, Invicta, 
Electra and Electra 225; Chevrolet 
Corvette; Imperial Custom, Crown 
and LeBaron; Lincoln Continental; 
Mercury Monterey, Montclair and 
Park Lane; Oldsmobile 88, Super 
and 98; Pontiac Catalina, Star 
Chief, Ventura and Bonneville; 
Rambler Rebel and Ambassador, 

and Studebaker Hawk. 

All aluminum: Cadillac 62, Eldo- 
rado, 60-Special and 75; Chevrolet 
Biscayne, Bel Air and Impala; De- 
Soto Fireflite and Adventurer; 
Dodge Matador and Polara; Ford 
Fairlane 500, Galaxie and Thunder- 
bird; Lincoln and Lincoln Pre- 
miere, and Plymouth Savoy, Belve- 
dere and Fury. 

Chrysler Wind- 
sor, Saratoga, New Yorker and 
300, and Rambler 

All steel: Dodge Dart Seneca, 
Pioneer and Phoenix. 

Steel-zinc: Studebaker Lark, 


Behlers Buy Entner Olds 

Oldsmo- 
bile Co., 4040 Spring Grove Ave., 
has been taken over Robert 
Behler, who has become president, 
and William Behler, vice-presi- 
dent. 


Even complete shop costs little 73¢ 
hour* modernize with Decker: 


And, modernizing your shop, you keep your cap- 
ital intact. You pay for your new cost-cutting tools just 
you pay your mechanics—as they produce for you. 
interest carrying charges. Take twelve months, 
you like. Call your local automotive distributor today. 
*Based Hr. Wk.—12 months pay. 


Imagine putting every tool you see here—a completely 
modern tool set-up—in your Service Department for 
73c hour. see work speed through your shop. 
You’ll reduce labor costs. Increase your profits. With- 
out spending penny your capital. 

The reason simple: every Black Decker tool 
built for peak performance over long, long time. You 
select from cost-cutting, profit-making Black 
Decker tools—each designed best the job for 
which was 


LEADING DISTRIBUTORS EVERYWHERE SELL 
QUALITY ELECTRIC TOOLS BLACK DECKER 
TOWSON MD. (IN CANADA: BROCKVILLE, ONT.) 


years, despite all the fanfare about 


4 
| 
j 
q 
‘ 
he 
ag 
= la 
Under 


like make more money, 


EXPLAIN THAT SOME MODELS 


General Motors cars, the E-Z-Eye Safety PLATE rear window has band 
almost invisible mineral coating that rejects 75% the hot sunrays. Keeps 
the back seat cooler. It’s the next best thing air-conditioning! 


Eye easy demonstrate 


Put the prospect the driver’s seat. Show sunlight, roll window part-way down. Send today for your free breast-pocket 
her the shaded band that’s scientifically Ask your prospect hold his hand half- folder that’s full E-Z-Eye sales points. 
designed shield her eyes from sky glare. way the opening. Above the glass, his Write 5650 
E-Z-Eye gives her squint-free ride. hand feels warm; below, it’s cooler. Ford Building, Toledo Ohio. 
SAFETY PLATE GLASS 
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Auto Personnel 


Edgar Green, executive vice-pres- 
ident, has assumed the additional 
position sales manager Pull- 


man Vacuum Cleaner Corp., Bos-| rector sales for tire and indus- 


ton, 

Green joined Pullman 1953 and 
was instrumental developing the 
company’s “Never-Clog” secondary 
filter. his new position, Green 
will head the Pullman sales force 
both country and Canada, 
and will direct sales all Pullman 
products. 

* * 


Harbeck Named Manager 


Ford Marketing Analysis 


Appointment Lawrence Har- 
beck manager Ford Motor 
Co.’s marketing projects analysis 
department has 
been announced 
Cham- 
bers, marketing 
plans manager. 

Harbeck will 
conduct studies 
marketing poli- 
cies and analyze 


ward programs. 

joined Ford 
L. T. Harbeck in 1950 as a mar- 
ket analyst and has had wide 
variety assignments the com- 
pany’s marketing and scheduling 
operations. 


White Associates Named 


Fulton Foundry Sales Agent 


White Associates, Detroit 
manufacturers’ representative, has 
been named sales agent for Fulton 
Foundry Machine Co., Inc, 

Fred White, head the De- 
troit firm, said his company would 
represent both the heavy Meehan- 
ite jobbing foundry and its heavy- 
jobbing machine division Mich- 
igan and the Toledo 

* 


Fisher Body Executives 


Reassigned Coast 

Raymond Newman retir- 
ing manager the Fisher 
Body plant Oakland, 
after years service. 

Replacing him Harold 
Miller, plant superintendent 
the Los Angeles Fisher Body 
plant since Miller suc- 
ceeded Legant, who has 
held similar position the 
Oakland plant since January, 
1957. Replacing Legant plant 
superintendent Oakland 
Jordan, who has been 
shift plant superintendent there 
since last 


* * 
Edgar, Keiller Appointed 


New Firestone Positions 


Kenneth Edgar has been ap- 
pointed vice-president Firestone 
Synthetic Fibers Co., and Stuart 
Keiller has been named sales man- 
ager. Edgar also vice-president 
Firestone Plastics Co. 

Edgar joined Firestone 1940 
and Keiller 1945, Keiller had 
been Velon yarn sales Manager 
with Firestone Plastics. 


American Enka Promotes 
Carr, Ramsey, Thayer 


American Enka Corp. has ap- 
pointed Boylan Carr, Claude 
Ramsey jr. and Redmond Thayer 
head the three major operating 
areas its Marketing Division. 

Carr has been appointed director 
sales for textile rayon and nylon 


1000 EMBOSSED BUSINESS CARDS 


$3.99 
Up to 7 lines—! color (Black or Blue) 


Business Cards © Appointment Cards 
Personal Cards 
$7.50 valve the new low price 
3.99 per 1000 
Write me for sample cards and style chart. 
HANDY SHOP 
248 Church St., San Francisco 14, Calif. 


MOTOR 
MASTER 


yarns; Ramsey has been named 
director market development, 
and Thayer has been appointed di- 


trial yarns and rayon staple fiber. 


Dow Promotes Simonin 

Robert Simonin has been 
appointed Eastern sales man- 
ager for Dowgard, new automo- 
tive coolant made Dow Chem- 
ical Co. has been with Dow’s 
Camden (N. J.) office sales- 
man since 1953. 

* + 


Spark Plug Promotes 


Five Merchandising 

Five appointments Spark 
Plug’s merchandising department 
have been announced. They are: 

Merchandising managers, George 
Kaad, spark plugs; William 
Reynolds, fuel pumps and related 
items; Edgar Setter, Guide 
Lamps; Everett Garland, spe- 
cial representative for ac- 


DEALER the fast-growing Compact Car 
market—The LARK line has the highest Dealer Gross 
‘any (And only one series, one other make, has 


counts the West Coast, and 
Robert Oakes, merchandising 
specialist. 

* * * 


National Market Reports 


Names Heffinger Sales 

John Heffinger has been pro- 
moted from general manager 
vice-president National 
Market Reports, Inc., Chicago, pub- 
lisher Red Book, Blue Book and 
other used-equipment valuation 
guides. 

other appointments, Jack Sul- 
livan was named general manager; 
Charles Taylor became national 
circulation and promotion manager, 
and Earl Eaton was named nation- 
sales manager. 

* 


Appoints Fox 


Southwest Leasing Chief 

Robert Fox has been appointed 
assistant vice-president and South- 
west regional manager Hertz 
Corp.’s central truck leasing divi- 
sion. 

Fox, formerly assistant the di- 
visional general manager, will 
supervise Hertz truck leasing 
states and part three 


higher Dealer Gross!) 


BONUS other Compact 


offers bonus and incentive plans anywhere near gener- 


ous The LARK’s. 


PENETRATION LARK 
has continued increase its penetration sales—Febru- 
ary ahead January, and March ahead February. 


Dealers Tour Buick Plant— 

Buick dealers from the Detroit zone toured the Buick home plant Flint, the first 
series scheduled visits dealer groups from throughout the country. Shown 
inspecting cutaway engine are, from left, Rolland Lorenz, Lansing; Roy Barton, 
engine plant superintendent; Guy Garber, Herbert Kessler, Detroit; 
Toledo; Harry Turner, Grosse Pointe, Mich., and Robert Oliver, Pontiac. 


MOST WANTED CAR FOR SPORTS MAR- 
dashing 1960 HAWK has new responsiveness 
with its new 289 V-8, and massive finned brakes. Sells 
for $1,000 less than its nearest competitor. Class winner 
Mobilgas Economy Run with 22.9 miles per gallon! 
And for years, The HAWK has had the highest resale 
value its price class. Make extra sales with The Car 
Designed for Sport! 


ONLY FULL LINE beauti- 
ful body styles...Only compact 
price V-8 Complete range options and accessories! 


| 
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Sales Conditions Various 


Auto Market Reports 


Denver 


total 1,520 new cars was 
registered Denver March, 
compared with 1,815 February 
and 1,393 March year ago. 

The first-quarter total was 5,035, 
compared with 4,728 the 1959 
period. 

March registrations makes 
were: Chevrolet, 349; Ford, 208; 
Rambler, 126; Dodge, 112; Olds- 
mobile, 91; Falcon, 89; Pontiac, 
69; Corvair, 59; Volkswagen, 49; 
Valiant, 46; Buick, 44; Plymouth, 
39; Cadillac, 36; Chrysler, 31; 
Studebaker, 31; Mercury, 30; 
English Ford, 24; Comet, 14; Re- 
nault, 11; Volvo, Fiat, Lin- 
coln, Imperial, Jaguar, 
Hillman, Mercedes-Benz, 
MG, Opel, Austin-Healey, 
Metropolitan, Porsche, Sim- 
ca, DeSoto, Edsel, and 
miscellaneous, 

New-truck registrations num- 


LARK DEALERS 


ANY 


SELLING MARKET 
LARK DEALERS PROSPER! 


WANT JOIN THEM? 
SEND THE COUPON... 


ARE GROSSING 
FAR ABOVE INDUSTRY AVERAGE 


bered 216, compared with 235 
month earlier and 225 year ear- 
lier. the first three months, 670 
new trucks were registered this 
year, the same number were 
sold the 1959 period. 

March registrations makes 
were: Chevrolet, 73; Ford, 59; In- 
ternational, 23; Willys, 18; Dodge, 
Volkswagen, Reo, Stude- 
baker, English Ford, White, 
Diveo, Kenworth, Peterbilt, 
Toyota, and miscellaneous, 

—Ira ALEXANDER 
* 


Charlotte, 

March saw 1,124 new cars and 
146 new trucks registered Meck- 
lenburg County (Charlotte), 

New-car registrations make 
were: Chevrolet, 256; Ford, 204; 
Falcon, 141; Rambler, 66; Pon- 
tiac, 50; Dodge, 49; Oldsmobile, 
47; Buick, 41; Plymouth, 38; Cor- 
vair, 38; Cadillac, 29; Valiant, 25; 


ADDRESS. 


Mercury, 10; Chrysler, Comet, 
Studebaker, Lincoln, De- 
Soto, Metropolitan, Willys, 
and miscellaneous, 

New-truck registrations were: 
Chevrolet, 47; Ford, 43; Interna- 
tional, 17; Dodge, 10; GMC, 10; 
and miscellaneous, 

* 


Milwaukee 

New-car registrations Milwau- 
kee County (Milwaukee) totalled 
4,327 March, compared with 3,763 
month earlier. 

The first-quarter total 10,637 
was the second highest history 
and compared with last year’s 8,870. 

March registrations make: 
Chevrolet, 939; Ford, 666; Ram- 
bler, 550; Oldsmobile, 315; Pon- 
tiac, 306; Buick, 234; Dodge, 233; 
Falcon, 228; Mercury, 127; Val- 
116; Cadillac, 104; Plym- 
outh, 73; Corvair, 70; Studebaker, 


GET THE FACTS 
LARK DEALER PROSPERITY 
Dealer Development Division 
Studebaker-Packard Corp., South Bend 27, Ind. 


Please send the facts—in strictest 
confidence—no obligation. 


POSITION 
FIRM 


r 


Buyer Awarded $4,750 
Suit Against Dealer 


NEW CASTLE, Pa.—A buyer 
who alleged that his $6,687 auto 
was “nothing but piece junk” 
Lawrence County Court. 

Cartwright, Ellwood 
City, Pa., had sued Motors 
for return the purchase price 
bought Sept. 12, 1957. 


69; Chrysler, Comet, 29; Wil- 
lys, 20; DeSoto, 19; Imperial, 
Lincoln, Edsel, and miscel- 
laneous, 178. 

Volume domestic-car registra- 
tions increased 15.6 percent 
March over the previous month. 
Imports were 2.5 percent. 


OLLMAN 


Richmond, Va. 

New-car registrations Henrico 
County (Richmond), Va., March 
totalled 1,583, compared with 1,347 
month earlier. 

makes, registrations were: 
Chevrolet, 360; Ford, 270; Falcon, 
114; Pontiac, 87; Rambler, 85; 


Dodge, 81; Plymouth, 79; Oldsmo- 
bile, 77; Buick, 48; Corvair, 47; 
Mercury, 46; Valiant, 42; Renault, 
41; Volkswagen, 38; Comet, 21; 
Cadillac, 18; Opel, 15; Chrysler, 12; 
DeSoto, 12; English Ford, 11, and 
Fiat, 

Lincoln, Studebaker, Mer- 
cedes-Benz, Hillman, MG, 
Peugeot, Triumph, Vaux- 
hall, Austin, Jaguar, Mor- 
ris, Saab, Simca, Taunus, 
and miscellaneous, 

New-truck registrations num- 
bered 202 March, compared with 
110 month makes: 
Ford, 54; International, 52; GMC, 
37; Chevrolet, 32; Dodge, Mack, 
Reo, Studebaker, and mis- 
cellaneous, 14. 


Cincinnati 

Motor vehicle sales Cincinnati 
(Hamilton County) were all 
during the week ended 
April 21. 

Sales included 890 new cars, 
new trucks, 1,096 used cars and 
used trucks, The total 198 units 
greater than the previous week 
and 130 more than the year-ago 
week when 793 new cars, new 
trucks, 1,062 used cars and used 
trucks were registered. 

Repossessions almost doubled the 
previous week’s total, with re- 
ported. During the corresponding 
week last year, units were 
registered. 


Hem 


Columbus, 


New-car sales Franklin County 
(Columbus), O., March were 
nearly percent, rising 2,950 
from 2,527 month earlier. 

Volume imports was down 
March, however. 

makes, registrations were: 
Chevrolet, 707; Ford, 549; Dodge, 
224; Falcon, 191; Pontiac, 165; Olds- 
mobile, 153; Plymouth, 143; Ram- 
bler, 141; Valiant, 108; Buick, 75; 
Cadillac, 73; Mercury, 71; Corvair, 
68; Volkswagen, 46; Studebaker, 40; 
Comet, Chrysler, 26; Renault, 
24; DeSoto, 18; Lincoln, 12, and 
Simca, 10. 

Mercedes-Benz, Metropolitan, 
English Ford, Imperial, MG, 
Volvo, Hillman, Opel, 
Saab, Vauxhall, Edsel, and 
miscellaneous, 

New-truck registrations March 
numbered 244, compared with 251 
month 

makes, they were: Ford, 88; 
Chevrolet, 78; International, 28; 
GMC, 24; Dodge, 10; Volkswagen, 
Mack, Willys, Reo, and 
White, 


FROM $6° 


900 


Charge 
for Children 


Air-Conditioned Rooms 


Television and Radio 
Convenient Parking 
WOodward 3-7100 
Jerry Moore, gen. mgr. 


FREE TELETYPE RESERVATION 
FOR ALL ALBERT PICK HOTEL 
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EVEN THIS 
EXTRA-TOUGH JOB... 


HIGH-STRENGTH STEEL 
TRIPLES TRUCK LIFE! 


Hour after hour, around the clock, the Edward Levy Slag 
Company, Detroit, keeps forty 45-ton trucks working under 
severe conditions. Nearly tons hot slag are loaded, lifted and 
dumped every trip. Each time, the truck body must stand 
the sudden shock drop loading, the stress lifting that load 
and the grinding abrasive action empties. 


How long can truck body take such beating? 


Until the company (which designs its own trucks) discovered 
high-strength steel, they used ordinary carbon steel, 
good for about months’ service. Though the truck bodies were 
strong they could and still carry adequate payload, 
maintenance was almost continuous—with breaks, dents, dings 
and sags occurring almost from the start. 


Then they fabricated eight bodies out which has 
minimum yield strength nearly three times greater than mild 
carbon steel. These trucks carry the same payload and after 
months’ service still look almost new. Owners estimate life 
five years, more than triple the others— with far less maintenance. 
The extra strength N-A-XTRA also permits strong floor 
that needs expensive reinforcement support the load against 
hydraulic lift action. 


Eventually, all forty Edward Levy trucks will made 
N-A-XTRA high-strength steel. fact, all patches and section 
replacements are now made with 


Tons hot, abrasive slag may not your problem—but the 
same steel that mastered these conditions the one remember 
when only the strongest steels will do. Rugged conditions, heavy 
loads and weight-saving construction are challenges that 
N-A-XTRA designed meet and With excellent weld- 
ability, formability and toughness, these quenched and tempered 
N-A-XTRA steels are available four levels minimum yield 
strength, from 80,000 110,000 psi. They can also supplied 
higher levels mechanical properties. 


NAXTRA 


PRODUCT 


GREAT LAKES STEEL 


Detroit 29, Michigan 


it 
€ é y 
— 
q > 
a 
high-strength 
nild carbon steel body and 


DESIGN NOTE: 
Panels and floors for these trucks, designed Edward 
Levy Slag Co., were fabricated N-A-XTRA 100 
(100,000 PSI minimum yield strength) from plates 
thick. Standard flame cutting procedures were 
used. Side frames were cold-formed N-A-XTRA 100 
from plate, using both skip weld, skip) and con- 
tinuous welds. Performance date has been equal, in- 
dicating additional savings through skip welding. 


For full technical information N-A-XTRA high- 
strength steels, write Great Lakes Steel Corporation, 
Detroit 29, Michigan, Dept. R-9. 


Great Lakes Steel Division ATIONAL STEEL CORPORATION 
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interferes with rear vision for tall 


The Man Behind the 


Sales Testing Vauxhall Victor 


series articles designed ex- 
plore the selling features im- 
ported cars. 

+ * 
Brown 
Staff Correspondent 
ing quiet, lightly sculptured 
lines, General Motors’ Vauxhall Vic- 
tor from England should delight the 
dealer interested medium- 
priced import. better-than- 
average import, which has features 
working for the profitable sale. 


The fore and aft lines are 
American concept but very 
British execution. The straight 
lines are emphasized with one 
piece chrome trim the body, 
wraparound bumpers front and 
rear, and wraparound windshield 
and rear window. 

One the greatest assets the 
salesman the Victor’s overall de- 


which immediately puts the cus- 
tomer ease. This will particu- 
larly valuable your customer 
harbors the hope being different 
without startling anyone. The Vic- 
tor will answer his needs superbly. 


All four open wide, and 
almost easy enter the rear 
the front. This one the 
few imports that provide decent 
amount room the rear seat 
for comfortable, long-distance rid- 
ing. The bottom the front seat’s 
back has been cut out provide 
many inches extra foot space for 
rear-seat passengers. 

* 


Don’t Overlook This Extra 


salesman who overlooks the 
rear-seat spaciousness doing him- 
self disservice. you aren’t ac- 
quainted with this “extra” selling 
feature, check with some other 


range, and quickly under- 
stand your distinct advantage. 
The leather-like interior 
beautifully finished, and easily 
kept clean with damp rag. 
Doors are also finished the 
same material, adding ease 
upkeep. front, the car fitted 
with rubber mats which also are 
easy keep up. The rear fin- 
ished heavy pile carpet. 

You step down into this car about 
inches. Seated inside the frame 
means extra safety, another point 
stressed. 

Sitting the driver’s seat, the 
dropped-hood design gives excellent 
visibility the road, while the 
wraparound windshield and rear 
window give excellent visibility 
all directions. 

But there one serious design 
objection which not apparent 
until the car the highway. 
The roof line drops off the rear 


people. The tall driver finds his 
view through the mirror seriously 


obstructed. 


Otherwise, the view exception- 
ally good all around, with the rear 
fenders visible all times, par- 
ticularly handy proposition when 


parking. 
* * 


Foam Seats Boost Comfort 
are foam-padded and hold 


the body fine angle for 
long-distance trips. There 


tendency for the body fatigue 
due position strain. The head- 
lining fitted plastic, which 
cleans easily with damp sponge. 
Bench seats are fitted both front 
and rear. 


The car starts easily. cold 
weather the engine turns over 
almost once you pull the 
choke full out, and keep the foot 
off the accelerator, the lower 
left-hand side the speedometer 
panel ignition warning light, 
which glows red until the engine 
running. 

The fresh-air and heater levers 
can adjusted innumerable 
positions order provide the 


sign. Inside and out, the less than $2,000 


such extent that seriously! proper mixture cold and warm 


The oil explorer knows that some spots 
warrant deeper drilling than others— 
and does the Sales Manager! Often 
particular markets wants intensify 
impressions, put more drive, give salesmen, 
dealers and distributors better backing, 
increase merchandising. 


Now easy turn the local sell— 
through the State and Regional editions 
SUCCESSFUL FARMING, augmenting the 
huge force and power the National edition. 


Local dealers can listed, messages 
personalized, price and product featured, 
copy varied tie with local events 
and promotions for added sales stimulation. 


The new sales tools are also helpful 
introducing products market market, 
testing copy and measuring with keyed 
response, trying different plans the field. 

SUCCESSFUL FARMING made the added 
flexibility available for the first time 
quality farm magazine. The new editions 
have the same kind editorial content, 
fine reproduction, long life SF, and enjoy 
the same prestige and influence major 
markets with important buying power. 

The big businessmen readers 
SUCCESSFUL FARMING have big farms, 
averaging 336 acres—50% larger than 1945, 


Successful Farming 


Des Moines, New York, Chicago, Atlanta, Boston, Cleveland, Detroit, 
Los Angeles, Minneapolis, Philadelphia, St. Louis, San Francisco. 


farm families had hand, 

January 1958, 41% all milk cows; 
1957 they sold 47% all cattle and calves, 
and 62% the nation’s hogs and pigs. 


And possesses unusual receptivity 
and response, reader loyalty and confidence, 
based years service, showing readers 
how earn more money and live better— 
values not the rate card, but contributing 
advertising’s productivity and sales. 


bulging bank balances, checkbook 
cash, substantial savings and high income, 
SUCCESSFUL FARMING farm subscribers 
are among your choicest customers and 
prospects. Their estimated annual average 
income from farming alone has averaged 
around $10,000 for more than decade—a 
class market which merits top consideration 
any national plan. 


Whether you choose combination 
the new editions, the impressive impact 
the National edition, FARMING 
delivers the best the nation’s best 
farmers, with greatest efficiency and economy. 


Ask the nearest office for full facts. 


Meredith Des Moines America’s 
biggest publisher ideas for today’s 
living and plans. 


CAR TESTED: 
Vauxhall Victor 


Wheelbase, inches; overall 
width, 63.52 inches; overall 
length, 167.75 inches; height, 
57.96 inches; weight, 2,170 
pounds. 

Engine, four cylinders; dis- 
placement, cubic inches; 
bore, 3.125 inches; stroke, 3.00 
inches; brake horsepower, 54.8 
4,200 RPM. 

Tires, 5.60x13 

Carburetion, Zenith down- 
draft; compression ratio, 

Suspension, independent 
spring front; semielliptic 


wide-leaf springs rear, dou- 
ble-acting telescopic hydraulic 
shocks all four wheels. 


Turning circle, feet. 


air for interior comfort. can’t 
remember such variety adjust- 
ments import long time. 
Fresh air enters through grille 
just forward the windshield, 
its American counterparts. 
The air can brought out- 
side temperature can warmed 
the lever adjustments. Under 
most conditions, the ramming ac- 
tion air entering the fresh-air 
grille sufficient for passenger 
comfort, although the booster fan 
has high and low speed for as- 
sured steady heating stop-and-go 
traffic when required stand. 
all times, certain amount 
air directed the windshield 
provide continual clearing action. 
However, cases greater need, 
the demisting booster can turned 
flipping the lever provided 
for this purpose near the heater 


unit itself. 
* 


Pedals Are Austere 


gear-shift lever works the 
conventional American pattern 
within design. The clutch and 
brake pedals seemed and 
austere, and not keeping with 
the fine attention given other 
minor details this auto, while the 
accelerator pedal seemed suffer 
from the same economy move. 


However, the pedals are all de- 
cently spaced, which eliminates 
the danger incorrect selection. 


The interior courtesy light, which 
flashes when either front door 
opened, has specially ground glass 
its forward face which throws 
spot concentrated light toward 
the front the car, presumably 
aid night map reading. 
extra the salesman will want 
remember, especially attrac- 
tive additional item for women. 

While your customer seated 
the rear, don’t neglect point out 
the excellent carrying space pro- 
vided behind the rear seat the 
parcel shelf. This can quite im- 
portant for people with growing 
families, who always seems carry 
small.parcels with them. 

Your customers probably will find 
exit from the rear little more dif- 
ficult than should be, but the 
other and interior 
comfort outweigh these objec- 
tions. 

Just before the customer exits, 
show him the heavy rubber mould- 
ing strips used make doors 
weather and air-tight. They are ef- 
fective even the most inclement 
weather. With hose turned the 
possible leak points, water en- 
tered the car. 

you are examining the rear 
the Vauxhall, show the hinged 
panel the rear-left fender which 
hides the gas-filler cap and main- 
tains the clean clear look the 
rear-quarter panel. 


Trunk Roomy 


American cars late design, 
the trunk opens only inserting 
and turning key. This safety 
feature, which eliminates the dan- 
ger theft due being left un- 
locked. The lid opens easily its 
own accord once you have lifted 
about inches. 

opens wide and gives ex- 
ceedingly easy entrance fine 
luggage space, family four 
could, with judicious packing, 

(Continued on Page 31, Col. 1) 
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Sales Testing Vauxhall Victor 


(Continued from Page 30) 
make comfortably lengthy 
weekend vacation trip with 
squeezing straining. There 
also small package tools 
for the handyman, for emer- 
gencies, small can touchup 
paint also provided. 

you have the kind customer 
who kicks wheels and slams doors, 
you have the car for him. This 
car has built-in door 
slam. Encourage slamming peo- 
ple who are impressed. 

Incidentally, one the best sell- 
ing features the impression you 
many ways. This should particu- 
larly valuable selling customer 
who has always driven big car, 
but thinking seriously 
smaller, more economical vehicle. 

This car performs like larger 
auto. has heavy feel. al- 
most every conceivable kind 
road, gives ride which can 
compared favorably with car far 
larger. 

* * 


Stress ‘Big-Car’ Features 


THE demonstration, your en- 

tire discussion should aimed 
giving the impression riding 
larger car. From the dash 
arrangement the way the head- 
light switch combines many 
functions, the vehicle’s perform- 
ance and ride, the big-car feel will 
very important feature 
your sale. 

The Victor performs equally 
well the country, high 
speeds city stop-and-go 
traffic. steers easily, and con- 
sequently dream park. 
Cruise high speeds and note 
how quiet this car is. You will 
find that you have look far 
find one quiet the under 
$2,000 class. This alone should 
major selling point. 

This means that demonstra- 
tion one your best sales con- 
vincers. The car performs far be- 
yond its class the road. has 
good pickup and really surpris- 
ing road feel. 

corners easily, although the 
average driver tends reluc- 
tant put through its cornering 
paces simply because doesn’t 
look the part. The center grav- 
ity tends bit high, which 
cautions most people against try- 
ing their corners too fast. 


Upkeep and repairs should 


Luxury-Car Sales 
Better Than Ever, 
Briggs Reports 


DETROIT.—Luxury car sales are 
firmer than ever despite public in- 
terest compact cars, says 
Briggs, general manager Chrys- 
ler and Imperial Division. 

Briggs told Detroit-area dealers 
that Chrysler and Imperial retail 
deliveries during March totalled 
8,987 units, increase 32.8 per- 
cent over the 6,766 units delivered 
March, 1959. 

“Automobiles Imperial’s and 
Chrysler’s class are selling very well 
and expect further upturn 
the entire market the remainder 
April and May and June,” 
Briggs said. 

Briggs said that dealers must 
quick recognize new and dif- 
ferent kind automobile market. 
said that today’s car-shopper 
more sophisticated than ever 
material cars and his attendance 
auto shows. 

which have 
worked well the past may not 
necessarily work well 
said. “We are concentrating 
demonstration-drives with our Im- 
perial because find that there 
other method selling which 
effectively displays the superior 
performance and workmanship 
our product. 

“In one recent nationwide test 
was shown that one out every 
four demonstrations has resulted 
the sale Imperial other 
Chrysler product,” Briggs said. 

The meeting Detroit was one 
being held from coast coast. 


low because the ease and acces-| There complete information 
sibility all parts and compon-| routine maintenance such items 
ents. find this more valve-clearance adjustments, lub- 
more important with today’s steering pivots and 
Make sure your customer adjustments. 
that the Victor’s body welded for The Victor bound appeal 
extra rigidity and rattle-free opera-| many people, even though the 
tion. Again, case American compacts have arrived. 


body work should relatively 
* * * 


Owner’s Handbook Tops 
owner’s handbook should when the vehicle was new 
joy the This before had 
complete descriptions made. 

maintaining the vehicle, from 


28.3 miles per gallon under both 
city and driving conditions. 
This was during 1,300-mile test 


$1,987.50 not the lowest, but in- 


Fire Guts Sardis spection this auto’s quality, such 
SARDIS, Co.|as the fine fit all panels and 
(Ford), owned Glenn Wilker-| Seams, the air, water and weather- 
son, was heavily damaged fire.| tight construction, and its perform- 
Loss, estimated $40,000, included| ance the highway, the price be- 
three new cars and truck. Insur-| far more attractive. 
ance covered about half the dam-| This price includes everything 


except whitewalls and antifreeze. 


GM's Vauxhall Victor Super— 


This the British-built Vauxhall Victor Super, showing the panoramic windshield 
and the wraparound rear window. The car economical operate and maintain but 
many the riding comforts and features larger car, according Brown, 
Automotive News correspondent who sales-tested the General Motors import. 


stainless steel 


other metal has the strength, beauty and 
versatile qualities that. serve you well today 


and promise much for tomorrow. 


There nothing 


like stainless steel 


for AUTOMOBILES 


McLouth Steel Corporation, 
Detroit 17, Michigan 


Manufacturers high quality 
Stainless and Carbon Steels 


Look for the STEELMARK 
on the products you buy. 


STAINLESS STEEL 


DEALER 


DEALER 
COUNCIL 


COMMUNICATION 


NATIONAL DEALER COUNCIL 
DEARBORN 


REGIONAL 


ZONE 
COUN 


ZONE 
COUNCIL 


DISTRICT 
COUNCIL 


FORD FAMILY FINE CARS CLEARINGHOUSE NO. 186 SERIES 


What the Ford Dealer Council means you 


Getting down the bare essentials business and developing new ideas 
through Dealer-Company open forum discussions the purpose the Ford 
Dealer Council. Zone Council meetings which began April 18, marked the 
important first step toward this year’s National Dealer Council meeting 


held Dearborn, June 13th through 17th. 


Each year, National Dealer Council activity begins with you, the individual 
Ford Dealer. You elect your own Council representative who speaks for you 
with Ford Division management. addition, your National Dealer Council 
representative meets with Henry Ford II, Ernest Breech, McNamara, 
Benson Ford and other, key Corporation officers closed session without 
members the Division staff present. The entire procedure follows the 


democratic process. 


Talking shop? You bet. But this cracker-barrel operation. 
modern, organized system tailored meet the requirements all Ford 
Dealers. firmly believe this full-circle communication system the most 
successful way strengthen the exchange ideas between Dealer and 
Company. Over the years, since 1945 when the first Council was established, 
have worked together constantly improve Company-Dealer relations. 
fact, the total recommendations submitted the National Council, 
85.5 per cent have been adopted the Ford Division. Here proof positive 
the constructive work the men who represent you the Councils. 


We’re looking forward meeting your representative June 13th sit 


down and “talk shop.” 


Another reason why it’s great dealer the Ford Family Fine Cars. 


SCHEDULE FORD DEALER COUNCIL MEETINGS 
Zone Council Week April 


District Council May 
Regional Council May 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford Falcon Thunderbird Comet Mercury Lincoln 

Lincoln Continental « English Ford Line « Taunus e 

Ford Trucks e Farm and industrial Tractors and Equipment « 
industrial Engines « Aeronutronic—Products for the Space Age « 
American Road Insurance Company Ford Motor Credit Company 


MOTOR COMPANY 


The American Road 
Dearborn, Michigan 
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the Letterbox 


(Continued from Page 12) 


entire staff. Grorce automobiles, 


vice-president and director styl- 
ing, Ford. 

keeps getting bigger and better 
all the time.—W. presi- 
dent, Corp. 


goodness, how did you ever put 
all together? 

are saving this and putting 
the archives for future reference. 
certainly most valuable edi- 


which brings about misleading in- 
formation. 

Some the ads are very mis- 
leading, both the customer and 
the manufacturer. think this 
pricing policy corrected, 
going have come from 
higher levels than the ordinary 
dealers. 

think high time the fac- 
tory did screening job the deal- 
ers and their policies operation 
order bring about quality 


the trust the general public with 
whom are dealing, then are 
going have have different 
type operation. 

think that the factories and 
NADA should taking look 
the practices being used the peo- 
ple. not believe padding 
finance costs, forcing people fi- 
nance through company mis- 
representing any items sell. feel 
that the policies the factory 
should very high caliber and 
that the dealer should proud 
represent such manufacturers 
whose requirements and policies are 
such that the dealer himself should 
proud represent and the 
finance companies that condone 
packing charges blacklisted. 


This type dealer could 


and explain all facts without any 
coverup. 

think the dealers, factories, and 
finance companies which want 
good, clean automobile dealerships, 
should place pressure their deal- 
ers and factories clean this 
mess misrepresentation and ad- 
vertising, forcing people buy 
through their loan companies, only 
refusing sell cash price. 

think time that NADA 
and the other dealers some- 
thing the way establishing 
practice throughout the entire auto- 
mobile industry screening their 
members and admitting only mem- 
bers integrity and honesty. Just 
because the shady dealer has more 
money and thinks can throw 
more weight around, should not 
the group legitimate busi- 
nessmen.—O. Maddox 


tion, and congratulate you the stamped out very rapidly onl 
NADA some catch phrase stop| would cooperate. think perhaps| purposes 1926. 
dent, Cleveland. regulation would more 
public open serious the automobile used the public today. 
sentation actual facts and than any other type have never practiced them 
see the picture the prices. could adopt method. our organization, neither have 
mobile business, both far, the manufacturers have have been the automobile dealt with financing corporations 
and low-priced automatic been interested only volume sales| business since 1931 and have which condone these practices. 
ard models cars, seems the type worked salesman and sales perhaps, have not made 
that time the factories method used. we, manager. dealer, never some dealers, but 
recognition this price are going exist, become| worked for company that per- conscience clearer and can 
immediately whenever have businessmen and mitted these practices that are put any deal before customers 


Motor Co. (Chrysler-P lymouth- 
White-Jeep), Sidney, Neb. 
* * * 


Early Bird 


recent edition AUTOMOTIVE 
News the statement was made that 
drive-in window Universal CIT 
Credit Corp.’s new Louisville 
branch “is believed have the 
first auto finance company office 
the nation drive-in 
facilities.” 


Cleanup Drive Urged 


2,200,000 Bendix-Westinghouse Compressors 


PROVED DEPENDABLE OVER HUNDREDS BILLIONS MILES 


April 1960, the 2,200,000th Bendix-Westinghouse 
compressor passed its final factory tests. the 
complete Bendix-Westinghouse air brake system, 
was ready join its 2,199,999 predecessors provid- 
ing consistently efficient, dependable stopping power. 
Bendix-Westinghouse compressors have been proved 
use over hundreds billions miles all kinds 
commercial vehicles, every type service, under all 
conditions weather. 
Today, the design and engineering experience gained 


AUTOMOTIVE AIR BRAKE COMPANY 


this vast, practical proving ground benefits every user 
Bendix-Westinghouse compressors. Three basic 
models meet the needs all sizes commercial 
vehicles: Tu-Flo 300—for lightweight trucks and school 
buses; Tu-Flo 400—most widely used over-the-high- 
way haulers; Tu-Flo 500—for large city and interstate 
buses, off-the-road vehicles and heavy-duty trucks. 
Continue specify Bendix-Westinghouse Tu-Flo 
compressors. You can always confident their per- 
formance-proved safety, economy and dependability! 


General offices and Factory—Elyria, Ohio. Branches—Berkeley, Cal., and Oklahoma City, Okla. 


For your information, Southwest- 
ern Investment Co., Amarillo, Tex., 
has had this type facility since 
November, 1952. 

hope that you will kind 
enough give credit where be- 
longs. may not have been the 
first finance company use such 
facility, however, our date pre- 
cedes that Universal CIT’s 
nearly eight years.—O. 
vice-president, Southwestern In- 
vestment Co., Amarillo, Tex. 


Chrysler Hailed 
For Big Increase 


Simea Sales 


GENEVA, Switzerland.—Substan- 
tial increases Simca sales were 
realized Chrysler International 
and Simca world markets 
1959, according Henri Pigozzi, 
Simca president. 

“In assuming the distribution 
Simca cars important world 
markets, Chrysler International has 
made major contribution 
French automobile exports,” Pigoz- 
said. “The Simca and Chrysler 
vehicle lines complement each 
other and, taken together, form 
complete line automotive prod- 
ucts.” 

More than percent the 129,- 
885 vehicles exported Simca 
1959 were sold through Chrysler 
International, said, and sales 
certain markets showed spectacular 
increases. 

Australia and Canada, for ex- 
ample, Pigozzi said, sales more 
than doubled. the United King- 
dom sales more than tripled those 
the preceding years, added. 

the nine plants outside 
France that assemble Simca ve- 
hicles, six are operated Chrysler 
International its affiliates. 

“After this first year full op- 
erations, prospects for the future 
appear extremely favorable 
for the continuation and expansion 
the joint activities Chrysler 
and Simca,” Pigozzi said. 


Waters Opens 


Outlet 


SAN FRANCISCO.—Robert 
Waters jr., president James 
Waters, Inc. (DeSoto-Plymouth), 
has opened Bob Waters Plymouth 
Center (DeSoto-Plymouth-Valiant) 
Van Ness and California Sts. 

joined James Waters 
1937 and was named president five 
years ago. said will maintain 
his financial interests the origi- 
nal firm. 


Calendar 


(Continued from Page 12) 


General- 


May 10-12— Eighth Highway Transporta- 
tion Congress, Washington, D. C, 

%& June 5-10—Society of Automotive Engi- 
neers, Edgewater Beach Hotel, Chicago. 

July 21-23—Automotive Trade Man- 
agers, summer meeting, Grand Hotel, 
Mackinac Island, Mich, 

Sept. 6-16, Engineering 
Show, Navy Pier, 

Sept. 6-16, 1960—Machine Tool Exposition, 
International Amphitheatre, Chicago, 
Oct. 16-21—American Trucking Assn. an- 
nual convention, Waldorf-Astoria Hotel, 

New York City, 


= 
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Ads, Dealer Reserves Are 


Discontent Noted Finance Field 


Houck 
Travelling Correspondent 

ATTLE lines between finance 

companies and banks com- 
petition for the dealer’s and con- 
sumer’s credit business are becom- 
ing more defined 
publication national magazine 
advertisement over the sig- 
nature the Foundation for Com- 
mercial Banks. 

The said: “Here’s how you 
can save $100-$200 more 
your new 1960 car bank 
rates are almost always lower 
than finance company’s, lower 
than your automobile dealer him- 
self can arrange for you.” 

number dealers report 
bulletin from the American Fi- 
nance Conference, Chicago, or- 
ganization 325 independent fi- 
nance companies, the effect that 
complaints the Foundation for 

Commercial Banks has resulted 
having future ads along the same 
lines withdrawn. 

Some dealers also report protests 
have been made against claims for 
bank financing State Farm Mu- 
tual Automobile Insurance 
which has referral arrangements 
with banks some areas. 


ERE’S what State Farm tells 
its policyholders its hand- 
book: 

“Your State Farm agent may 
help you save real money the 
cost financing and insuring your 
next car, through the State Farm 
Bank Plan. You get the benefit 
low bank rates, plus advantages 
State Farm’s famous ‘Careful 
Driver’ auto insurance. Many State 
Farm members report savings 
$125 and more car purchases. 

“The plan covers both new and 
used cars. This money-saving 
service made available 
State Farm members like your- 
self. before you sign for any 
other kind financing, get the 
facts the Bank Plan from the 
man who can arrange the details 
your friendly State Farm 
agent.” 

Bank advertising and promotion 
and insurance company promotions 
appear pointed “dealer- 
arranged” financing. 

But some dealers the farm 
belts the Midwest have many 
customers who arrange their own 
financing that they not try 
sell their own financing. And few 
dealers who their own fi- 
nancing reportedly advise the cus- 
tomer that can get his insur- 
ance cheaper elsewhere. 

* 


finance company represen- 
tatives now are advising deal- 
ers not advertise iow bank rates, 
and some dealers allegedly have 
been told that certain banks the 
Midwest plan withdraw from 
purchasing dealer contracts 
favor making loans direct 
the consumer, 

There seems indica- 
tion that dealers some sections 
are placing less dependence 
finance reserves for profits, par- 
ticularly since the recent United 
States Supreme Court ruling 
that dealer reserves are subject 
tax when accrued, instead 
only when paid. 

certain that the public has 
learned great deal about financ- 
ing and dealer reserves the last 
few years and the dealer reserve 
system use most finance com- 
has been bandied about 
“kickback.” 

Some the unfavorable public- 
ity has come result gim- 
mick dealers large cities selling 
cars near cost and living off the 
finance reserves, 


+ * * 

UNDREDS dealers have told 

that all their profit was 
the finance reserve. 

The accepted use reserve 
funds and hidden charges pro- 
viding ammunition for the banks 
their move obtain more time 
paper. 

Neither finance companies, 
banks nor dealer groups made 
good publicity for the dealers 
opposing the 
bill, and the publicity given the 
statements that would require 
hundreds pages show in- 
terest charges correctly hag had 
disastrous effect credit buy- 
ers who know about it. 

There are more buyers who fig- 


ure credit costs than either finance 
companies banks suppose. 
* ok 
QUESTIONED 
owners supermarket parking 
lots Kansas City, St. Louis and 
Little Rock. They were asked for 
confidential information with 
names known used, 

Fifty persons answered the ques- 
tions. Twenty knew about the 
“truth” All were favor 
full disclosure. Several said that 
the bankers and finance com- 
panies can’t compute the interest 
the buyer can understand it, 
how they know whether their 
rates are too high too low? 

Thirty persons financed with 


Denver Firm Folds 


DENVER. Stockholders 
Sports Cars, Inc., 1300 Lincoln St., 
have voted liquidate the com- 
pany and appointed Thomas 
Hiestand jr. liquidating trustee. 


finance companies and with 
banks insurance referral 
deals. cash buyers were ques- 
tioned. They were asked the 
dealer made profit financ- 
ing. 

Fifteen replied that they thought 
the dealers received some sort 
“kickback” and the remainder 
“didn’t know.” Ten persons said 
they thought that the bank kicked 
back the dealer wouldn’t 
have recommended strongly. 

All were asked whether finance 
company rates were cheaper 
higher than banks, replied that 
they thought the banks were 
cheaper. Several complained about 
their contracts because they had 
financing charges, life insurance 
charges and insurance charges all 
lumped together they couldn’t 
tell what each item cost. These 
were finance company 

+ * * 


some evidence that 
some banking groups are con- 


sidering promotions against dealer 


reserves get more business, 

well known that some bank- 
ers stress the disadvantages fi- 
nance-company financing when 
they discuss auto credit with cus- 
tomers. They say that much 
percent the finance 
might paid back the dealer 
the finance company when the 
contract paid out. 

Publicity dealer reserves 
income tax time hasn’t helped, 
refer stories regarding the Su- 
preme Court ruling their tax- 
ability and stories the bill 
that would permit dealers pay 
back taxes reserves over 
10-year period. 


some states, there addition- 


publicity each year when credit 
legislation presented, along with 
bills concerning blank contracts 
and furnishing copies contracts 
the buyer. 

All these points become factors 
when dealer advertises his cre- 
dit terms. Whether advertise 
“low bank rates” “we finance 
our own paper” problem that 
might affect sales. 

public information increases, 


Guy Wins Award— 


Guy Moothart, center, Compton, 
receives the Quality Dealer Award from 
William Kough, left, Chrysler Western 
area sales manager, and Sam Hamilton, 
regional sales manager. Guy, who volume- 
wise one the biggest Chrysler 
dealers California, has been business 
for almost years. 


The AUTOMOTIVE NEWS ALMANAC 


dealer might wise offer year-round friend, Use often for statis- 


choice credit. 


tics, buyer information and personnel data. 


Sign for you sign for profit! 
When you sell years-ahead Quaker State Motor Oil 
you get all the added business—building values that 


come from always giving your customers the best. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA., Member Grade Crude Oil Association 


a 
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Highways Safety 


Electric Autolite Co. will honor 
trucking companies and their 
safety representatives during the 
annual American Trucking 
safety meeting Thursday, May 
the Beverly Hilton Hotel Los 
Angeles. 

marks the 25th year Autolite 
has recognized winning truck lines 
and their safety directors for the 
outstanding safety records they 
achieved during the preceding year. 
Winning firms are: 

Bison Freight Line, Inc., St. 
Paul; Willig Freight Lines, San 
Francisco; Ted Peters Trucking 
Co., Inc., Gustine, Calif.; Dixie 
Highway Express, Inc., Meridian, 
Miss.; Mason Dixon Lines, Inc., 
Kingsport, Tenn. 

Pioneer Freight, Inc., Oklahoma 
City; West Brothers, Inc., Hatties- 
burg, Miss.; Davidson Transfer 
Storage Co., Baltimore; Merchants 
Fast Motor Lines, Inc., Abilene, 
Tex.; Garrett Freightlines, Inc., 
Pocatello, Ida. 

White Star Trucking, Inc., Lin- 


Park, Mich.; Grossman 
Sons, Inc., Quincy, Mass.; Teche 
Tank Lines, Inc., Lake Charles, 
La.; Westland Oil Co., Minot, 
D.; Hugh Breeding, Inc., Tulsa; 
Petroleum Carrier Corp., Jackson- 
ville, Fla. 

Boutell Driveaway Co., Inc., 
Flint; Calaveras Cement Co., San 
Andreas, Calif.; Ryder Truck Rent- 
als, Inc., Dallas; Bonney Motor Ex- 
press, Inc., Norfolk, Va.; Trexler 
Farms, Allentown, Pa.; Ryder 
Truck Rentals, Inc., Kansas City; 
Standard Oil Co. Kentucky, Bir- 
mingham, Ala. 

ABC Movers, Inc., Baltimore; 
Dealers Transport Co., Liberty, 
Mo.; Tooele Ordinance Depot, 
Tooele, Utah, and Jeffries 
Truck Line, Inc., Oklahoma City. 

* 


Detroit Teen-Agers Compete 
Safe-Driving Road-e-o 


teen-age safe-driving 
Road-e-o, open Detroit youths 
between and 19, again being 


sponsored the Detroit Junior 
Board Commerce May 
Winners four district contests 
will receive $100 savings bonds, 

Marvin Pridgeon, Michigan 
Bell Telephone Co. engineer who 
Road-e-o chairman, said 5,000 
Detroit teen-agers are expected 
take part the event, designed 
encourage young people share 
their responsibility for safer driv- 
ing the nation’s highways. 


Dealer Wible Honored 
Ohio Safety Group 

Cal Wible, president Wible 
Pontiac-Cadillac, Medina, O., was 
awarded the fourth Safety Scroll 
row for his company’s perform- 
ance the Ohio Industrial Com- 
mission’s 1959 safety campaign. 

The award was presented the 
annual Medina County Safety 
Council meeting. 

* 


Judging for Rodgers Awards 


Journalism Set for Aug. 


Judging for the fifth annual Ted 
Rodgers Journalism Awards, 
recognizing outstanding published 
articles and editorials highway 
improvement and use, will take 
place Washington Aug. ac- 


each three journalism schools 


S-P Wins Award— 


Irwin Stein, left, publisher Cars mag- 
azine, presents the magazine's 1960 Best 
Buy Award Porta, executive vice- 
president, Studebaker-Packard Corp. Look- 
ing the right John Wallace, S-P 
New York zone sales manager. 


cording Trailmobile, Inc., spon- 
sor member the ATA 
Foundation, Inc. 

Awards totalling $7,500 are pre- 
sented each year winning au- 
thors three categories: Maga- 
zines, daily and weekly newspapers. 
additional $500 granted 


Distributing, Inc. 


7-4000 


452 Hudson Terrace, Englewood Cliffs, 


Every day more and more people are discover- 
ing that Volvo the complete car—the only 
compact that delivers sports-car performance 
and family-car comfort! Because this fast- 
growing popularity, need additional dealers 
major areas sell and service Volvo. 
will not crowd present dealers, nor will 
create competition for them. But the fast- 
growing number present and potential cus- 


Auto Imports, Inc. 
13517 Ventura Bivd., Sherman Oaks, Calif. 


4-8231 


GOING FOR VOLVO ALL OVER THE MAP! 


tomers demands further dealer appointments. 
Our quality standards and requirements are 
high, you would expect for this superb 
Swedish automobile. fact, there are just 
299 Volvo dealers the entire 
you are interested 
obtaining Volvo Sales Agree- 
ment, please write the distrib- 
utor covering your area. 


Swedish Motor Inc. 
3301 12th St., Houston, Texas 
9-4501 


VOLVO 


ners. 


Father's Day 
Classy Auto Seat 


Offered Gifts 


With eye the Father’s Day 
trade, Hickok Mfg. Co., Rochester, 
Y., turning out 250,000 at- 
tractively styled auto seat belts, 
hoping that youngsters will give 
them Dad gifts. 

John Moore, safety adviser 
Ford Motor Co. and the Defense 
Department, believes the “fashion” 
appeal will help break down con- 
sumer resistance and increase 
usage the belts. 

Moore predicted that seat-belt at- 
tachment points will standard 
equipment all domestic mod- 
els, which would lower the retail 
price the belts. Long seat-belt 
advocate, Moore formerly headed 
automotive crash injury research 
Cornell University’s Medical Re- 
search Laboratory. 

* + 


New Hampshire Doubles 


Aid for Driver Training 


State aid for driver training 
New Hampshire’s public and pa- 
rochial schools will doubled this 
year from $10 $20 pupil, ac- 
cording Gov, Wesley Powell and 
Motor Vehicle Commissioner Fred- 
erick Clarke. 

The allotments come from spe- 
cial traffic-safety fund established 
with income from initial license 
Plates which sell for each. 
Clarke said the number users 
the initial plates about 10,000. 

* + * 


Firms Receive 
Safety 
Service Award 


Six automotive companies have 
received the National Safety Coun- 
cil’s 1959 Public Interest Award for 
exceptional service safety. 

Capata Co., auto dealer- 
ship Santa Monica, Calif., spon- 
sored round-the-clock traffic-safety 
bulletins radio station. 

Chevrolet sponsored frequent 
references safety its network 
television shows and radio news- 
casts. 

Hertz Corp. produced film 
the history highway safety. 

Hoseth Auto Electric, Rapid City, 
D., sponsored daily radio show 
touching traffic and seasonal 
safety topics. 

Mack Trucks, Inc., took radio 
time the NBC pro- 
gram stress the trucking indus- 
try’s safety records. 

Thomson Brake Alignment, 
Emporia, Kans., devoted percent 
its advertising budget safety 
promotion its radio shows. 

The Public Interest Awards also 
went two news wire services, 
daily and weekly newspapers, 
five radio and four television net- 
works, 144 radio and sta- 
tions, one radio-TV syndicate, 
general and specialized maga- 
zines, six labor publications, 
advertisers and outdoor adver- 
tising companies. 


* 
Southern Calif. Auto Club 
Offers Speed Zoning Book 


“Unrealistic speed zones create 
driving hazards and make mock- 
ery law enforcement,” according 
John McDonald, engineer 
with the Automobile Club South- 
ern California, 

The club published booklet 
titled “Speed Zoning Why and 
How,” which available persons 
interested the engineering and 
safety aspects the problem. 


Antismog Device Law 
Urged Cincinnati 


CINCINNATI, Councilman 
Charles Taft has recommended 
that $10 device reduce smog 
factory installed every new 
car sold here. 

The device was described 
metal tube with regulating 
valve which returns most the 
vapor, caused gasoline mixed 
with air, the engine where 
used up, City Manager 
Harrell said work the pro- 
posed ordinance would delayed 
until learned when and 
where the device will com- 
mercially available. 


i- 


New... 


Contest Pick 
‘Miss Autolite’ 


TOLEDO.—Autolite spark plug 
dealers across the nation have 
joined star Dave Garroway 
$150,000 sweepstakes select 
“Miss Autolite” for 1960, She will 
chosen from girls represent- 
ing various sections the country. 

Duffy, replacement sales 
director, Electric Autolite Co., said 
the selection will the form 
contest for both spark-plug deal- 
ers and wholesaler salesmen. How- 
ever, said, only dealers may vote 
the event, 

said that voting for Miss 
Autolite, dealer must give five 
reasons why recommends Auto- 
lite plugs, for which can win 
one $150,000 worth prizes. 

7 


Warehouse Distributors 


Listed AWDA Directory 

KANSAS CITY.—A directory 
titled “Who’s Who Warehouse 
Distribution” has been published 
the Automotive Warehouse 
Distributors 

free copy may obtained 
writing AWDA headquarters, 
6314 Brookside Plaza, Kansas City 
13, Mo. 

* * * 


Bermuda Trips Won 


Gates Rubber Promotion 


DENVER.—Nine automotive 
jobber salesmen, top winners 
Gates Rubber Co.’s sales promo- 
tion, received trips Bermuda 
with their 

There were many other winners 
the contest, which had total 
150 prizes, plus large number 
qualifying prizes, Gates spokes- 
man said. 

* 


Canadian Group Asks Repeal 


Resale Price Maintenance 


OTTAWA, Ont.—The Canadian 
Automotive Wholesalers Manu- 
facturers Assn, has endorsed the 
call Justice Minister Ful- 
ton for repeal resale price main- 
tenance provided the Combines 
Investigation 

The CAWMA said the amend- 
ments proposed Fulton were 
step the right direction.” 


Mustang Engine Intensifies 


Quality-Control Operations 
GARLAND, Tex.— Mustang En- 
gine Division, Rebuilders, Inc., has 
announced new plan says as- 
greater quality control 


Deluxe Models 
Called Top Choice 
Compact Buyer 


NEW YORK.—The public may 
say wants more austere compact 
cars but the deluxe models are out- 
selling the stripped versions, ac- 
cording the American Iron 
Steel Institute’s Committee 
Stainless Steel Producers. 

committee spokesman said the 
deluxe Corvair outselling the 
stripped model two-to-one; the 
austere Falcons and Ramblers are 
outnumbered the deluxe models 
four-to-one margin, and the 
Valiant higher-priced models are 
running neck-and-neck with the 
regular models. 

added that Studebaker-Pack- 
ard Corp. proved the same point 
1957 with its Scotsman model. 

“The Scotsman, car completely 
without brightwork, helped Stude- 
baker determine public attitude 
toward austere economy 
said. “Sales the Scotsman 
proved that there was little demand 
for such automobile.” 

Big sales stainless steel grilles 
for the front end the Corvair 
are additional proof that most buy- 
ers shun austerity, said. 

“The stainless grilles give bright 
emphasis the unadorned front 
end the car, styling accent that 
people feel needed,” 
said. 
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Parts and Accessory Distribution 


the production its car and truck 
engines. Frank Schmitt been 
named supervise the expanded 
inspection operation. 

Under intensified inspection 
plan, every part and every opera- 
tion will checked and rechecked 
for greater accuracy and precision 
under skilled machinists and vet- 
eran engine builders, said 
Dunmore, executive vice-president. 
New equipment specially 
designed for closer inspection 
vital engine parts have been in- 
stalled, added. 

* * 


New Sales Regions Set 


Aluminum Industries 


CINCINNATI, Aluminum In- 
dustries, Inc., has established three 


new regional sales divisions, ac- 


cording Kennedy, vice- 
president. 


Sharp has been appointed 


for one these 


fabulous 


SARAN 


Like 
vacations! 


How would you like winter cruise 
through the Caribbean, and sum- 
all-expense-paid vacation trip 
London, Paris, Rome? These are 
your first prize choices the 1960 
SARAN seat cover “Live Like 


Millionaire” contest! 


manager the Eastern and Cen- 
tral region; Roy Davis South, 
Southwest and Lower Midwest 
manager, and Dave Sutter 
Western manager. 


Goodyear Ups Whisler 

AKRON.—K, Whisler, veteran 
dozen years with Goodyear 
Tire Rubber Co., hag been pro- 
moted manager auto jobber 
sales for the Industrial Products 
Division, succeeds Amos 
Steele, who retiring. 


Michigan Sales Rep Named 


NEW 
Metal Products Co., Inc., manufac- 
turer stainless steel and nylon 


ASAP Meeting— 


Representatives Division, General Motors Corp., Anderson, Ind., and 
fasteners, members Automotive Service Assn. Philadelphia, pause before the start 
has appointed meeting. From left, are Conrad Lee, Philadelphia assistant zone manager, 
Jensen Co., 2842 Grand Blvd.,| United Motors Service; Robert Sheets, Delco-Remy assistant service manager; Art Stuff, 
Detroit, Michigan sales regional service engineer; Keith Fox, United Motors zone service manager; 
sentatives, Clifton Cage, ASAP president, and Letts, ASAP director. 


SARAN 


Other prizes, too! calypso 


all-expense-paid vacation New 
your choice over nationally 
advertised prizes from the big 
SARAN “Live Like Millionaire” 
prize book. 


It’s easy win! All you sell 
top-profit SARAN seat covers 


(that’s easy enough, isn’t it?) 
then complete simple limerick. 
The more SARAN seat covers you 
sell, the more opportunities you have 
win. 


get busy! Sell SARAN, Amer- 
ica’s favorite seat cover 
the seat covers that won’t sag, soil 
fade—even after years 
the bright, easy-cleaning seat covers 
with the proved quality. And ask 
your seat cover supplier for details 
how you can participate the 
SARAN contest! 


See Dow Hour 
Great NBC-TV 


THE DOW CHEMICAL COMPANY MIDLAND, MICHIGAN 
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Interview with 


Lowdown Leasing 


(Continued from Page 16) 
resale his local customers, but 
also through additional retail 
ness that enjoys through dealing 
with employes headquarters of- 
fices, branch offices and clients 
his community who have higher 
degree confidence this partic- 
ular dealer through his association 
with PHH than they might have 
through some other dealers. 

Q—Does that mean that 
makes more money off the PHH 
deal than does off his average 
retail deal? 

simply means that 
comes out better the average 
PHH deal than does the 
average fleet deal. One thing that 
that the average PHH dealer will 
handle from 200 more than 500 
transactions given year, and 
has opportunity for making 
back the others. isn’t 
reliant one particular deal alone. 
viewpoint: How can come out 
the end the year with PHH? 

look from the same 
point view, consider 
it’s absolutely essential that 
dealer rewarded for services 
rendered. require higher type 
service from the dealer than some 
volume buyers. 

think that the salesman 
important guy. want him 

handled with kid gloves 
the dealer way that will con- 
serve the salesman’s time; 
way that will make the salesman 
feel like citizen and 
not the product some profitless 
purchase which makes easy for 
the dealer push the car out 
without adequate servicing, clean- 
ing anything else. would 
possible, course, buy cars 
from dealers clean-deal prices 
and buy only one two year, 
still getting the clean-deal prices, 
but this wouldn’t very profitable 
the 


PHH Deal 

have heard that the 
dealer gets $200, plus $25 make- 
ready invoice. this the same 
ferent when there will tradeins 
involved 

A.—The profit new car 
where used car involved 
$225 plus $25 make-ready. The 
profit clean deal where there 
used car involved $85, plus 
$25 make-ready. The difference be- 
tween the two $140. The $140 
reimburses the dealer for the addi- 
tional problems involved, addition- 
investment involved, not only 

used car but facilities for 
reconditioning used cars and sell- 
ing them. 

Obviously, are buying the 
services another end his busi- 

when sell him used car, 


opposed simply buying new 


car, which any one 40,000 dealers 
car, can’t anything. 

Q.—When the dealer delivers 
new car you, the date that 
the car comes back him de- 
termined that point? you 
decide, does the salesman decide, 
what determines when the car 
goes back? 

A.—The dealer has nothing 
with it. decide when replace 
the car the basis our analysis 
the used-car market and cost 
repair the tires and then decide 
should say recommend replacement 
our client, Now, the client de- 
cides whether replace not 
replace. Usually they follow our 
recommendations. 

Sometimes they temper our rec- 
ommendations, which are based 
solely statistics, with judgment 
that they consider the 
salesman himself, his own needs 
and whether his territory being 
changed; perhaps being pro- 
moted into job where car will 
required, 

Once the client decides replace 
it, they send requisition for 
new car replace car. Then 
finally decide the price the 
dealer will pay for this car. 
Then and only then, after de- 
termine should replaced, not 


used Chevrolets back? What 
the solution from the dealer’s 
standpoint? 

A—Because the dealer’s used 
cars, rather the cars that 
replace, are assorted for the dealer 
certain extent, are very 
observant the dealer’s used-car 
requirements. know can 
overload him giving him too 
many particular model but 
our fleet represents all types in- 
dustry and all makes and models, 
body styles and equipment that 
the problem assortment isn’t 
rule very grave problem. 

Cars are ordered the sales- 
man and initiates the whole 
process indicating that 
wants, for example, his choice 
Chevrolet, Ford Plymouth, and 
gives his address that time. 
From then on, automatic. 

Q.—Let’s say that the West 
where the towns are little far- 
ther apart one area, all your 
cars now are either Fords 
Chevrolets, Say that Boise, Id., 
you put out Chevrolets and 
Fords. Would you not make 
effort see that the Chevrolets 
back the Chevrolet dealer and 
the Fords back the Ford 
dealer? would you attempt 
mix them for each dealer? 

would mix the two be- 
cause the Ford dealer, order 
operate proper used-car lot, has 
got have Chevrolets. They are 
pretty hot merchandise any 
used-car lot. not afraid 
buy Chevrolet, matter what 
kind new-car franchise has, 
and similarly the Chevrolet dealer 
must have balanced inventory. 

only one make used car. And 
besides, the example you mentioned 
doesn’t happen because the cars 
Boise, Id., are assorted according 
the salesman’s 
Therefore, will have Chevrolets, 
Fords and Plymouths the same 
Boise you would any other 
city the might add that 
another thing that assorts the used 
cars that some them are one 
year old, some are two and some 
three years old. 

the dual price? 
Can the dealer elect the used car 
wants, can elect take 
only clean deals? so, what 
happens with used cars? 

A.—No, may not elect. has 
nothing say about the ways the 
cars are sorted. When sign 
dealer, signs memorandum 
understanding—not contract. 
But the memorandum under- 
standing includes, among other 
things, agreement buy all 
our used cars and deliver all the 
new that ordered. 

Now, out fairness him, 
try give him representative 
share clean-deal business that 
don’t give all the clean deals 
one dealer and all the trades 
another dealer. That something 
can control and control 
the best our ability. But 
the dealer accepts all the orders 
send him, whether they are 
clean deals trades. 

notice that your list 
dealers, they are all Chevrolet, 
Ford, Dodge, Plymouth, 


Battery-Powered Truck Bows— 

The Smith's Commuter delivery truck, due enter the United States market later on, 
will displayed for the first time this country the British Exhibition New York, 
June 10-26, Manufactured Smith's Delivery Vehicles, Lid., Gateshead, England, the 
battery-electric trucks were introduced Canada several years ago. Shown one 
Smith dairy trucks operating Hamilton, Ont. 


the time the new car deliv- 
ered. Right now, for example, our 
buyers are negotiating used-car 
prices for all the they will 
replace the month May. 

much advance notice 
does the dealer get when has 
used car coming fleet 

A.—Well advance negotiat- 
ing, start placing orders with 
dealers for the new 
cars, and the same time give 
them description the used cars 
that these new cars are replacing. 

agreed upon yet. are placing 
orders merely faith and experi- 
ence, knowing that will event- 
ually get together with the dealers 
the price for October, 
order the new car far ad- 
order that the dealer may order 
from the factory the way want 
equipped, the color and on. 

This that the factory can 
build and have the dealers’ 
possession for delivery the 
month October. Now toward the 
end the previous month, 
September, the buyers will begin 
negotiate prices orders al- 
ready the works, speak, 
and the dealers and the buyers 
have every reason believe that 
they will able get together 
with dealers opening prices, 
one, two and three-year-old Chev- 
rolets, Fords and Plymouths, They 
order them start the new season. 

the buyer cannot get together 
with the dealer for some reason 
other, the delivery the new car 
held until does agree 
used car price—or they may 
and replaced re- 
ordered from another dealer. 

say that you have 

dealer who delivering cars 

you through applied reserva- 

tions, like fleet, and might 

dealer who delivers, say, about 

Chevrolets. Some the sales- 

men get transferred, shifted 

around and on. When the 

used units come in, there 

chance will take back, let’s 

say, Chevrolets, Fords, five 

Plymouths; does have live 

with the non-Chevrolet trade 


100 Top Salesmen 
For Chrysler Win 


Jamaica Vacations 


DETROIT.—The nation’s top 
Chrysler-Imperial salesmen and 
their wives will spend five days 
Jamaica, British West Indies, this 
spring. 

The vacation trip scheduled for 
Apr. through May The guests 
are “centurions” Chrysler-Imper- 
ial division’s Medallion Club—the 
100 top salesmen for these lines 


announcing the awards, Clare 
Briggs, Chrysler-Imperial gen- 
eral manager, noted that there are 
“extra rewards selling automo- 
biles, well substantial annual 
income, for those who have the 
knack, perseverance and training.” 


Honest, 


Innocently enough, Road Track maga- 
zine devoted portion its May 
the International Auto Show. Tucked 


away among descriptions compact, 


economy and sports cars was photo and 
description the mythical 
subcompact car, the Cyclops Letters 
asking information and addresses 
dealers have swamped the magazine. Its 
editors want make sure that readers 


understand that Cyclops doesn't exist. 


They also disclose that Cyclops was the 
brain child two former General Motors 


stylists thwarted their enthusiasm for 


small cars. 


client wants another make, how 
you fill the order? 

bid basis. The client 
who wants Oldsmobile, for ex- 
ample, would get bids maybe from 
two Oldsmobile dealers, and the 
business would the low bid- 


der. 


PHH Picks Best Bid 
Q—Who decides which the 

best deal, PHH the client? 
decide because our 
clients delegate authority 
make such decision their be- 


half. are, effect, spending 


their money and they have confi- 
least well they might spend 
themselves, Therefore, the deci- 
you know, the automobile indus- 
try, decisions have made 
pretty fast order get things 
accomplished. 

Q—Why don’t you sell, 
rather buy, Chevrolets and Fords 
bid basis? Wouldn’t this 
possibly cheaper way ob- 
tain the car than the $225 tab? 

A.—We buy Fords and Chev- 
rolets bid basis. pointed 
out earlier, the dealer the given 
area has demonstrate that 
can pay better used-car prices, 
least good any other 
dealer the area, vulnerable 
losing the business some other 
dealer can pay better prices. 

are not the least interested 
the sharp-shooter who comes 
our doors and offers pay sub- 
stantially more for used cars sell 
new cars for less, because know 
pretty well trying get into 
the door and are not interested 
that kind operation. 

shows signs permanency, 
that when are interested. 
just want reemphasize, 
buy and our dealers don’t have 
easy job this may They 
are their They are doing 
outstanding job but they are 
also doing outstanding job 
the retail business their com- 
munities. 

Q—In effect, when you are 
giving the flat figure over invoice 
the new car and then setting 
the predetermined price the 
used car which the dealer must 
accept, are you not the one who 
doing the bidding and the 
dealer either accepting getting 
out the PHH business? 

A.—No, not all. think 


right for man own 


property and decide how much 
going accept for the property 
wants sell, And that pre- 
cisely what do. decide when 
the price right and, when 
right, sell it, isn’t right, 
don’t it. 

have been known recent 
years abandon replacements 
automobiles, particularly late- 
model cars, simply because the 
price hasn’t been right. just 
stop and drive the cars longer until 
the price adjusts itself what 


think adequate keep deprecia- 
tion the minimum relation 
the usage the car you are going 
have take, mileage and things 


that nature. 


* * * 


Fleet Operation Detailed 

you tell what 

involved fleet management? 

A.—Generally speaking, there are 
two major fields which fleet 
management concerned, One 
concerned with establishing suit- 
able car plan under which the 
Salesman can supplied with 
car basis both pleasant 
him and profitable his company. 
The other part has with 
setting organization ad- 
minister the fleet. This includes; 
well, might explain better 
giving you brief rundown our 
own organization. 

have department which de- 
votes its entire time the pur- 
chase new cars and the sale 
used and establishing and 
maintaining relations with dealers 
the motor companies. 


have another department 
which devotes its time estab- 
lishing and administering plan 
for reviewing salesmen’s car ex- 
each month and for report- 
ing our client’s management, re- 
gional district sales manager 
and even the salesmen themselves 
information how much costs 
operate his own car. 

have another department 
which concerns itself with strict- 
fleet-management problems. 
This department will sit down 
with client and evaluate any- 
thing that can conceivably 
wrong with fleet operation and 
recommend course action 
improve it. 

Another department devoted 
entirely licenses, registrations, 
legal and tax problems. very 
highly specialized field and one 
that growing complexities 
cities and state governments par- 
ticularly are finding more ways 
tax automobiles and their compon- 
ents. 

have another department 
which publishes manuals, let- 
ters, and other pieces various 
times, which are intended in- 
form and educate our clients and 
keep them abreast the times 
things interest fleet users 
generally. 

Perhaps the most complicated 
all our financial and accounting 
department. The department 
primarily involved establishing 
and maintaining with 
lenders who supply the millions 
dollars necessary finance the 
purchasing mobile equipment 
under our leasing plan and set 
the procedure for keeping track 
57,000-fleet inventory, making 
monthly billing, and on, paying 
dealer’s invoices and what have 
you, 

have data-processing unit 
which equipped with the latest 
electronic equipment and used 
develop expense analysis various 
times help determining 
when cars should replaced 
order keep depreciation, repairs 
and tire costs minimum and 
answer any other questions too 
numerous mention factual 
basis. 

additional supplementary serv- 
ice. Our primary business 
supply corporations fleets 
cars for use their 
salesmen other travelling rep- 
resentatives and then supply 
also the services administer 
these fleets. 

company sufficient work- 
ing capital, wishes employ 
some working invest 
these fleets, that quite satisfac- 
tory with the other hand, 
the trend these days for com- 
panies freeze their working cap- 
ital for use expanding their 
business and for each company, 
have developed the leasing plan 
which originated 1947 when 
working capital was extremely 
tight following the end World 
War 

available from have also 
expanded the leasing service in- 
clude mobile equipment, other than 
automobiles, However, provide 
fleet management service for 
mobile equipment other than pas- 
senger cars. don’t know any- 
thing about truck-fleet manage- 
ment and don’t pretend to. 


MAKING CARS EASIER 
BUY AND EASIER 
HAS BEEN OUR BUSINESS FOR 
OUR LEVEL BEST MAKE 
THE ASSOCIATES BRAND 
SERVICE AUTO FINANCING 
EVEN BETTER DURING THE 


ASSOCIATES 


Investment Company South Bend, Indiana 


ASSOCIATES DISCOUNT CORPORATION 


ASSOCIATES DISCOUNT (CANADA) LTD. EMMCO INSURANCE CO. 


| 
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Harger-Haldeman Opens Third Deal— 
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Lining the grand opening the third Harger-Haldeman Plymouth-Chrysler- 
Imperial dealership, are from left, Covin Doughty, comptroller; William Neale, sales 


vice-president; Verne Orr jr.; George Harger, president; Verne Orr, sr., and Miller, 
newest showrooms are 337 West 


general service manager. 
Colorado, Pasadena, Calif. 


Capsule Reports 


Auto News Brief 


NEW YORK.—American Airlines’ 
airfreight sales department has 
been realigned along individual 
“product” lines, according 
Taylor, cargo sales and service 
vice-president. Four “product” lines 
have been established. 


The new directors and their posts 
are Angier, distribution con- 
sulting service; John Kersey, com- 
mercial airfreight sales, and 
Carota, forwarder and interline 
airfreight sales. The fourth post, 
director military airfreight sales, 
will filled later, Taylor 


* * * 

Dunlop Space-Saving Spare 
Uninflated Until Needed 

BUFFALO.—Dunlop Tire Rub- 
ber Corp. has announced the devel- 
opment new spare-tire assem- 
bly that looks like flat tray 
its uninflated state. 

The space-saving spare consists 
steel disc that has holes 
match the wheel studs the car 


and carries narrow-section tube- 
less tire. The tire inflated when 
needed with gas from carbon- 
dioxide bottle supplied with the 
unit, conventional inflating 
equipment can used. 

* OK * 


DeVilbiss Moves St. Louis 


TOLEDO.—The St. Louis factory 
DeVilbiss Co. has moved 
new building the Page Indus- 
trial Center 1501 Fairview, St. 
Louis. The new building houses the 
area sales office, engineering and 
service center and provides ware- 
house space, 

Rochester Products Reports 


Record First-Quarter Sales 

sales for the first quarter 1960 
for the Rochester Products Divi- 
sion, Motors, have been 
announced General Manager 
Wallace Wilson. 


Sales were percent above the 


Brand Names give you faster turnover 


What can anyone really tell you about Brand Name products. You know the reputations 
their manufacturers build. And you know the intense loyalty advertised Brand Names in- 
spire consumers. You see every day. why not build your business Brand Name 
products? They are the pre-sold, the preferred products! It’s just good sense stock the 


Brands you know will sell. 


The Brand Name maker puts out good, consistent product, which strives constantly 
improve. always first with new ideas. And his products help your business maintain 
quality reputation. know your Brand Names, and stock the Brands you know will sell. 

Enroll Now the Brand Selling Program! B.N.F. will supply you each month with infor- 
mation, ideas, and tie-ins special promotions. charge B.N.F. member firm sponsors 
you. Write the Foundation for list those firms and more details. 


Brand Names Foundation, Inc., 437 Fifth Avenue, New York 16, 


LOOK FOR 


CONFIDENCE 


MEMBER OF 


BRAND 


FOUNDATION, INC, 


SATISFACTION 


previous high established during 
the first quarter 1957, and 
percent better than the comparable 
1959 period, said, Included 
the first quarter was record sales 
month January, which was more 
than percent greater than the 
previous top month January, 
1957, added. 

* 


American Airlines Convert 
More DC-7s for Cargo Use 


NEW YORK.—Five more DC-7 
passenger airplanes will con- 
verted all-cargo configuration, 
according American Airlines. 
The conversion will bring the 
number DC-7Fs will have 
its all-cargo fleet the end 
1960, the airline said. 

American now has five DC-7Fs 
scheduled service, and five more 
are being converted the Douglas 
Aircraft Co. plant Santa Monica, 
Calif. Douglas also will handle the 
conversion the additional five 
planes, the airline said. 

+ 


Congressman’s Imperial 
Delivered Plant 


DETROIT. Rep. and Mrs. 
Wayne Aspinall, Palisade, Colo., 
took delivery new 1960 Impe- 
rial the Imperial plant Dear- 
born, Mich. 


They were the first owners 
take advantage Imperial’s new 
customer drive service the plant. 
Their car was purchased Lay- 
cock Motors, Inc. (Chrysler-Impe- 
rial), Grand Junction, 

* * 


Resolute Honors Espinola; 
Hits Million Premiums 


Espinola, 
Rhode Island resident 
dent Resolute Insurance Cos., 
has been honored for producing 
million insurance premiums. 

was awarded Million Dollar 
Club plaque Resolute President 


tation. 
ok 


Kentucky Legislature Enacts 
Brake-Fluid Inspection Law 


FRANKFORT, Ky.—A hydrau- 
lic brake-fluid inspection was 
among safety legislation passed 
the 1960 Kentucky Legislature. 

Effective Sept. the law 
modelled after 
code specifications. requires 
that every manufacturer who 
sells, offers for sale, produces, 
uses any hydraulic brake fluid 
Kentucky submit laboratory re- 
port from independent and 
qualified laboratory the Ken- 
tucky Department Public 
Safety before Sept. The lab re- 
port must show conformity the 
product approved with SAE 
70-R-1 standards. 

* 


Oil Industry Sees Big Losses 
Trend Economy Engines 


NEW auto makers 
have their way, “economy” engines 
could cost the oil industry billion 
the next five years, according 
Petroleum Week. 

The manufacturers are asking 
oil refiners step octane ratings 
regular gasoline order 
satisfy claims made for the econ- 
omy engines, the publication said, 
and they want the hike octanes 
without any extra cost the car 
owner—which would very costly 
the oil industry. 

* * 


Plant Expansion Completed 
Schofield Manufacturing 


CLEVELAN D.—Expansion 
production facilities has been com- 
pleted Schofield Mfg. Co. here. 

Schofield, producer body re- 
placement panels, celebrated its 
15th anniversary last year. 

* 


Assists Hospital Fund 
San Leandro, Calif. 


SAN LEANDRO, Calif—General 
Motors has contributed $45,000 
the San Leandro Memorial Hospital 
building fund, according Joseph 
Patton, hospital board president. 

The gift from was presented 
Miller and Nathan Koch, 
managers the Fisher Body and 
Chevrolet plants, respectively, 
Oakland. 


The symbol that you Chevrolet dealer assign 
superior used cars the most consistent customer 
attraction the business. For years now has meant 
that the car that wears the has been thoroughly 
inspected, reconditioned for value, safety and perform- 
ance, and honestly described. And how the used car 
buyer knows it! reminded the full meaning 
the sign almost daily through powerful national 


advertisements Chevrolet runs help your sales pro- 
grams. And because there are nearly 3,000,000 more 
Chevrolet cars and trucks the road than any other make, 
it’s only natural the used car buyer turns Chevrolet 
dealer and the sign for wider selection and better 
buys. Yes, the well established the public mind 
and it’s exclusively yours from Chevrolet! Chevrolet 
Division General Motors, Detroit Michigan. 


CHEVROLET 


Chevrolet dealers are with custemers because customers are No. with Chevrolet dealers 


* 
| 
| 
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Auto Advertising 


Big Three Top... 
Three car manufacturers 
eral Motors, Ford Motor Co. and 
the leading users newspaper 
space among national advertisers 
1959, according figures re- 
leased the Bureau Advertising 
INGS lishers Assn. 
percent over its 1958 expenditure, 
last year. year earlier spent 
ARGEST AND MODERN Ford Motor’s outlay $19,679,542 
LARGEST 1959 was 1.6 percent decrease 
from the $20,000,024 spent the previ- 
ous year, and Chrysler’s $17,193,094 
spent newspaper advertising last 
year 7.1 percent hike from 
the $16,049,691 spent 1958. 


Showing the biggest percentage 
increase among the car manufac- 
turers was American Motors. 
spent $8,507,433 newspaper ad- 
percent increase over its 1958 ex- 
penditure $4,295,899. also 
jumped from seventh place 
the standings. 

Studebaker-Packard Corp. upped 
its expenditures 36.7 percent from 
$2,738,153 1958 $3,743,778 
1959, and also improved its rating 
climbing from 39th 26th place 

Expenditures for space all 
national advertisers last year 
totalled $772,905,000. Adding the 
usual production factor 6.9 per- 
cent brings the figure $826,000,- 
000, increase 7.5 percent 
over 1958, the Bureau said. 

The automotive classification 
spent $178,460,000 newspaper ad- 
vertising 1959 record 12.1 
percent increase over the 1958 ex- 
penditures $159,227,000. 

the total, new-car advertising 
accounted for $96,461,000, 19.4 
percent over the $80,756,000 spent 
the medium 1958. 

further breakdown expendi- 
tures the automotive classifica- 
tion showed $25,999,000 spent 
gasolines and oils 1959, compared 
with $28,613,000 year earlier; tires 
and tubes from $7,958,000 $9,- 
568,000; trucks and tractors off 
from $4,893,000 $3,331,000; parts 
and accessories from $1,930,000 
$1,963,000; aviation from 
$712,000 $1,025,000, and miscel- 
laneous from $34,365,000 $40,- 
113,000. 

General Electric made the best 
showing among the suppliers the 
auto industry, finishing 11th 
place with expenditure $7,591,- 
773 1959. 1958, the company 
finished 10th place but spent only 
$7,004,632 newspaper advertising. 

Elsewhere among the suppliers, 
Standard Oil Co. Indiana drop- 
ped from 27th 32nd place 
the standings but upped its ex- 
penditures from $3,231,748 1958 
$3,252,097 last year; Goodyear 
Tire Rubber Co. climbed from 
40th 34th place and increased 
its expenditures from $2,665,044 
$3,207,669; Socony Mobil Oil Co. 
declined from 37th 38th place 
but increased its promotions ex- 
penses newspaper from 
019 $2,850,711. 

Shell Oil Co. climbed from 44th 
40th place increase from 
$2,465,433 $2,566,606 advertising 
expenditures; Standard Oil Co. 
New Jersey went from 26th 
place its expenditures declined 
from $3,305,724 $2,175,411; Stand- 
ard Oil California climbed from 
56th 55th place increase 
from $2,047,000 $2,087,706; Fire- 
stone Tire Rubber Co. climbed 
from 89th 62nd place in- 
crease from $1,199,540 $1,954,355. 
Sun Oil Co. dropped from 
66th place its newspaper adver- 
tising expenditures declined from 
$2,232,172 $1,892,928; 


ADVERTISEMENT 


“MANY WASH AND POLISH JOBS HAVE BEEN SAVED our Child- 
ers Carports,” reports Peuser Bill Peuser Chevrolet-Buick, Paola, 
Kansas. “Childers Carports dress the looks our lot considerably, too.” 
Read how Childers Carports can cut your clean costs and make your lot 
outdoor showroom Page 


1960 
Automotive News 


ALMANAC 


Order one now for your: 


SERVICE DEPARTMENT 
SALES DEPARTMENT 

ENGINEERING DEPARTMENT 
LIBRARY 


$2.50 PER COPY 


crease from $1,872,567 $1,806,412; 
Goodrich dropped from 57th 
72nd place its expenditures 
declined from $1,987,670 $1,758,- 
200; Simoniz Co. climbed from 
77th place increase from 
$1,264,883 $1,686,887, and Alumi- 
num Co. America finished 
100th place with 1959, 


dipped from 63rd 70th 


compared with $980,553 1958, 
when was unranked. 


* * 
“Cowboy” Tops Ford Films 

“The American Cowboy,” film 
about life modern ranch, en- 
tertained 2,300,000 the nearly 
34,000,000 persons who viewed Ford 
Motor Co.’s documentary, travel 
and educational motion pictures 
during 1959. 

Seven other Ford films also at- 
tracted audiences more than 
1,000,000 each, including “The 
American Road,” documentary 
history the growth automo- 
tive transportation. 

Next life ranch, Ford film 
audience interest 1959 focused 
most survival today’s Ameri- 
highway. The company’s 
safe-driving movies were viewed 
total 8,400,000 persons. 

More than 500,000 showings 
Ford films were reported during 
the year such audiences 
schools, churches, farm and youth 
groups, fraternal and civic organi- 
zations. 


Ford Dealers Have Hit 


Ford dealer associations New 
England and Pittsburgh are spon- 
soring portions radio and tele- 
vision broadcasts baseball 
games the Boston Red Sox and 
Pittsburgh Pirates. 


* * * 
Chrysler Dealers the Air 


Business News now sponsored 
five days week the Chrysler 
and Imperial dealers Metropoli- 
tan Detroit over WWJ. 

The first five minutes the 6:30 
p.m. radio show composed 
NBC network financial and market 
news, while the second segment 
features roundup Detroit-area 
business news and personality 
notes. 

Dealers sponsoring the show are 
Krause Brothers Sales Service, 
Detroit; Rollie Barrett, Inc., De- 
troit; Mat Buhl Motor Sales, Wy- 
andotte; Crown Chrysler-Plymouth, 
Inc., Detroit; Fisher-Record Motor 
Sales, Inc., Grosse Pointe; Redford 
Sales Service, Redford; Scribner- 
Bohm Co., Royal Oak; Bill Sneth- 
kamp’s, Inc., Snethkamp Auto 
Sales, Inc., and Thompson-Knowl- 
son, all Detroit. 

ok 
Post Auto Issue Record 
The 36-page Automobile Review 
published April the New 

York Post marked the largest 

automotive section ever publish- 

the paper, according 

Harry Rosen, vice-president. 

The section carried selling mes- 


the automotive field, Rosen said. 
* * * 


Media Notes 


Sports Cars Illustrated reports 
increase 47.1 percent adver- 
tising linage for the first five 
months 1960. The percentage rep- 
resents 59.92 more pages adver- 


Trucking the Air— 


trucking industry officials. 


tising than was carried the com- 
parable period 1959 Valiant 
has scheduled six full pages Hot 
Rod, Motor Trend and Motor Life 
magazines June and July ... 
Hot Rod reports record 22,414 
lines advertising for the May 
issue. Previous high was 18,200 lines 
August, Saturday Eve- 
ning Post reports percent in- 
crease revenue and gain 144 
pages advertising over the first 
six months last year. Linage 
10.6 percent over the first half 
1959. 
* * a 


Personnel Changes 


Herb Ehrlich from promotion de- 
partment creative manager for 
American Home magazine... 
David Allen from public rela- 
tions director 
Sports Car Club 
America 
vice-president 
charge public 
relations and ad- 
vertising for 
Standard- 
Triumph Motor 
Co., Inc. Rob- 
ert Price from 
merchandis- 
ing manager for 

Allen batteries prod- 
uct merchandising manager for the 
Battery Division Electric Auto- 
lite Co. 

John Lingle from merchandis- 
ing manager Electric Autolite’s 
Spark Plug Division product 
merchandising manager for the di- 
vision Karl Chalmers from sales 
manager the Canadian parts and 
service operations product mer- 
chandising manager the Service 
Parts Division Electric Autolite. 


Three new New York sales rep- 
resentatives Guide are Wil- 
liam Stanton, from Eastern 
manager Farm Ranch maga- 
zine; Ernest Pascucci, from adver- 
tising staff Printers’ Ink, and 
Thomas O’Connor, from account 
executive Batten, Barton, Dur- 
stine Osborne. Eugene Bay re- 
joins the staff after tour duty 
with the Marines Robert Wol- 
tering from district sales manager 
for Farm Power Equipment 
magazine Chicago sales staff 
Farm Ranch. 

Fifteen executive changes 
Time, Inc., include Andrew Heiskell 
succeeding Maurice Moore 
chairman, and James Linen re- 
placing Roy Larsen president. 
Moore continues director and 
chief counsel. Larsen becomes 
chairman the board’s executive 
committee Elliot Harris, for- 
merly Newsweek, and Eugene 
Pavey, formerly with Great Ameri- 
Publications, advertising and 
promotion department American 
Home magazine. 

Alan Pearce from national 
sales representative New York 
manager the Detroit office 
General Outdoor Advertising Co., 
replacing Robert Sebert, who has 
been named director general 
Vendor, A., General Outdoor’s 
Mexican affiliate Robert Irons 
advertising manager Standard 
Oil Co. Indiana, replacing Wesley 
Nunn, who retired April 23. Karl 
Mueller replaces Irons assistant 
advertising manager. 


Walter Carey, right, chairman, ATA Foundation, Inc., and Elliott Ewell, executive 
sales vice-president, Mack Trucks, Inc., discuss radio network coverage the trucking 
education series which this summer will renewed for the fifth consecutive year, with 
annual grant Mack the foundation. The radio broadcasts, sponsored jointly 
the foundation and Mack, will beamed over 185-station National Broadcasting 
Co. network and will feature the truck drivers, safety experts and government and 
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among all major magazines 
America—recorded 
first-quarter highs 
circulation 

and advertising revenue 


and advertising pages. 
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Financial 


Purolator Products, Inc., report- 
record-breaking sales $46,- 
percent over the previous year. 
Earnings were $2,055,483, 
$1,620,253 1958. 

James Abeles, president, in- 
dicated the annual report that 
diversification was major factor 
behind increased earnings 1959. 
Increased development markets 
the industrial processing indus- 
tries and the nuclear, aircraft, and 
missile industries added substanti- 
ally sales, said. 

“We are enthusiastic over the 
promise still further growth 
during the 1960s,” Abeles said. The 
immediate prospects for this year 
indicate continuation record 
earnings, added. 

* 


Quarterly Sales, Earnings 
Increase for Sheller Mfg. 


Sales and earnings Sheller 
Mfg. Corp. for the three months 
ended March exceeded those for 
the first quarter 1959 sub- 
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Front 


stantial amounts, Tom Bradley, 
president and chairman, told stock- 
holders the annua] meeting 
Portland, Ind. 

Indicationg are, said, that 
sales for the first quarter 1960 
will approximately percent 
above the $11,330,171 reported for 
the 1959 first quarter. said 
earnings may top the 1959 first- 
quarter earnings $381,935 


Rockwell Sales, 
Profits Set Mark 


Record first-quarter sales and 
earnings have been reported for 
Rockwell-Standard Corp. Col. 
Willard Rockwell, chairman. 


said three-month sales total- 
led $77,425,052, compared with $60,- 
115,910 the like period year 
ago. Earnings rose from $4,825,289 
the first quarter 1959 
$5,379,753 this year, 

analyzing the company’s 1959 
record sales $284 million, Rock- 


well said that business with auto 
and truck makers had increased 
$52.6 million over 1958. 

+* * 


Highway Trailer Industries 
Reports Higher Sales, Profit 


Highway Trailer Industries, Inc., 
reported earnings 1959 were 
$612,622. This compared with earn- 
ings 1958 $271,425. 

Net sales 1959 were $26,550,506, 
compared with $11,613,375 1958. 

+ 


Budd’s Sales Move Upward 
But Profit Slips Quarter 


Budd Co. reported profit 
$2,890,000 sales $96,124,000 
the first quarter, compared with 
earnings $4,214,000 sales 
$79,855,000 the like period 
last year. 

Edward Budd jr., president, 
said the company expects “rela- 
tively good but not tremendous au- 
tomotive production for the cur- 
rent model year.” said the 
company expects good year 
1960. 


* * * 


Black Decker Breaks 


Sales Record Fiscal Half 
Black Decker Mfg. Co., reveal- 


“Now, you sit right down there 
and relax, Mr. Barker, while tell 
you all about our comfortable 
new 


March 27, sales the company’s 
power tool products continued 
break previous records. 

the first half the company’s 
fiscal year, consolidated net sales 
totalled $28,763,487, which was $4,- 
490,268 18.5 percent greater than 
the same period last year and 
the highest for any similar period 
the company’s history. Net in- 


that, the six months from operations for the six- 


America’s modern way doing business 


. 


The NASA-USAF-Navy X-15 manned rocket gets vital part... delivered with jet-age speed AIR EXPRESS 


X-15 part flies first 3000 miles Air Express 


The scene: Edwards Air Force Crack engineers work the clock ready the X-15 
for its flight the brink outer space. engine, built Thiokol Denville, New Jersey, packs 
400,000 punch—more than the power two giant ocean liners! Because accelerated 
assembly schedule, some parts—like this turbine pump installed right the flight line. 
They must shipped fast, with kid-glove handling. 


short, job for low-cost AIR EXPRESS. Give your business 


these advantages, too. Call AiR EXPRESS speed your 
products FIRST FIRST SELL. 


CALL AIR EXPRESS DIVISION RAILWAY EXPRESS AGENCY GETS THERE FIRST VIA SCHEDULED AIRLINES 


month period was $2,797,420, in- 

crease $741,970 percent over 

earnings for the first half 1959. 
* 


Autolite Boosts Sales, 


Profit First Quarter 


Electric Autolite Co. has an- 
nounced that consolidated net sales 
for the first quarter amounted 
$59,776,315, increase $17,887,142 
over the corresponding period 
1959. 


Net earnings the first quarter 
were $2,285,420. For the first quarter 
1959, net earnings amounted 
$1,968,583. 

* 


Shatterproof Glass Reports 


Record Sales, Earnings 


Shatterproof Glass Corp., report- 
record year sales and earn- 
ings for the fiscal year ending Oct. 
31, 1959. 

Sales totalled $17.4 million, com- 
pared with $13.1 million 1958, Net 
profit 1959 was $1,023,000, com- 
pared with $399,812 for the preced- 
ing fiscal year. 

* * 


Borg-Warner Sales, Profit 


Hiked Despite Setbacks 


Borg-Warner Corp. recorded both 
increased sales and profits for the 
first quarter. This was achieved de- 
spite cancellations and deferred de- 
livery many customers when 
business did not materialize per 
the overly optimistic forecast the 
beginning the year, the company 
said. 

Sales totalled $162,022,000 com- 
pared with $149,713,000 during the 
first three months 1959, gain 
8.2 percent. Net income amount- 
$8,319,000, against $7,770,000, 
increase 7.1 percent. 

* * 


Fedders Sales, Earnings 
Climb for Fiscal First Half 


Sales and earnings Fedders 
Corp., Buffalo, for the fiscal first 
half ended Feb. were well above 
those for the corresponding period 
year ago, and six-month earnings 
topped those the first three 
quarters fisca] 1959, according 
Salvatore Giordano, president. 

Net sales for the six-month pe- 
riod were $35,979,216, compared with 
$23,314,119 year earlier. Net in- 
come was $2,487,699, including 
nonrecurring net profit $106,650 
from the sale property. Net in- 
come for the year-ago period was 


$1,026,316. 


Collins Aikman Reports 
Sales, Earnings Gain 


Sales and earnings Collins 
Aikman Corp., manufacturer tex- 
tile fabrics and yarns, gained sub- 
stantially the fiscal year ended 
Feb. 27, according Ellis Leach, 
president. 

“Sales for the year ended Feb. 27, 
approximated $48.5 million and net 
earnings about $1.3 million,” 
said. This compared with sales 
$45,360,129 the previous year and 
net profit $1,168,758. 


McLouth Reports 


Record Earnings 


McLouth Steel Corp. announced 
record net earnings $5,826,974 
the first quarter. 

Cudlip, president and treas- 
urer, said the earnings were the 
highest any quarter the com- 
pany’s history and were 18.6 per- 
cent higher than the $4,192,028 
earned the first quarter 1959. 

Net sales the first quarter 
1960 were $63,528,298, increase 
9.4 percent over net $57,- 
802,749 the first quarter 1959. 

* * 


Pittsburgh Plate Glass 


Tops $158 Million Sales 


Pittsburgh Plate Glass Co. sales 
for the first quarter were $158,- 
200,409, compared with sales 
$110,266,660 during the first three 
months 1959. 

Net earnings were $12,145,496. 
the comparable period 1959, 
net earnings were $3,730,236. 


oodall Industries 


Woodall Industries, Inc., Detroit, 
six-month report (period ended 
Feb. 29), 1960 vs, 1959: Sales $11,- 
710,916 and $11,521,773; net earn- 
ings, $396,650 and $493,838. 


oo 
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SURE SIGN pring 


The Magic Springtime the air! Everywhere see new 
birds and new and everywhere see new inter- 
est car care! With the weary Winter months far behind, 
your customer ready for the new birth beauty that only 
BLUE CORAL TREATMENT brings! 


Your customer will know caught the spirit 
and even more impressed when you remind him 


BLUE CORAL’S priceless protection for LACQUER, ACRYLIC, 
ENAMEL and all fine car finishes the Summer months ahead. 


with the season, suggest this “poem”: 
“SPRING, SUMMER, WINTER, FALL 
BLUE CORAL’S PROTECTION BEST ALL” 


APPLICATION 
No. BLUE CORAL LIQUID can applied hand operation. 


No. BLUE CORAL LIQUID can used with buffing machine equipped with 
sheep skin disc the following speeds: 1200 R.P.M.—1600 and 2700 R.P.M. 


COMPANY FACTORS, INC 


COMPANY FACTORS, INC. Creators the Blue Coral Treatment WHITE PLAINS, NEW YORK 


Official 


George Hattori, left, vice-president, Toy- 
ota Motor Distributors, Los Angeles, 
and Mr. Toyota, president, Toyota Motors 
Co., Tokyo, arrive Chicago and 
are greeted Toyota re- 
gional manager. After visiting the regional 
office, Hattori and Toyota attended the 
International Show New York. 


Save time. Save dollars. BEAR tape does the job right the 
first time. Sticks tight, strips clean. paint build-up. 
Makes curves and contours easy. Does first class job all 
the time. that’s for you—stick with the “trouble-free” 
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Jaguar Sees Banner 


Import-Car News Notes 


Jaguar 
ORTH AMERICAN retail sales 
Jaguar cars 1960, amount- 


ing between $38,500,000 and $44,- 


000,000, were predicted the con- 
clusion the International 
Automobile Show New York’s 
Coliseum Johannes Eerdmans, 
president Jaguar Cars, Inc., 
New York. 

Such prediction, said, 
based upon estimated delivery 


here 7,000 8,000 Jaguar cars, 
which already have been sold 


consumers, Jaguar distributors and 

dealers, and represents increase 

Trends developing the New 

York show, said indicate that 

banner year prospect for im- 

ported cars retailing from $4,500 up. 

* 


Volkswagen 
Washington, 
Inc., Seattle, distributor for 
Washington, Alaska and Northern 


tape. BEAR tape. 


BEHR-MANNING 


NEW YORK 
DIVISION NORTON COMPANY 


TROY, 


Idaho, has moved into new parts 
warehouse and office building 
900 137th St. 

Dean Johnson, president, said 
the move enables the firm keep 
six-month supply Volkswagen 
parts and accessories hand, The 
building contains 28,500 square feet 
warehouse space and 5,440 
square feet office space. 

* * 


Fiat 
der Fiat 2100 the West Coast 
boomed Fiat activity, according 
Charles Nebel, general sales 
manager, Hoffman Motors Corp., 
Western Division. 

said the car “is attracting 
tremendous attention 
showrooms throughout California, 
Arizona and Nevada according 
initial reports.” 

Fiat dealers, said, designated 
the week April “2100 
Week,” the West Coast, during 


BEHR-MANNING PRODUCTS: Coated Abrasives » Sharpening Stones + Pressure-Sensitive Tapes + Floor Maintenance Products 


WORTON PRODUCTS: Abrasives + Grinding Wheels + Machine Tools + Refractories «+ Electro: 
For Export; Morton international inc., Troy, New York, U.S. A. 


te Behr-Manning (Canada) Ltd., Brentiond. 


Chemicals 


which special displays and demon- 
stration rides were featured. 
* * * 


Daimler 
ILLINGSLEY MOTORS, SE. 
Seventh and Hawthorne, Port- 
land, Ore., has been named Pacific 
Northwest distributor for Daimler 
250, 

The firm also handles Borgward, 
Plymouth and Vick- 
erman the manager. 

* 


Simca 
EPRESENTATIVES from 
dealerships, winners Simca’s 
“Parisian sales contest, 
visited Paris landmarks and the 
Simca factory Poissy during 

seven-day round trip. 

Marzelli, Eastern area sales 
manager, was charge the 
group, comprising men and 
women, Dealers the trip were: 

Otto Froriep, Toms River, J.; 
David Gottleib, Hartford, Conn.; 
Young Fredericksburg, Va.; 
Petruzzi, Hammonton, J.; 
Clark, Torrington, Conn.; 
Pasmantier, Elizabeth, J.; Paul 
Monaco, East Hartford, Conn.; 
Johnson, West Reading, Pa. 

Ladd, Carlisle, Pa.; Paul 
Latka, Havre Grace, Md.; 


BRAND 


Naylor, Ann Arbor, Mich.; Hanley 
Taylor, Warren, Mich.; Myron 
Margulies, Miami; Shreve, 
Schenectady, 

Baxter, Cedar Rapids, Ia.; 
James Haffner, Quincy, Harold 
and Jack Friedman, Des Moines; 
Ruebel, St. Petersburg; Payne, 
Weslaco, Tex.; Ferguson, Cor- 
pus Christi, Tex.; Roberts, 
Augusta, Ga.; Lyndon Olson, Waco, 
Tex.; Bob Lloyd, Henderson, 
Tex. 

ders, Kingsville, Tex.; Dick- 
son, Petaluma, Calif.; Carbon- 
neau, Lakeport, Calif.; Rohrer, 
Albany, Calif.; Chadwick, Phoe- 
nix; Cato, Woodland, 

Polacek, Kelso, Wash.; 
Robert Naryo, Hayward, Calif.; 
Ben Voss, Salinas, Calif., and Mrs. 
Chadwick, Tucson. 

* .* 


Skoda 


PPOINTMENT Skoda dealers 

states has been announced 
Amsko Distributors, Inc., New 
York, distributors the Czecho- 
slovakian-built car. They are: 

New York: Ahr Motors, 

Buffalo; Bayside Motors, Inc. 

(Chrysler), Hempstead; Best 
Wholesalers, Brooklyn; Brooklyn 
Motors Corp. (Hillman), Brook- 
lyn; Dutchess Motors, (Jag- 
uar), Pleasant Valley; 
Boulds, Nicholville; Farm 
Home Store, Randolph; Foreign 
Auto Co., Long Island City; Joe 
Heidt Motors (Buick), Suffern; 
Martin Miller, Amenia; Ridge- 
crest Motors, Inc., Rochester; 
Paul Siskind Fine Cars, West- 
hampton Beach; Octavia Motors, 
Inc., New York; Sales, Inc., 
Camden; Charles Walters, 
Rome. 

PENNSYLVANIA: Altemus Motors, 
Inc., Latrobe; Amon Motors, Inc. 
(Oldsmobile), Emsworth; Bruce 
Browne, Inc. (Oldsmobile), McKees- 
port; Bryn Mawr Volkswagen, Inc., 
Bryn Mawr; Drexel Motors, Inc. 
(Volkswagen), Drexel Hill; Frank 
Hays Pontiac, Inc., Williamsport; 
Heinel Motors, Inc. (Dodge), Phila- 
delphia; Highway Auto Sales, Pitts- 
burgh; Hornbeck Oldsmobile, Inc., 
Turtle Creek; John Henry Mo- 
tors, Everson; Laing Motors, Al- 
toona; Mick Motors (Dodge); Cres- 
co; Milt Ziff Motors, Inc. (Dodge), 
Tamaqua; Plaza Auto Sales (Sim- 
ca), Erie; Tilbrook Motors, Inc., 
Carnegie; Trostle Oldsmobile, Inc., 
Butler; Strattan Motors, Inc. (Olds- 
mobile), Clearfield; Unis Auto Sales, 
Aliquippa. 

Bob Campbell Motorama, 
East Liverpool. 

Carmen Motors, 
Ansonia; Community Auto Sales, 
Milford; Frank Buick, Naugatuck; 
Motor Corp., New Milford; 
Parsell’s Garage, Southbury; Per- 
rini Toraya, Fairfield; Norman 
Motor Sales, Hartford; Snow Mo- 
tors, Windsor; Tony’s Auto Parts 
Car Co., Waterbury. 

Mas usetts: Bay Motors Co., 
South Duxbury; Motorville, Inc., 
Springfield; North Weymouth 
Garage, North Weymouth; Peter’s 
Motor Sales, Lynn; Shearer’s Cor- 
ner, Palmer. 

New Anderson Imported 
Cars, Inc., Chatham; Pat Tersigni 
Oldsmobile, Phillipsburg; Royal 
Amboy, Perth Amboy; Royal Pon- 
tiac, Inc., Butler; Steiker Indus- 
tries, Inc., East Paterson; Stillman 
Hoag (Buick), Englewood; Van 
Culin Motors, Inc. (Chrysler), Point 
Pleasant; Woodbine Motor Sales 
(Plymouth), Woodbine. 

Peery Industries, Inc., 
Easton; Summers, Jefferson. 
Allen Cote, Dover. 

Sales, Charleston; City Motor Co., 


Norfolk. 
Kentucky: Dublin Autos, Inc., 
Murray. 
* 
Toyopet 


Japanese-built Toyopet was 
chosen from among Oriental 
products for display during the 1960 
California Spring Garden and 
Home Show which closed May 
the Exposition Building, Oak- 
land. The show’s theme was “From 
Kew Kyoto.” 

* 


Hino Trucks 
INO MOTOR SALES, LTD., 
Japan, announced that its diesel 
trucks are ready for the United 
States mainland. 
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concerned with our corporate image? I’m 
concerned with moving three million dollars worth 
our stuff distributors’ warehouses—so can get 
reorders this Spring. want the New York News because 
has block 2,200,000 exclusive readers, not 
reached other New York dailies. And 65% them are 
families, which good enough for 
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ular applications, Imperial said the 
No. 5-PS kit contains Imperial’s 
new automotive handbook, 16%- 


by-28-inch window banner, Impe- 
rial’s new power-steering 
tion chart and power-steering 


specification chart. 


REPLACEMENT PANEL—A utility fender 
section, the lower rear and center portion 
1955 and 1956 Ford rear fenders, has 
been announced Schofield Mfg. Co., 
1140 222nd St., Cleveland 17, Use 
this latest addition the Schofield 


panels, according the manufacturer, re- 
duces the time required for the repair 
collision rust-out damage Ford rear 
Available either left right 
fender styles, this die-formed section (Cat- 
alog No. P-733) requires considerably less 
time than the cutting and welding re- 
quired other fender repair methods, 
claimed. 


BRAKE SHOE SPRING—A 
brake shoe retaining spring tool that 
said simplify the removal and 
tion retaining springs has been intro- 
duced Herbrand Tools, Fremont, 
According the manufacturer, the tool, 
No. 265, works leaf type 
brake shoe retaining springs. addition, 
eases the removal and installation 
coil-type brake shoe springs, thus com- 
bining two tools one. Either way 
used, the job accomplished with sim- 
further simplify the job, the fool has 
special which per- 
mits the mechanic see when the spring 
retainer fully seated. 


WHEEL COVER—Latest addition the 
NAMSCO wheel cover line four-bar 
spinner design with raised crest hub. 
The spinner die-cast chrome fitted over 
white-enamel and chrome checkerboard 
field. This series available and 
15-inch sizes. NAMSCO, Inc., Bellwood, 


DISTRIBUTOR POINT Snap- 
Gap described breaker point 
gauge that useful setting points 
late cars where distributor location 
hard reach and see. The unit said 
eliminate the need rotate the engine 
prior making adjustments the points. 
There error involved indexing the 
distributor cam the correct 
ment position. The set includes five ring 
sizes and full range feeler gauges 
and companion adapters. The set said 
fit all American cars whose points can 


that said speed and simplify oil seal 
fit all car rear axle housings has been 
announced Chicago Rawhide Mfg. Co., 
1301 Elston Ave., Chicago 22, Ill. sliding 


sleeve with centering cone positions the 
With the RMC Valve Holder Air 
valve can re- sleeve removed, also used for inserting 


oil seals front wheels. Supplied with 
plug removed from the cylinder sizes. 
worked and replaced with RMC 
Air Plug. air hose then attached 
pressure will build holding the 
closed position. The tool fits both 
and millimeter spark plug holes. Male 
connectors are interchangeable for quick 
coupling various type air hose couplers. 


wt Ase 


TRAILER—The Sportable 1000, 
cor trailer, has been announced Master- 
craft Trailers, 222 Middlefield St., 
Middletown, Conn. The unit said 
three trailers one. The basic utility 
trailer, called the Hauler, can con- 
verted into covered carrier, called the 
Porter, into combined sleeping unit 
and carry-all, called the Sleeper. All mod- 
els have 1,000-pound capacity and are 
equipped with 12-volt, dual tail lights 
and directional signals. 


TRANSMISSION JACKS—Two hydraulic 
transmission jack sets for removing and 
installing the Corvair power train assembly 
either floor hoist have been an- 
nounced Blackhawk Divi- 
sion, Blackhawk Mfg. Co., 5325 Rogers 
St., 46, Wis. Set model T-70 
includes double stage hydraulic trans- 
mission jack with accessories that enable 
the user handle Corvair power train 
assemblies well all conventional and 
automatic transmissions for on-hoist re- 
moval and installation, said. The 
two-stage action the T-lift handles truck 
and bus transmissions, differentials and 
clutches. Model T-41, shown above, also 
doubles one-end lift for raising the 
car before removing the Corvair power 
trains. bumper lift adaptor fits the 
T-lift raise either end the compact 
car car-stand height. With two pairs 
model AX-7 car stands supporting the 
vehicle, the Corvair power train adaptor 
replaces the bumper adaptor, and the 


FIRST AID KIT—A weatherproof plastic 
container, all purpose, first aid kit intro- 
duced Forest City Products, Inc., 722 
Bolivar Rd., Cleveland 15, Sealed poly- 
ethylene container said make kit 
sanitary, unbreakable, rustproof and 
dewproof. Contents provide surgical aids 
for minor injuries, including adhesive 
tapes, plastic strips, merthio- 
late, absorbent cotton, first aid instructions, 
scissors, drinking cups and other items. 
This container provides kit for 
the car, shop or home, it le said, 


FLOOR MATS—Doan Mfg. Corp., 1725 
Rd., Cleveland 12, O., has an- 
nounced line custom-fitted Floor Mas- 
ter protector mats for compact Avail- 
able white and black, the front door- 
to-door mats have been designed for the 
Corvair, Falcon, Valiant, and 
Each mat packed eye-catch- 
ing carton with clearly marked identifica- 
tion for each the compacts, said. 


Power-Steering Hose Kit 
Introduced Imperial 


power-steering hose kit has 
been introduced Imperial Brass 
Mfg. Co., 6300 Howard St., Chi- 
cago 48, assembly can removed minutes. 

addition five hose assem-| Service work can done the jack 
blies which cover the most comfortable standing height, said. 


Warning Device 


warning device protect 
stalled cars, day night, has been 
announced Lee Co., 4418 
Woodley Ave., Encino, Called 
“Wiggle features reflec- 
tive plastic, with wide red and 


silver Scotchlite strips, fastened 
flexible spring support which 
mounted large red rubber 
base, highly visible daylight, 
and night the Scotchlite picks 
light from oncoming headlights, 
said. 


HEADLIGHT PANEL—Schofield Mfg. Co., 
1140 222nd St., Cleveland 17, O., has 
announced headlight replacement panel 
for all Fords, 1952 through 1957. Sco-Pan 
P-720 (top) the duplicate the panel 
all 1952 through 1956 Ford models. 
Right hand left hand head lights are 
the same, said. Sco-Pan P-735 (bot- 
tom) duplicates the section all 1957 
Fords. P-735R for right hand and P-735L 
for left hand head 


IMMERSION HEATER For the out- 
doorsman who needs hot water 
hurry, Lafayette Products Sales Corp., 104- 
Dunkirk St., Jamaica 12, Y., offers 
immersion heater. The heater 
plugs into the cigarette lighter outlet 
any automobile and the other end 
goes into the water. Sheathed and sealed 
nickel plated brass, the for 
12-volt 


TIRE CHANGER—The Mark air-pow- 
ered tire changer, marketed Big Four 
Industries, Inc., Foster, O., said pro- 
vide direct thrust, right line with both 
beads. cams, levers, special adjust- 
ments are said necessary. The 
wedge-wing bead breaker said break 
both beads the same time. The opera- 
tor simply flips control through three 
positions: No. locks tire and 
working position; No. breaks beads; 
No. releases wheel for balancing. The 
unit said handle all new rims and 
tires, including the compacts and Volks- 
wagen. 


STEAM 330, 
automatic, gas-fired steam cleaner, de- 
signed especially for auto laundries and 
other automotive shops requiring large 
volumes hot solution together with al- 
most stop-and-go operation, 
has been announced Malsbary Mfg. 
Co., 845 92nd Ave., Calif. The 
unit said deliver 330 gallons hot 
solution hourly. The cleaner may hook- 
available with one 
trolled guns for manual operation. ei- 
ther case, cleaning operations can car- 
ried 100 200 feet from the cleaner, 
inches wide, inches high; net 
weight, 1,200 pounds. 


END LIFT—A major improvement for 
1960 the Ausco hydraulic one-end lift 
semi-pneumatic rear tires. The front end 
has also been restyled eliminate sharp 
corners and for better appearance. Posi- 
tioning said easy due the tires 
and full-swiveling ball bearing front cast- 
ers. Saddle width adjustable and reach 
enough permit lifting factory 
recommended lifting points all 1960 
cars and light trucks and previous models, 
said. Adapters are available for han- 
dling car and light truck transmissions 
and for relieving weight springs while 
vehicle service lift. Auto Specialties 
Mfg. Co., Inc., Joseph, Mich. 


Liquid Spring Shock 
double acting time-delay Liquid 
Spring Shok (Model 151284) has 
been introduced Taylor Devices, 
Inc., 188 Main St. North Tona- 
wanda, 


TOUCH-UP PAINT MoPar Division, 
Chrysler Motors Corp., Box 1718, 
Detroit 31, Mich., has made available 
retsyled touch-up paint applicators and 
merchandising stands for Chrysler Corp. 
cars. The applicator contains nearly three 
times more paint than previously offered. 
improved spiral agitator said 
facilitate mixing and assures more ac- 
curate color match. The long bristle brush 
will not dry when cover closed. 
addition, the cap contains supply 
fine rubbing compound remove fine 
scratches from the car finish and polish 
touched-up areas. Each display stand con- 
sists applicators assorted colors 
for desired car lines. 
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Average Price Used Cars Sold Auction 


(Compiled Automotive News from Auction Reports.) 


Prices added and dropped December, 1959. Prices added and dropped December, 1958. 


Prices marked with asterisk 
indicate unit equipped with 
automatic transmission over- 
drive (ps) indicates power 
steering 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of April 27, Real 
sharp cars were still bringing good prices. 
However, the over-all average prices 
seemed to slip slightly. A good percentage 
of the consignment was only average or on 
the rough side which accounts for the drop 
in prices. Sold 264 cars from 366 consign- 
ments. 


BUICK—’60 LeSabre 2-dr. hardtop, $2,- 
760° (ps); 4-dr., $2,560. 

’59 LeSabre 4-dr., $2,300* (ps), $2,255* 
(ps), $2,100* (ps); 4-dr. hardtop, 
$2,230* (ps), $2,105* (ps), $2,070*; 
2-dr. hardtop, $2,120* (ps); 2-dr., 
$1,805*; Invicta 4-dr, hardtop, $2,- 


290* (ps); Electra 2-dr, hardtop, $2,- 
275* (ps). 

’58 Special 2-dr, Riviera, $1,575* (ps), 
$1,500* (ps); 4-dr., $1,390*; conv., 
$1,570*; 2-dr., $1,340*. 

’57 Super 2-dr., $1,235* (ps); 2-dr. Ri- 
viera, $1,175* (ps), $1,175*; 4-dr., 
$1,095*; conv., $745*; Special 4-dr., 
$1,175*; 4-dr, Riviera, $1,100* (ps); 
2-dr., $1,000*. 

"56 Special 4-dr, Riviera, $725*; 2-dr. 
Riviera, $720*; 2-dr., $625*, $545*; 
Century 2-dr. Riviera, $720*; 4-dr. 
Riviera, $610* (ps); 4-dr., $575*; 


Aug. 


Sept. 


Oct. 


Nov. 


°60 
Jan. 


Feb. 


Dec, 


Figures alongside bars represent dollars. 


Super 4-dr., $630* (ps). 


’55 Special 4-dr. Riviera, $650* (ps), 
$540*; 4-dr., $630* (ps), $495*; 2-dr. 
Riviera, $540*; 2-dr., $530*%; RM 4- 
dr., $400* (ps). 

‘54 Super 2-dr., $340*%; Special 4-dr., 
$290; 2-dr, Riviera, $280*. 

RM 2-dr., $135*. 

CADILLAC—’58 (62) 4-dr, hardtop, §$2,- 
430* (ps). 

’57 (62) Sedan de Ville, $1,935* (ps); 
Coupe de Ville, $1,860* (ps); 4-dr. 
hardtop, $1,770* (ps). 

"56 (62) 4-dr., $985*. 

"55 (62) Coupe de Ville, $980*. 


(62) 4-dr., $150*. 

CHEVROLET—’60 Impala (8) conv., $2,- 
750* (ps), $2,675* (ps); Kingswood 
(8) 4-dr. (9 pass.), $2,565* (ps); Bis- 
cayne (6) 2-dr., $1,890. 

Impala (8) 2-dr, hardtop, $2,055*; 
Bel Air (8) sport sedan, $1,765*, $1,- 
705* (ps); Bel Air (6) 4-dr., $1,600*, 


$1,600; 2-dr., $1,500, $1,495, $1,385; 
Biscayne (6) 2-dr., $1,495, $1,455*, $1,- 
420, $1,395. 

‘58 Impala (8) conv., $1,685* (ps); 2- 
dr., $1,600* (ps); sport coupe, §$1,- 
530*; Nomad (8) 2-dr., $1,600*, $1,- 


350* (ps); 
(ps); 4-dr, hardtop, 
dr, hardtop, $1,350*; 2-dr., $1,250*; 
Biscayne (6) 4-dr., $1,330*, $1,275, 
$1,240*, $1,190*, $1,160*; Biscayne 
(8) 2-dr., $1,160; Delray (6) 4-dr., 
$1,195*, $985*; Delray (8) 2-dr., $1,- 
050*. 

"57 Two-ten (8) station wagon 4-dr., 
$1,175* (ps), $865; 4-dr., $880; Two- 
ten (6) station wagon 4-dr., $1,120", 


Bel Air (8) 4-dr., $1,410* 
$1,400* (ps); 2- 


$1,120* (ps); station wagon 2-dr., 
$940; 4-dr., $1,000; 2-dr., $845*; Bel 
Air (8) 4-dr, hardtop, $1,135*; 4-dr., 


$1,130*, $975*; conv., $890; One-fifty 
(6) 4-dr., $650. 

Bel Air (8) 2-dr, hardtop, $575*; 
2-dr., $500°; Bel Air (6) 2-dr., $560; 
Two-ten (8) station wagon 4-dr., 
$575; 2-dr., $335*, $310*; 4-dr., $260*; 
Two-ten (6) 2-dr., $545, $495*, $305°; 
station wagon 4-dr., $505*; 4-dr., 
$425*; One-fifty (6) 2-dr., $470. 

"54 Two- ten Delray, $490*; Two-ten sta- 
tion wagon 4-dr., $365. 

53 Bel Air 4-dr., $215*; 2-dr, hard- 
top, $105; Two-ten 2-dr., $195*. 

CHRYSLER—’55 Windsor 2-dr., $300* 

NY conv., $350°*. 

DeSOTO—’59 Fireflite 2-dr. hardtop, $1,- 
870*. 

’54 Firedome 4-dr., $150*. 

DODGE —’'58 Coronet (8) 4-dr., $935* 
(ps). 

'57 Custom Royal (8) 2-dr., $1,065* 
(ps); Coronet (6) 2-dr., $620. 

Royal 4-dr., $145". 

EDSEL—’58 Corsair 4-dr. hardtop, $1,- 


065*; Pacer 4-dr, hardtop, $880*. 
FORD— 60 Ranch Wagon (8) 2-dr., $2,- 
395° 


"59 Thunderbird (8) conv., $2,740* (ps); 


Galaxie (8) conv., $2, 275° (ps), $2,- 
200* (ps); 2-dr. Victoria, $1,905*; 
Ranch Wagon (8) 4-dr., $1,850*; 
Ranch Wagon (6) 2-dr., $1,685*; 


Country Sedan (6) 4-dr., $1,730; Cus- 
tom 300 (6) 4-dr., $1,385. 

Thunderbird (8) 2-dr. hardtop, $2,- 
540* (ps); conv., $2,490* (ps); Coun- 
try Sedan (8) 4-dr., $1,530* 


(ps); | 


March 


"59 
April 


(Copyright, 1960, by Automotive News) 


Fairlane 500 (8) conv., $1,265; 4-dr., 
$1,230* (ps), $1,155* (ps); Fairlane 
(8) 4-dr., $1,055*; Ranch Wagon (6) 
4-dr., $975; Country Sedan (8) 4-dr., 


$1,055*. 
’S7 Fairlane (8) conv., $1,050* (ps); 
2-dr., $910*; Country Sedan (8) 4-dr., 

$985*; Custom 300 (8) 2-dr., $755*, 

$740°; Custom 300 (6) 2-dr., $740; 

(8) 2-dr., $635*; Main (6) 


Custom 
2-dr., $535. 

’56 Fairlane (8) 2-dr. Victoria, $825*; 
conv., $615* (ps); Parklane (8) 2-dr., 
$705; Custom (6) 2-dr., $550; Custom 
(8) 2-dr., $400, $310. 

’55 Fairlane (8) 2-dr., $580* (ps); 4- 
dr., $330*; Ranch Wagon (8) 2-dr., 
$545*, $410; Country Sedan (8) 4-dr., 
oe Custom (8) 2-dr., $335; 4-dr., 


$3. 
"54 Crest (8) 4- aoe $200* (ps); Custom 
((8) 4-dr., $130 
‘53 Ranch Wagon 2-dr., $350; Cus- 
tom (8) 2-dr., $180. 
’52 Country Sedan (8) 4-dr., $155*. 
IMPERIAL—’58 LeBaron 4-dr., $2,305* 


(ps). 
LINCOLN—’56 Capri 4-dr., $850* (ps). 
MERCURY — ’57 Montclair 4-dr., $825* 
(ps); Monterey 2-dr. hardtop, $230. 


OLDSMOBILE—’59 (88) conv., $2,565. 


"58 (88) 4-dr. Holiday, $1,825* (ps); 
conv., $1,775" (ps); 2-dr., §1,740* 
(ps); (88) Super 2-dr., $1,745* (ps); 


(98) 4-dr., $1,740* (ps). 


‘57 (88) Super 4-dr. Holiday, $1,340* 
(ps); 4-dr., $1,170* (ps); (88) 2-dr. 
Holiday, $940* (ps). 


"56 (98) 4-dr., $1,040* (ps); (88) Super 
conv., $850* (ps); (88) 4-dr., $590*. 


"6S (98) 4-dr., $735° (ps); (88) 2-dr. 
Holiday, $460*, $310* (ps); 2-dr., 


$210*. 

"54 (88) 4-dr., (98) 2-dr., $215*; 
4-dr., $185* ( 

"53 (88) 4-dr. $125*. 

PLYMOUTH—’'58 Belvedere (8) 2-dr. hard- 

top, $950*. 

’57 Suburban (8) 2-dr., $750; Savoy (8) 
4-dr., $440*. 


’56 Suburban (8) 4-dr., $570*, 

*55 Plaza (6) 4-dr., $145. 

‘53 Belvedere 2-dr. hardtop, $100. 
PONTIAC—’59 Bonneville sport coupe, 


$2,450°* (ps); Star Chief 4-dr., §$2,- 
210° (ps); 2-dr., $2,200* (ps), §2,- 
115* (ps); Catalina 4-dr., $2,100*; 2- 
dr., $1,805*. 

"58 Star Chief 4-dr., $1,550*; 2-dr. Cata- 
lina, $1,475*; Chieftain 4- ‘ar. » $1,370°; 
2-dr., $1,240, $1,005*. 

‘ST Star Chief 2-dr. Catalina, $1,070* 
(ps). 

Chieftain 2-dr., $425°, $415*, $390*. 

’55 Star Chief 4-dr., $500* (ps); Chief- 
tain 2-dr., $390*; 4-dr., $270*. 

*54 Chieftain 2-dr. Catalina, $205. 

‘53 Chieftain 2-dr., $130*. 

RAMBLER—’60 Super (6) 4-dr., $1,840. 


59 Super (6) Cross Country 4-dr., §$1,- 
705; 4-dr., $1,505*, 
*58 Custom (6) Cross Country 4-dr., $1,- 
355; Super (6) 4-dr., $1,070*. 
STUDEBAKER— 59 Lark (6) 2-dr., $1,- 


0 
MISCELLANEOUS — '57 Chevrolet Carry- 
all %-ton, $370. 
Ford pickup, 
*54 International Carryall, $145. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale 
of April 25. Auction continued strong on 
all clean grade A cars. Real sharp like 
new units were bringing almost retail 
Prices. Sold 144 cars from 175 consign- 
ments. 


BUICK—’59 LeSabre 4-dr., $2,000*. 

*S7 Century 2-dr. Riviera, $1,090* (ps). 

‘56 Special 2-dr. Riviera, $840*; 2-dr., 
$600*; RM 2-dr. Riviera, $680*. 

"55 Century 2-dr. Riviera, $490*; Special 
4-dr., $470*; 2-dr. Riviera, $395*; RM 
2-dr. Riviera, $450* (ps); Super 2-dr., 
$335*. 

"54 Special 2-dr., $470*, $210*. 

CADILLAC—’60 (62) conv., $5,175* (ps). 

"56 (62) Coupe de Ville, $1,400* (ps); 
2-dr., $1,300*. 

"53 (62) 4-dr., $375*. 

CHEVROLET—’60 Bel Air (8) 4-dr., $2,- 
000* (ps). 

Impala (8) conv., §2,200* (ps); 
sport sedan, $2,160* (ps); sport coupe, 
$1,800*; Bel Air (8) 2-dr., $1,690*; 
$1, 625*; Biscayne (8) 2-dr., $1,- 

‘58 Impala (8) 2-dr. hardtop, $1,770* 
(ps); Biscayne (8) 4-dr., $1,225*; 
Biscayne (6) 4-dr., $1,150*; Delray 
(6) 2-dr., $1,050. 

‘57 Bel Air (8) 4-dr., $1,290*, $1,140, 
$1,050*; 2-dr., $900*; Bel Air (6) 4- 
dr., $975°; One-fifty (8) station wag- 
on, $900*; One-fifty (6) 2-dr., $760; 
Two-ten (6) 4-dr., $825*. 


‘56 Bel Air (8) sport coupe, $800*, 
$720°. 

‘55 Bel Air (8) sport coupe, $725*, 
$570*; 4-dr., $720*, $505*; 2-dr., $630; 


Bel Air (6) 2-dr., $610; ‘4- dr., $480°; 
Two-ten (6) station wagon, $660; 2. 


dr., $475; Two-ten (8) 4-dr., $505*, 
$450, $370°. 
’54 Bel Air 4-dr., $435*, $300*; 2-dr., 


(Continued on Page 50, Col, 2) 
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ALABAMA 


JOHNSON AUTO 


AUCTIONS 


Nashville, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Registration Fee 


COLORADO 


Colorado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 
Phone: 


SALE EVERY MONDAY 
11:00 A.M. 


George Lamb Norman Early 
Owners Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 


Denver Auto Auction 
Littleton, Colo. 
ess, Ed. G. Smi th’ 
Auction Every Friday 
11:00 A.M 
Auctioneers: Geo, 
Titles and Checks Guaranteed 


TWIN RING SELLING 


North-East-South-West 
Automotive 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
top Auto Auctions EVERY 
WEEK. 


CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange our year 
continuous operation. 


Sale every Wednesday 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


FLORIDA 


DAYTONA BEACH Auto 
Auction. City Airport. 
A.M. Dealer-owned. Dealers only. 


Need hard get parts? News’ 
Want Ads get quick 


MARYLAND 


BEL AIR—Bel Air Auto Auction, Ti- 
tles, checks guaranteed. Cars group- 
Thur., noon. Established 1947. 


MICHIGAN 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday Noon 


19241 Dix—Toledo Highway—Route 
Just mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


MICHIGAN 


SAM 


STATE FAIR AUTO AUCTION 


19745 Ralston rear 19600 Woodward, 
Detroit 3. TOwnsend 9-4660-61-62, Same loca- 
tion—new facilities. 


EVERY TUES. FRI. 12:00 NOON 


Conveniently located the heart the 
automobile center. 


NEW JERSEY 


Minutes from New York City 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


issue auction checks— 
titles. 
Dual Lane Sale—4 
insured B 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY THURSDAY NOONI 


ROUTE 
CALDWELL TOWNSHIP, 
8-0100 for Reservations 


NEW JERSEY 


We issue aur tion che hecks Bul arantee titles 


NATIONAL AUTO 
DEALERS 


ND. 


NEW YORK 


LAFAYETTE—Syracuse Auto Auctio 
Center Empire State. Check 
Title Protection. (Wed.). 


NEW YORK OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 


Albany 5, N. Y. 


80 car sale average 


All Titles and Checks Guaranteed 


NORTH CAROLINA 


RALEIGH Mann’s Auto Auction 
Sale, Rt. Ph. 3-1564, Titles 
checks guaranteed. Mon. 


OHIO 


AKRON—A-1 Auto Auction, Rt. 
224, Ph: 3-6643, Titles Checks 
guaranteed. sales weekly, Tues. 
Thurs., 12:30 sharp. 


PENNSYLVANIA 


THE WOODS ARE FULL 
PROSPECTS 


Get ready now for your hottest sell- 
ing season. Round out your selection 
clean, used cars. Or, your in- 
ventory top-heavy—bring your cars 
where prices are tops. Don't put off 
—attend next Friday's sale. 


Manheim Auto Auction, Inc. 


ROUTE 72, MANHEIM, PA. 
MOhawk 5-2401 


Motorola Plant 
Being Expanded 


CHICAGO.—Motorola, Inc., plans 
next two years expanding its 
plant Arcade, Y., according 


(ps). 


Work will begin im-| ‘56 Windsor Town Country, 
(ps). 


addition and will completed 
late summer, said. 


More productive capacity will 
help Motorola better serve the re- 
quirements principal automotive 
customers, Ford Motor Co., Chrys- 
ler Corp., American Motor Corp. 
International Harvester, 
said. 


addition car-radio tuners 
for all customers, Motorola also 
producing transmission actuators 
for Chrysler and American Motors 
the Arcade plant, added. 


(ps). 
Fireflite 4-dr., $750*. 
’55 Firedome 4-dr., $415*, 


DODGE—’55 Coronet (8) 2-dr. 
$490*, $470*. 


Victoria, $1,780*; 
$1,625°. 


’58 Fairlane 500 (8) conv., 


’57 Country Sedan (8) 4-dr., 
Fairlane 500 (8) 4-dr., 2 at 
(ps), $1,035*%; Custom (8) 
$850*; Custom (6) 2-dr., $800 
lane (8) 4-dr., $800*. 


Dealers Sales Managers 


Yes 


cars every month? 


you think that your salesmen make every hour they 


you feel the “only way" sell cars through expen- 
sive advertising and use salesmen order takers? 


When your salesmen are working the floor and they meet 
prospects who are (but not today types) 
you feel they conduct aggressive follow even the 
point going into the prospect's house sell the advan- 
tages doing business with your firm? 


your follow every new car delivery 
personal the customer's home ask for new 


Does each your salesmen have ten bird dogs 
that provide least good leads each and every month? 


Does each your salesmen make ten cold approach phone 
day with conversation that really 
works 


Would you willing invest Sales Training 
prepared successful automobile man that positively 
guarantees sales results and would allow you give 


you believe its Management's job provide pro- 
gram constant stimulation and direction for salesmen? 


Would you receptive plan which would guarantee 
new salesman become productive his second day 


Would worth while "invest few dollars" 
fresh new sales training approach even only produced 
one deal that would pay for your investment? 


USE 


ager soon realized was possible spend hours 
this business and yet, after self-appraisal, realized that only 


sell 200 New and Used Cars first year our profession. 


Car Manager—New Car Sales Manager. 


Some these dealers sell 800 cars year—some sell over 3,000 


Automobile Dealers Association. 


MANUFACTURERS INQUIRIES ALSO WELCOME 


Write and Receive Full Information 


Bailey 
891 KING ST. HAMILTON, ONTARIO, CANADA 


$425*, $305; Two-ten 2-dr., $350*. 


hardtop, 


FORD—’59 Fairlane 500 (8) 2-dr. 
toria, $1,810* (ps); Galaxie (8) 2-dr. 
Fairlane (8) 4-dr., 


$1,650°; 
Country Sedan (8) 4-dr., $1,470* (ps), 
$1,365* (ps); Fairlane (8) 2-dr., $1,- 
175*; Custom (8) 2-dr., $1,075*. 

$1,085* ; 


“How You Rate Your 


former successful professional automobile salesman and sales man- 


these hours was really productive. This appraisal prompted 
develop and successfully test "self management plan" which enabled 


“FACTS NOT Author's background speaks for 
with "Big Sales Promotion—Sales Training—Sales Man- 
years' retail experience Successful Salesman—Used 


the top dealers Canada are using 
Self Management Pian for their salesmen and are getting terrific results. 


these being Mr. Norm. Stacey, President 
Olds, London, Ontario. Mr. Stacey also President the London 


COPYRIGHTS FOR CANADA UNITED STATES AUSTRALIA 
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$1,310* 


Vic- 


$1,050° 
4-dr., 
; Fair- 


day 


cars 


HUDSON—’56 Custom 4-dr., 
LINCOLN — ‘57 Premiere 4-dr., 


(ps). 
Monterey 4-dr., $800*. 


CADILLAC-—~’58 (62) 4-dr. 


FORD—’60 Galaxie (8) 


Used-Car Auction Prices 


(Continued from Page 49) 


Country Sedan (8) 4-dr., $825* 
(ps); Fairlane (8) conv., $780*; 2-dr. 
Victoria, $720*, $650*; 2-dr., $600* 
(ps); Custom (8) 4-dr., $550*°; 2-dr., 
$470*; Custom (6) 4-dr., $250°; 2-dr., 
$220. 

55 Fairlane (8) 2-dr, Victoria, $640; 
4-dr., $450*; Country Sedan (8) 4-dr., 
$625*, $560; Custom (6) 2-dr., $410, 
$320; Custom (8) 4-dr., $400*. 

$470* (ps). 

$1,255* 


’56 Montclair 2-dr, hardtop, $760*; 4-dr. 
hardtop, $720*; Monterey station wag- 
on, $750* (ps); Custom 2-dr. hardtop, 
$525*; 4-dr., $520°, 

’55 Montclair station wagon, $700*; 2-dr. 
hardtop, $660*, 


NASH—’53 Statesman (6) 2-dr. hardtop, 


$130 


OLDSMOBILE (98) Holiday, 


$2,310* 
(88) 4-dr, Holiday, $640*. 
(88) 4-dr. Holiday, $650*; 

2-dr. Holiday, $395* 


4-dr., 


Savoy (8) 2-dr., 


4-dr., $1,250* (ps). 
58 Suburban (8) Custom 4-dr., $1,360* 
(ps); Belvedere (8) 4-dr., $975*. 
’57 Belvedere (8) 4-dr., $720*; Plaza (6) 
2-dr., $665*; Savoy (8) 2-dr., $610*. 
"56 Belvedere (8) 4-dr., $620*; Savoy 
(8) 2-dr., $535*; 4-dr., $530*, 

"55 Belvedere (8) 4-dr., $460*, $410*; 
Savoy (8) 4-dr., $390*; Plaza (6) 2- 
dr., $220 


Star Chief 2-dr. Catalina, 


$945* (ps). 
"55 Star Chief 2-dr. Catalina, $625*; 4- 
dr., $480*, $370* (ps). 


RAMBLER—’56 Custom Cross Country, 


$725. 
’55 Custom Cross Country, $290. 


STUDEBAKER—’57 Champion (6) 4-dr., 


00* 


$200*. 
President (8) 4-dr., $230*. 


DETROIT 


Motor City Auto Auction, Sale every 


Monday. Prices are for sale of April 25. 
BUICK—’59 Special 2-dr. Riviera, $2,000* 


(ps). 

’58 Special 4-dr. Riviera, $1,525* (ps). 

"57 Special 2-dr. Riviera, $1,100*, $1,- 
075*; 4-dr. Riviera, $775*; RM 2-dr. 
Riviera, $1,000* (ps), 

"56 Super 2-dr. Riviera, $645* (ps), 
$565* (ps); Century 4-dr. Riviera, 
$580*; 2-dr. Riviera, $525* (ps); Spe- 
cial 4-dr. Riviera, $500*, 

’55 Special 4-dr. Riviera, $440*%; RM 4- 


dr., $400* (ps). 
$2,- 
650* (ps). 


"57 (62) 4-dr. hardtop, $1,975* (ps). 


hardtop, 


CHEVROLET—’60 Brookwood (8) 4-dr., 


$2,460* (ps); 
$2,455* (ps). 

"59 Impala (8) conv., $2,480* (ps), $2,- 
250* (ps); Bel Air (8) 2-dr., $1,450. 

"58 Bel Air (8) 4-dr., $1,460*, $1,300*, 
$1,250*; Impala (8) 2-dr. hardtop, 
$1,400* (ps); Biscayne (8) 4-dr., $1,- 
100, 2 at $1,040, $1,030, $1,010, 2 at 
$990; Yeoman (8) 4-dr., $1,100; Del- 
ray (8) 2-dr., $1,000. 

‘57 Bel Air (8) conv., $1,350*; 4-dr., 
2 at $1,200*; Two-ten (8) 4-dr., $950; 
2-dr., $820, $740, $710. 

56 Two-ten (8) 2-dr., $800*; Two-ten 
(6) station wagon, $615*; 2-dr., $545, 
$375; Bel Air (8) 2-dr., $750*, 

‘55 Bel Air (6) sport coupe, $500*, 
$425*; 4-dr., $375*; Two-ten (8) 2- 
$475*, $420*°; One-fifty (6) 2-dr., 


Kingswood (8) 4-dr., 


$155. 

NY 2-dr. hardtop, $830* 
ps). 

DeSOTO—’57 Firedome 2-dr., $900*. 


’56 Firedome 4-dr., $655* (ps), 
Fireflite 4-dr., $465* 


Royal (8) 4-dr., 


(ps). 
Coronet (8) conv., $1,105*; 2-dr., 
$660°. 


’56 Custom Royal (8) 4-dr., $560*. 

’55 Coronet (8) 2-dr., $425*, $330°; 4- 
dr., $300, $295*, $275*; Coronet (6) 
2-dr., $215; Royal (8) 4-dr., $330*. 


EDSEL—’59 Villager 4-dr., $1,615. 


’58 Ranger 4-dr. hardtop, $800*. 
starliner, $2,- 


$2,150* (ps); 


380* (ps). 

"59 Galaxie (8) conv., 
Country Sedan (8) 4-dr., $1,950*; 
Fairlane (8) 2-dr., $1,450*; Fairlane 
500 (6) 2-dr., $1,360*; Custom 300 (8) 
4-dr., $1,290*, y 

‘68 Fairlane 500 (8) 2-dr., $1,250* (ps); 
4-dr., $1,100*, 2 at $1,050*; Custom 
300 (8) 2-dr., $950°*. 

‘57 Country Sedan (8) 4-dr., $1,125* 
(ps), $950*, $900*, $890*, $870*, 
$850*; Fairlane 500 (8) 4-dr., $1,050* 
(ps); 2-dr., $1,000*; Fairlane 500 (6) 
conv., $1,000*; 4-dr. Victoria, $900* 
(ps); Custom 300 (8) 4-dr., $720*; 2- 
dr., $700*, $680*; Custom 300 (6) 4- 
dr., $590. 

56 Fairlane (8) 2-dr, Victoria, $700, 
$675* (ps); Fairlane (6) 2-dr., $550*, 
$470*; 4-dr., $515* (ps); Country 
Sedan (8) 4-dr., $545; Custom (8) 2- 
dr., $525; Custom (6) 4-dr., $525. 

‘55 Country Sedan (8) 4-dr., $620; 
Country Sedan (6) 4-dr., $215; Fair- 
lane (8) conv., $537; 2-dr. Victoria, 
$410*; Custom (6) 2-dr., $315* 


IMPERIAL — '57 Imperial 4-dr., $1,300° 
(ps). 
LINCOLN—’58 Continental 4-dr. hardtop, 


$2,360* (ps). 
’5S7 Premiere 2-dr, hardtop, $1,360* (ps), 
$1,300* (ps) 


Montclair 4-dr., 


$1,000* (ps), $850°; 2-dr., $835*. 
Monterey station wagon, $775*; 
Montclair 4-dr., $705* (ps), $600*, 


Montclair 4-dr., $540°, 
OLDSMOBILE—’58 (88) 4-dr. Holiday, 2 
at $1,600* (ps); 2-dr. Holiday, §$1,- 
500* (ps). 


"ST (88) 2-dr., $1,000* (ps), 
(98) 4-dr., $605* (ps). 
(88) 2-dr. Holiday, $495°, 


PLYMOUTH—'59 Belvedere (8) 4-dr., $1,- 


385*, $1,300*; Savoy (8) 4-dr., $1,- 
380* 


‘68 Belvedere (8) 2-dr., $1,065*; Savoy 
(8) 2-dr., $935*, 

"57 Savoy (8) 2-dr., $715*; 4-dr., $700*; 
Savoy (6) 4-dr., $575*; Belvedere (8) 
4-dr., $700°, $675*; Suburban (6) 2- 
dr., $545°. 


PONTIAC—’59 Bonneville conv., 


DeSOTO — 


EDSEL—’58 Citation 2-dr., 
FORD—’60 Galaxie (8) starliner, 


Suburban (8) 4-dr., $630°; Savoy 
(8) 4-dr., $450°; Belvedere (6) 2-dr., 
$325*; 4-dr., $315°*. 

55 Plaza (6) Suburban, $360; 4-dr., 
$205; Savoy (6) 4-dr., $325* (ps). 

$2,185* 


(ps). 
RAMBLER—'59 Ambassador (8) Cross 


Country, $1,640; American (6) 2-dr., 
$1,235. 

’57 Custom (8) 4-dr., $900. 

Custom 4-dr., $620. 

5S Super 4-dr., $350; Deluxe 2-dr., 
$105*. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 


Thursday. Prices are for sale of April 28. 
BUICK—’59 LeSabre conv., 


$2,280° (ps); 
4-dr. Riviera, $1,850* (ps); Electra 4- 
dr., $2,100* (ps). 

’58 Limited 4-dr. Riviera, $1,870* (ps); 
Special conv., $1,820* (ps), $1,675* 
(ps); 4-dr., $1,250*; Century 2-dr. Riv- 
iera, $1,730* (ps). 

’57 RM conv., $1,470* (ps); 4-dr. Riviera, 
$1,280* (ps), $1,095* (ps); Century 
Estate Wagon, $1,250*; 4-dr. Riviera, 
$1,120* (ps); Super 4-dr. Riviera, $1,- 
250° (ps); conv., $1,185* (ps); 2-dr. 
Riviera, $925* (ps); Special 4-dr. Riv- 
fera, $965° (ps); 2-dr. Riviera, $750*; 
4-dr., $715*. 

’56 Century 2-dr. Riviera, $815*; Special 
2-dr. Riviera, $805* (ps), $740*; 2-dr., 


$370. 
’55 Special 2-dr. Riviera, $535* (ps), 
$475*, $460*°, $445°. 


CADILLAC—’60 (62) conv., $5,150* (ps); 


de Ville 4-dr. hardtop, $4,675* (ps). 
'59 (60) Special 4-dr., $4,560* (ps); (62) 


conv., $4,560* (ps); Eldorado Seville, 
$4,195* (ps). 
"5S (62) 2-dr. hardtop, $2,730* (ps); 


Sedan de Ville, $2,555* (ps). 
"57 (62) Coupe de Ville, $2,125* 
$1,770* (ps). 
’56 (62) 2-dr. hardtop, $1,460* (ps), $1,- 
375* (ps). 


(ps), 


CHEVROLET—’60 Impala (8) sport coupe, 


$2,575*; Corvair (6) 4-dr., $1,660*, $1,- 
610, $1,525, $1,500. 

‘59 Impala (8) conv., 2 at $2,360* (ps), 
$2,220* (ps), $2,200* (ps), $2,190* 
(ps), $1,930* (ps); sport sedan, $2,- 
150* (ps); sport coupe, $2,030* (ps), 
$2,010* (ps); Impala (6) sport sedan, 
$1,910* (ps); sport coupe, $1,875*; 4- 
dr., $1,825*; Kingswood (6) 4-dr., $2,- 
310* (ps). 

Impala (8) conv., $2,000*, $1,755* 
(ps), $1,685*; 2-dr. hardtop, $1,710*, 
$1,640*, $1,555* (ps), $1,475* (ps), 
$1,470*, $1,450, $1,375* (ps); Bel Air 
(8) 4-dr., $1,425*; sport sedan, $1,- 
350°, $1,330*, $1,300* (ps); 2-dr., $1,- 
265*; Nomad (8) 4-dr., $1,375*; Bis- 
cayne (8) 4-dr., $1,200*, $1,185*, $1,- 
120*, $1,100; Biscayne (6) 2-dr., $1,- 
090; Delray (6) 4-dr., $1,195*. 

’57 Nomad (8) 2-dr., $1,400* (ps); Bel 
Air (8) sport sedan, $1,250* (ps), $1,- 
230*, 2 at $1,080*; conv., $1,100*; Two- 
ten (6) 4-dr., $1,095*; Two-ten (8) 
4-dr., $825; One-fifty (6) 2-dr., $650 

’56 Corvette (8) conv., $1,450*; Bel Air 
(8) 2-dr., $1,045*, $830*; sport coupe, 
$1,000*, $885*; Two-ten (8) sport 
coupe, $825* (ps), $700* (ps); 2-dr., 
$735*: Delray, $655*; Two-ten (6) 4- 
dr., $635. 

’55 Bel Air (8) sport coupe, $850*, $540*; 
Bel Air (6) sport coupe, $665*, $600*; 
Two-ten (8) 2-dr., $490*; Two-ten (6) 
2-dr., $400. 


CHRYSLER — '58 Windsor 4-dr. hardtop, 


$1,540* (ps); Saratoga 4-dr. hardtop, 
$1,425* (ps). 

57 NY 2-dr. hardtop, $1,425* (ps); 
Windsor 2-dr, hardtop, $1,005* (ps). 
’58 Firedome 4-dr. hardtop, 
$930* (ps); 2-dr. hardtop, $870* (ps), 

$810* (ps). 
’57 Fireflite 4-dr., $700* (ps). 


DODGE — '59 Coronet (8) 2-dr. hardtop, 


$1,765* (ps). 

’58 Royal (8) 2-dr. hardtop, $1,760* (ps); 
conv., $1,575* (ps); Coronet (8) conv., 
$1,275* (ps). 

°57 Royal (8) 2-dr. hardtop, $1,000* (ps); 
Coronet (8) 2-dr. hardtop, $975* (ps), 


* (ps). 

$910* (ps) tend; 

Pacer 4-dr. hardtop, $855* (ps). 

$2,800* 
(ps); Fairlane (8) 2-dr., $1,875*; Fal- 
con (6) 4-dr., $1,730. 

’59 Thunderbird (8) 2-dr. hardtop, $3,- 
000* (ps); conv., $2,470* (ps); Galaxie 
(8) conv., $2,150* (ps), $2,100* (ps); 
4-dr. Victoria, $1,950*; 2-dr. Victoria, 
$1,710*; 4-dr., $1,685* (ps); Fairlane 
500 (8) 2-dr. Victoria, $1,800* (ps); 
Fairlane (8) 4-dr., $1,595*. 


’58 Fairlane 500 (8) conv., $1,875* 3. 
ps), 


$1,345*; 4-dr. Victoria, $1,425* 
$1,140* (ps), $1,105*; 4-dr., $1,275* 
(ps), $1,200*; 2-dr. Victoria, $825; 


Country Sedan (8) 4-dr., $1,400* (ps), 
$1,210*, $1,215*; Fairlane (8) 4-dr., 
$1,100*; Fairlane (6) 2-dr., $765; Cus- 
tom 300 (6) 2-dr., $1,000, $895; Ranch 
Wagon (6) 2-dr., 2 at $700. 

'57 Country Sedan (8) 4-dr., $1,240*, 
$970", $965* (ps); Fairlane 500 (8) 
conv., $1,000*, $980*%; 2-dr, Victoria, 
$840*; 2-dr., $835*; 4-dr. Victoria, 
$505* (ps); Fairlane 500. (6) conv., 
$825*: Fairlane (8) 4-dr., $700*; Fair- 
lane (6) 2-dr., $665*; Custom 300 (8) 
4-dr., $685*, $635*; Custom 300 (6) 
2-dr., $550; Ranch Wagon (6) 2-dr., 
$650. 

‘56 Parklane (8) 2-dr., $705* (ps); Fair- 
lane (8) 4-dr., $695* (ps); 2-dr. Vic- 
toria, $670*, $495*; conv., $600*; 2-dr., 
$520*; Custom (8) 4-dr., $465. 

Thunderbird (8) conv., $1,335*; 
Ranch Wagon (6) 2-dr., $520*°; Fair- 

'S7 Premiere conv., $1,830* (ps). 
lane (8) 2-dr. Victoria, $435; 4-dr., 


Model Breakdown 
Auction Averages 


May 1960 Apr., Mar., 
Model Date 1960 1960 
$2,398 $2,408 
1,972 1971 2,103 
1,405 1,352 1,374 
960 956 962 
662 666 655 
486 494 486 
300 314 309 
201 215 217 
Average $1,045 $1,045 $1,064 


IMPERIAL—’58 Impala hardtop, $2,- 
360* (ps). 
LINCOLN — ’59 Capri 2-dr. hardtop, $2,- 
(ps). 
"58 Continental Mark III conv., $2,300* 
(ps). 
’56 Premiere 2-dr. hardtop, $720* (ps). 
Capri 4-dr., 


MEROURY — '60 Monterey 4-dr., $2,650* 
(ps). 
’58 Commuter 4-dr., $1,475*, $1,410*; 


Park Lane 4-dr. hardtop, $1,470* (ps). 
Montclair 2-dr. hardtop, 


‘56 Montclair conv., $500*; 2-dr. hard- 
top, $490*, $450*, 
Monterey 2-dr., $340*. 
OLDSMOBILE — ’59 (98) 4-dr., $2,275* 


(ps); (88) Super 4-dr., $2,250* (ps). 
(98) 4-dr. Holiday, $1,875* (ps), $1,- 
815* (ps); (88) Super Fiesta, $1,735* 
(ps); (88) 4-dr., $1,590*, 
’57 (98) conv., $1,625" (ps), $1,335* 
(ps); 2-dr. Holiday, $1,425’ (ps); (88) 
Super 2-dr., $895*. 


"56 (98) 4-dr. Holiday, $1,120* (ps), 
$995* (ps), $930* (ps), $900* (ps), 
$700* (ps); 2-dr. Holiday, $820* (ps); 
(88) 2-dr., $800 (ps), 4-dr. 
Holiday, $735*. 

"55 (88) 2-dr. Holiday, $755*, $675*; 
conv., $750*; (88) Super 4-dr., $735* 


(ps); 2-dr., $600* (ps); (98) 2-dr. 
Holiday, $440* (ps). 
PLYMOUTH—’59 Fury (8) conv., $2,050* 


(ps); 2-dr. hardtop, $2,030* (ps); 
Suburban (8) Custom 4-dr., $1,750*; 
Belvedere (8) 2-dr. hardtop, $1,670* 
(ps). 

‘58 Suburban (8) 4-dr., $1,020*; Savoy 
(8) 4-dr., $975* (ps); 2-dr. hardtop, 
$890*; Belvedere (8) 4-dr., $960*; 
Plaza (6) 4-dr., $750. 


‘57 Suburban (8) Sport 4-dr.. $990*; Bel- 
vedere (8) 2-dr. hardtop, $880*; Savoy 
(6) 4-dr., $210. 

’56 Suburban (8) Custom 4-dr., $535; 
Savoy (8) 2-dr., $460; Belvedere (8) 
4-dr., $290°. 

PONTIAC—’59 Bonneville 4-dr. Vista, $2,- 
575* (ps); Star Chief 4-dr., $2,410* 
(ps); $2,400; Catalina 4-dr. Vista, $2,- 
315* (ps). 

Star Chief 4-dr., $1,575* 
’57 Chieftain 4-dr., $1,150*; 
alina, $880, $750 (ps). 

’56 Chieftain Safari, $700*; 4-dr. 
alina, $625*; Star Chief conv., 
(ps); 4-dr., $425*. 

RAMBLER — ‘60 Ambassador (8) Cross 
Country, $2,100*; American (6) 2-dr., 
$1,475*. 

*59 Ambassador (8) Cross Country, $1,- 
860, $1,850, $1,750; 4-dr., $1,675*, $1,- 
575* (ps). 

‘58 Ambassador (8) Cross Country, $1,- 
325*: Super (6) 4-dr., $785. 

MISCELLANEOUS — '59 Chevrolet (6) 
%-ton pickup, $1,350. 


BORDENTOWN, 


National Auto Dealers Exchange, Sale 
every Wednesday. Prices are for sale of 
April 27. This week’s sale speaks for it- 
self, Not only were more cars registered, 
but more sold than at any other sale thus 
far. Buyers were still looking for addition- 
al cars, if they were as sharp as the ones 
offered here today. Sold 84 percent of 574 
consignments. 

BUICK—’58 RM 4-dr. Riviera, $1,735* 
(ps); Super 2-dr. Riviera, $1,570* 
(ps); Special 4-dr., $1,335* (ps). 

’°57 Super 4-dr, Riviera, $1,285* (ps), 
$1,175* (ps), $1,120* (ps); Special 4- 
dr, Riviera, $965*, $720* (ps). 

’56 Special 2-dr. Riviera, $640*; Century 
4-dr. Riviera, $630*. 


(ps). 
4-dr, Cat- 
Cat- 
$640* 


’55 Special 2-dr. Riviera, $605*; 2-dr., 
$490*; RM 4-dr., $590* (ps), $315* 
(ps); 2-dr, Riviera, $560* (ps). 


CADILLAC—’59 (62) conv., $4,000* (ps); 
2-dr,. hardtop, $3,830* (ps). 
"58 (62) Coupe de Ville, $3,170* (ps); 


conv., $2,870* (ps); 2-dr. hardtop, 
$2,850* (ps). 

’57T (62) conv., $2,100* (ps); 4-dr, hard- 
top, $1,725* (ps). 


CHEVROLET—’60 Impala (8) sport coupe, 

$2,480* (ps); Impala (6) sport coupe, 

(ps), $2,400*; Corvair (6) 4- 
dr., $1,440. 

’°59 Impala (8) conv., $2,260* (ps), $2,- 
230; sport sedan, $2,175* (ps); sport 
coupe, $2,120* (ps); 4-dr., $1,810* 
(ps); Impala (6) sport coupe, $1,850*; 
sport sedan, $1,800; Parkwood (8) 4- 


dr., $1,850* (ps); Bel Air (6) sport 
sedan, $1,780* (ps); 2-dr., $1,575*, 
$1,385, $1,330, $1,325; Bel Air (8) 
sport sedan, $1,690*; 2-dr., $1,590*; 
4-dr., $1,575* (ps), $1,110; Biscayne 
(6) 2-dr., $1,270, $1,250*; Biscayne 
(8) 2-dr., $1,000. 

’58 Impala (8) sport coupe, $1,725* 
(ps), $1,635* (ps); Impala (6) sport 
coupe, $1,650* (ps), $1,475, $1,470* 
(ps); Brookwood (8) 4-dr., $1,575* 


(ps), $1,525* (ps); Brookwood (6) 4- 
dr., $1,415*, $1,410*, $1,165*; Bel Air 
(8) sport sedan, $1,300*%; Parkwood 
(8) 4-dr., 2 at $1,570*; Biscayne (8) 


4-dr., $1,325*, $1,265°, $1,260*, $1,- 
250°, $1,210*, $1,185*; 2-dr., $1,325*; 
Biscayne (6) 2-dr., $1,300*, $1,270*, 
$1,150*, $1,025, $900, $425; Delray 
(8) 2-dr., $1,150*; Delray (6) 2-dr., 
$900. 

’57 Nomad (8) 2-dr., $1,235* (ps); 4- 
dr., $1,100* 


CHRYSLER—’57 NY 2-dr. hardtop, $1,- 
200* (ps). 

"5S NY 4-dr., $550*; Windsor 2-dr. 
hardtop, $385*. 

COMET—’60 2-dr., $1,875. 

DeSOTO—’57 Firedome 2-dr. hardtop, $1,- 
180° (ps); Firesweep 2-dr. hardtop, 
$850* (ps); Fireflite 4-dr., $750* (ps). 

Firedome 4-dr., $820* (ps); Fire- 
flite 2-dr. hardtop, $620* (ps). 

DODGE—’58 Coronet (8) 2-dr, hardtop, 
$1,275* (ps). 

’57 Coronet (8) 2-dr, hardtop, $1,190*. 

*56 Coronet (8) 2-dr., $640*, 

‘55 Royal (6) 4-dr., $300. 

EDSEL—’58 Citation 4-dr. $1,- 
050* (ps). 

FORD—'59 Thunderbird 2-dr. hardtop, 
$3,000* (ps); Galaxie (8) 2-dr. hard- 
top, $2,075* (ps); Country Sedan (8) 
station wagon, $1,650; Fairlane (8) 
4-dr., $1,540°; Custom (6) 2-dr., $1,- 
250. 

Thunderbird 2-dr. hardtop, $2,790* 
(ps); Fairlane (8) 4-dr, hardtop, $1,- 
405* (ps), $1,265*, $1,185* (ps), $950; 
2-dr. hardtop, $1,390* (ps); Fairlane 
(6) 2-dr., $870*; Country Sedan (8) 
4-dr., $1,345° (ps); Custom (8) 4-dr., 
$940°. 

°S7 Thunderbird conv., $1,900* (ps); 2- 
dr, hardtop, $1,750* (ps); Ranch 
Wagon (8) 2-dr., 2 at $1,090" (ps); 
Country Sedan (8) 4-dr., $1,020* (ps), 
$910; Fairlane (8) 2-dr, hardtop, $1,- 


(Continued on Page 52, Col, 3) 


hardtop, 


Childers Carports with Continental Trim add distinctive ap- 
pearance your lot that makes more attractive place 
stop, look and deal. Continental Trim available white 


enamel finish factory Bonderized ready for you paint 
any color you wish. Childers Carports are also available 
Thinline and Panorama Trim styles. (See photos below.) 


Now! Like Magic, You Can Turn ‘Just Another Lot’ 


Into Attractive 365-Day Outdoor Showroom 
CHILDERS CARPORTS for little per car per day! 


Did you lose sales again today? Sales 
you could have made some the 
prospects who just glanced your lot 
had stopped, looked and talked? 


This problem all car dealers face 
who have “just another lot.” And it’s 
all because today’s car buyer mighty 
particular. Before he’ll even look 
your cars, your lot has catch his eye. 
must look inviting and exciting. 


The Answer? 

Today, hundreds car dealers 
more than states have found the 
answer this problem. Like magic, 
they’ve turned ordinary-looking lots 
into exciting, all-weather outdoor show- 
rooms with Childers Carports. 


Attract More Prospects 


Just look the picture above, and 
you can see how attractive your lot can 
with Childers Carports. And this 
the kind commanding beauty that 
attracts more and better prospects. 
More prospects mean more sales. More 
sales mean more profits. 


They Pay for Themselves 


Just important, Childers Carports 
actually pay for themselves savings 
clean costs and light bills. 


Childers Carports help keep rain, 
sleet, snow and dust off your cars. 
When you display cars under Childers 
Carports you may need clean them 
only once before they’re sold. Yes, the 
money you spend wash, clean and 

wax your cars over and over again can 
easily amount more than the small 
cost Childers Carports. 


With Childers Carports, you can ef- 
fectively frame your cars glamorous 
illumination night, when most buyers 
are looking. You can aim and concen- 
trate your lighting directly the cars 
you sell. Every dollar Childers Carports 
save you light bills extra profit 
dollar for you. 


Why Dealers Praise Childers Carports: 


Every day receive letters from 
dealers telling how Childers Carports 
increased sales and cut costs. There 
isn’t enough room this page report 


Choose The ‘Tailor-Made’ For Your Lot: 


Thinline Trim Childers 
Carports gives strikingly 
modern look your lot. 
Finish white enamel 
easy-to-paint Bonderized- 
galvanized. America’s lowest 
cost permanent protection. 


Trim Childers 
ing look stability and 
manence your lot. 
letters can attached. 
carnival-gay 
showcase. Available colors. 


displayed 
under this Childers Carport 
with handsome Panorama 
Trim brings more prospects 
your lot! Makes your 
best cars look better! Brings 
higher prices for your cars! 


DOWN PAYMENT! CARRYING CHARGE! 


Act now sell more cars ‘60 turn- 
ing your car lot into first class outdoor 
showroom with Childers Carports. Take ad- 


vantage Childers special payment plan 
for car dealers. down payment. 
carrying charge. Pay for your carports 
four equal monthly payments! 


all that they say. But here are just 
few reasons why they consider Childers 
Carports one the best investments 
any car dealer could make: 


Open 365 days year. Whatever 
the weather, your salesmen can show 
your cars and sell them. 


Trade comfort. More prospects 
stop when they can shop the shade— 
out rain snow—under the pro- 
tection Childers Carports. 


Higher prices for cars. Prospects 
will pay more for clean and attractive 
cars cars protected from rain, sleet, 
snow and dust Childers Carports. 


Architect designed. Childers clean- 
cut, modern styling specially designed 
compliment the architecture exist- 
ing buildings displays. 


Quick, low-cost installation. Child- 
ers Carports are completely pre-packaged 
and ready installed. Installation 
easily arranged. Complete step-by-step 
directions provided 


Easy move. Childers Carports 
are completely pre-fabricated. Can 
quickly and easily moved and re-installed 
new locations. 


Durable and Permanent 

Childers Carports’ exclusive Deep-Rib 
Roof Deck made heavy-gauge, zinc- 
plated steel for longest life with mini- 
mum maintenance. 

Childers Carports never crack, fray 
look shabby. They have unmatched 
wind and snow resistance. And they will 
still look new, years after you install 
them your lot. 


Call Two Dealers, Free 

Childers will send you list 400 
happy dealers who have made their car 
lots into first-class showrooms and in- 
creased sales with Childers Carports. 

After you receive this list, call any 
two dealers and let them tell you about 
Childers Carports their own words. 
Send the bill for these calls Childers 
and you will reimbursed promptly. 
obligation. Fill out and mail coupon 
today for complete information 
Childers Carports. 


PAY FREIGHT ANY 


MAIL THIS COUPON TODAY 


Childers Manufacturing Co., Dept. AN-9 
3620 West 11th Street 
Houston 8, Texas 

Send complete information and list 
400 dealers who have Childers Carports. 


Name 


SELF-SERVICE REPAIR ORDER 


Now you can speed your service customers and eliminate 
resentment cavsed unnecessary served. Our new SELF- 
SERVICE REPAIR ORDER does all this for you. the same time 
service and merchandise items that service salesman could re- 
member te suggest without it. Helps customer te remember services he 
wented, as well as many he never thought cbout. See sample of form in 


article by Rebert J. Young on Page 32 of the NADA MAGAZINE for Feb- 
Order 1,000 and try cost only $9.75 without im- 
print—OR WRITE IN FOR FURTHER DETAILS. 


Box 1100 Woodward Birmingham, Michigan 


ADVERTISEMENT 


“WE PURCHASED CHILDERS CARPORTS HOUSE AND DISPLAY 
new cars outdoors minimum capital expense. After days use, 
are convinced that could not have spent our money more wisely,” 
rates bis Childers Carports. 


Buck Buck Buick, Rock Islan 
Read all about Childers Carports Page 


Factory 


1960 FRIGIKING COOLS OVER 200 MAKES AND MODELS 
cars (1952 1960 inclusive) matter seconds. 

ALSO FITS THE COMPACT Corvair, Falcon, Lark, 
Rambler, Valiant many foreign cars. 

200 DISTRIBUTORS STATES carry inventories for dealer 
installation; provide installation service desired. 


PIONEERS SINCE 1949 


FRIGIKAR CORPORATION 


10658 Harry Hines Bivd., Dallas 20, Texas 
Phone: Fleetwood 7-636! 


Send Literature 1960 Frigiking 


DEALERSHIP. 


AUTOMOTIVE NEWS, MAY 1960 


Used-Car Auction Prices 


(Continued from Page 50) 


110* (ps), $905* (ps); 4-dr, hardtop, 
$970*; conv., $1,075* (ps); Fairlane 
(6) 4-dr. hardtop, $890; 4-dr., $780*, 


$1,000* (ps). 
Custom 4-dr., $625. 


°56 Country Sedan (8) 4-dr., $930* (ps); $450. 


Custom (6) 2-dr. 485, $370; Main 

Hornet 4-dr., Was entury 4-dr., $1,005* 


LINCOLN—’57 Premiere conv., $1,550* 
(ps); 4-dr. hardtop, $1,350* (ps). 
MERCURY—’59 Monterey 4-dr. hardtop, 


625*, $1,585*, $1,550. 


$2,000* (ps); 2-dr. hardtop, $1,675*. 260*; Biscayne (8) 4-dr., $1,225*, $1,- 
Voyager 4-dr., $1,400* (ps), $1,300* 57 Bel Air (8) 4-dr., $990*; Two-ten 
(ps) Monterey 2-dr. hardtop, $1,320* (8) 4-dr., $940, 
(ps), $1,290* (ps); 2-dr., Bel Air (8) 4-dr., $810*, $795; Two- 
Monterey hardtop, $1,165* ten (8) 4-dr., $735, One- 
(ps). fifty (8) 2-dr., $685. 
(98) 4-dr. Windsor 4-dr., $585* 
$2,670* (ps), (ps). 
(98) 2-dr. hardtop, $1,700* Fairlane 500 (8) 4-dr., 
(88) 4-dr. hardtop, $1,560* (ps). 
(88) 4-dr., $1,335* (ps), $1,080* Fairlane (8) 4-dr., $1,565, 
(ps), $975* (ps). ’58 Fairlane (8) 4-dr., $1,095*; Fairlane 
"56 (98) 4-dr. hardtop, §800* (ps), 500 (8) 4-dr., $1,035*; Custom 300 (6) 
$780* (ps), $730* (ps); 4-dr., $560* 4-dr., $800. 
(ps); (88) 2-dr, hardtop, $745* Fairlane 500 (8) 4-dr., $920* (ps); 
2-dr., 4-dr., Custom (6) 2-dr., $675* (ps). 
PACKARD—’'52 Clipper 4-dr., $140* (ps). 56 Fairlane (8) 4-dr., $695*; Fairlane 
Belvedere (8) 2-dr. hard- (6) 4-dr., Custom (8) 4-dr., 
top, $2,135*. $565*, $555*; Main (8) 2-dr., $415, 
Suburban (8) 4-dr., $1,765* (ps);| Fairlane (8) 4-dr., $545; Custom 
2-dr., $1,610*; Belvedere (8) 2-dr., (8) 4-dr., $525*. 
$1, 430; Fury 4-dr., Fury (8) 4-dr., $1,750* 
Suburban (8) (ps), (ps), $1,700* (ps); Savoy (8) 4-dr., 
$1,235*; 2-dr., $1,175*; Belvedere (8) $1,725* (ps). 
conv., $1,275* (ps); 2-dr. PONTIAC Catalina 4-dr., $1,965* 
$1,200*; Savoy (6) 2-dr. hardtop, $1,- (ps). 
100*; 2- lar., $590. ’58 Star Chief 4-dr., 2 at $1,420* (ps). 


‘57 Belvedere (8) conv., $1,025* (ps). '57 Chieftain 4-dr., $685, 


(ps); Catalina hardtop, $2,600* Country, $1,900* (ps); 4-dr. 
(ps); 2-dr., $1,940* (ps). hardtop, $1,640* (ps); American (6) 

‘58 Bonneville conv., $1,900* (ps); Star 2-dr., $925. 
Chief 4-dr. hardtop, $1,600* (ps); | MISCELLANEOUS—’57 Chevrolet 1%-ton, 
Chieftain conv., $1,540* (ps), $830. 

"57 Chieftain 2-dr, hardtop, $1,300* ’56 Chevrolet 1%-ton, $690; Ford %- 
(ps); 4-dr, hardtop, $1,140*; Star ton, $680, 
Chief 2-dr. hardtop, $1,000* (ps); 4- 
dr., $715. 

‘56 Star Chief 4-dr, hardtop, $690*, CALDWELL, N. J. 
$605* (ps); 2-dr, hardtop, $725* (ps). Skyline Auto Auction, Sale every Thurs- 


day. Prices are for sale of April 28. 


$1,- 
models firm. Clean ’57, 


RAMBLER—’60 American (6) 4-dr., 


$1,500* (ps). 
STUDEBAKER—'59 Silver Hawk (6) 2- 
dr., $1,500*. 
‘ST President (8) 4-dr., $685*. 
MISCELLANEOUS—’'59 Chevrolet 
pickup, $1,230. 
’58 Chevrolet %-ton pickup, $760*. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
Thursday. Prices are for sale of April 28. 


%-ton 


Cars 


CADILLAC—’'58 (62) 4-dr., $2,750* (ps). 
‘56 (62) 2-dr. hardtop, $1,400* (ps); 2- 
dr., $1,150*° (ps). 

CHEVROLET—’'59 Bel Air (6) 4-dr., $1,- 
725°, $1,425; Bel Air (8) 4-dr., $1,- 
645*, $1,625*, $1,425. 

‘58 Impala (8) 2-dr., $1,585*; Biscayne 


Metropolitan—’55, $485. 
Renault—’59 4-dr., $610. 
2-dr., $350. 
Simea—’59 4-dr., $750, $670. 
Volkswagen—’60 2-dr., $1,505. 
’59 2-dr., $1,135*. 
’58 2-dr., $1,100, $1,050, $940. 


2-dr., $880*; Two-ten (6) 4-dr., $750*; | Renault—’59 Dauphine, 2 at $800; 
One-fifty (6) station wagon, $820*, phine sunroof, $740. 

'56 Bel Air (8) sport sedan, $1,000*. Simea—’59 Aronde 4-dr., $815. 

‘55 Bel Air (6) sport coupe, $790*; Two- Sunbeam—’54, $805. 
ten (8) station wagon, $750*; Two-ten | Triumph—’59 TR3 roadster, $1,750. 
(6) 2-dr., $615; 4-dr., $600; station | Vauxhall—’59, $1,250. 
wagon, $565. Volkswagen — '59 2-dr., $1,425, 


sunroof 2-dr., $1,100. 


DETROIT 
Borgward—'58 2-dr. station wagon, 
Ford (English)—’'59 Anglia, $795. 

‘58 Prefect, $440. 


CHRYSLER—'56 Windsor 4-dr., $750* 


(ps). 
DeSOTO — '57 Firesweep 4-dr. hardtop, 
$1,105* (ps); Firedome 4-dr, hardtop, 
$880* (ps). 
DODGE—’57 Coronet (8) 4-dr., $825*. 


Sold 78 cars from 132 consignments. 


Used 


RAMBLER—’58 Super (8) Cross Country, 


$770*; Custom (8) 2-dr., $790*, $785, ’55 Deluxe 4-dr., $300, 

$780*, $645; 2-dr, hardtop, $775*; 4- | MISCELLANEOUS—’59 Chevrolet (8) 
dr., $610*, $560*%; Custom (6) 2-dr., ton, $1,000, 

$695, $690, ’5S International (6) %-ton pickup, 


2-dr., $760*; Ranch Wagon (8) 2-dr., FARGO N D 
$725*, $580; Fairlane (8) 2-dr. hard- 

top, (ps), $400* (ps); 

2-dr., $650, $425°; 4-dr., $450* (ps); Tri-State Auto Auction, Sale every 
Custom (8) 2-dr., $630, $560*, $490*; | Thursday. Prices are for sale of April 28. 


(ps); 


(8) 4-dr., 
$2,000* (ps); Bel Air (8) 4-dr., $1,- 


Bel Air (8) 4-dr., $1,275* (ps), $1,- 


*59-'58 
and '55 bring- 


805*, $1,520%; 2-dr. station wagon, 

$1,675. ing premium prices, Sold 181 cars from 
"59 Super (8) 4-dr, station wagon, $1,- | 220 consignments, 

680, $1,670°*. BUICK—’59 LeSabre 4-dr., $1,860*. 
’58 Ambassador (8) 4-dr, station wagon, "58 RM 4-dr. Riviera, $1,630* (ps); 


BUICK—’57 Special 2-dr. Riviera, $1,- 
075*; Super 4-dr, Riviera, $970* (ps). DENTOWN, N. J. 
‘656 Special 4-dr., $675*; Century 4-dr., $410 OV 
(ps); Super 4-dr., Escort 2-dr., $665. 


(8) 2-dr., $1,300*; 4-dr., $1,245*, 
$1,200*, $1,195*, $1,155; Biscayne (6) ALDWE af 
100; 2-dr., 4 at $1,025; Brookwood Porse 57 Super conv., $1,810. 
Bel Air (6) sport sedan, $1,185*; $290. 
(ps); sport sedan, $1,040* (ps); Two- ’ 
ten (8) station wagon, $1,050*, CHICAGO 


Dau- 


$1,300; 


$950. 


’56 Royal (8) 4-dr., $600* (ps). Metropolitan—’'59 2-dr. hardtop, $1,050. 
Coronet (8) 4-dr., 2-dr., $700. 

Galaxie (8) 4-dr., Dauphine 4-dr., $950, $850. 
Fairlane (8) 2-dr., $1,575; 4-dr., 4-dr., $775. 


Sunbeam—'57 2-dr. hardtop, $630. 


$1,400*; Custom 300 (8) 2-dr., $1,- 

480, $1,300. DYER, IND. 
Thunderbird (8) hardtop, $2,-| 4-dr., $605 

440* (ps); Fairlane 500 (8) 4-dr., 

(ps); Country Sedan (8) FLINT 

dr., Custom 300 (8) 4-dr., $1,335. 


2-dr., $945, $935. 

Fairlane 500 (8) Victoria, station wagon 2-dr., $875. 
050*, $750° (ps); 4-dr, Victoria, $1,- ‘S57 Karmann-Ghia, $1,255. 
000°. ’56 4-dr., $815. 


‘56 Custom (8), 2-dr., $610*%, $425*; 
Country Sedan" (8) 4-dr., $575* (ps). 
‘SS Fairlane (8) 4-dr., §550°; 2-dr., 
$400*; Ranch Wagon (6) 2-dr., $305; 


Custom (8) 2-dr., $270*, $265*. 


MASON CITY, IA. 
Renault—’59 Dauphine, $1,000. 
Volkswagen—'57 Microbus, $1,430. 


LOS ANGELES 


Renault—’'57 Dauphine 4-dr., $525, $500. 


Monterey hardtop, roadster, $2,440. 
Sprite roadster, $1,395. 
Monterey 4-dr., roadster, $1,110. 
Monterey 2-dr. hardtop, $575"; | 59 1100 4-dr., $990. 
conv., $450* (ps); 4-dr., $270*. Hillman—’58 Minx, $750. 
(88) 4-dr. Holiday, 150M 2-dr., $2,185. 
$1,600° (ps). MGA roadster, $1,200. 
‘ST (88) Super 4-dr. Holiday, $1,265° '57 MGA roadster, $880. 
(ps); (88) Fiesta 4-dr., (ps). MGA roadster, 
Holiday, (ps); 4-| Olympia station wagon, $1,070. 


Belvedere (8) 4-dr. Dauphine 4-dr., $850. 


top, $1,280* (ps); 2-dr, hardtop, $1,- "57 Dauphine 4-dr., $525. 
025°. —'60 2-dr. 

Savoy (8) 4-dr., $550*. 58 2-ar.. $1,150. 

Savoy (8) Karmann-Ghia, $1,175; 2-dr., 


PONTIAC—'57 Star Chief 2-dr. Catalina, 
$1,075* (ps). 
Chieftain 4-dr., $590°*. 


‘55 Chieftain 2-dr. Catalina, $485*. 


"SS 2-dr., $450. 


Vauxhall—’'58 station wagon, $850. 


$650. 


WAREHOUSE POINT, CONN. 


Super 4-dr, Riviera, $1,525* (ps). 

’57 Century 4-dr., $1,010* (ps); RM 
conv., $955", 

’56 Century Estate Wagon, $885* (ps); 
Special 4-dr., $710* (ps), 

’55 Super 2-dr. Riviera, $320* (ps); RM 
4-dr., $260* (ps). 

OADILLAG—’ 58 (62) Coupe de Ville, $2,- 
730° (ps); 4-dr., $2,680* (ps); 4-dr. 
hardtop, $2, 600* (ps); (60) Special 4- 
dr., $2,725* (ps), 

’57 (62) Coupe de Ville, $2,000* (ps), 

"56 (62) 4-dr., $1,320*° (ps), $1,095* 
(ps); Coupe de Ville, $950* (ps). 

’55 (62) 2-dr. hardtop, $850* (ps), 

CHEVROLET—’59 Parkwood (6) 4-dr., 
$1,650, $1,645; Bel Air (6) sport 
coupe, $1,550; 4-dr., $1,540*, $1,490*, 
$1,175". 

’58 Biscayne (6) 4-dr., $1,205*, $1,160*, 
$1,125*, $1,100*, $1,095*, $1,090*, $1,- 
075*; 2-dr., 2 at $1,030, 2 at $1,025. 

‘57 Bel Air (8) sport coupe, $1,215* 
(ps); conv., $1,200* (ps); Two-ten (8) 
2-dr., $965; 4-dr., $755; Two-ten (6) 
2-dr., $715; One-fifty (6) 2-dr., $615*. 

’56 Bel Air (8) sport sedan, $845*, $755* 


(ps); Two-ten (8) station wa gon, 
$725*. 
< Air (8) conv., $675; station wag- 
$330", 


CHRYSLER—’ 58 NY 4-dr. hardtop, §$1,- 
780* (ps); Windsor 4-dr., $1,275*, 
"57 Saratoga 4-dr, hardtop, $1, 125* (ps), 
$950* (ps). 
DeSOTO—'58 Firedome 4-dr., $1,300* 


(ps). 
’57 Fireflite 4-dr., $1,000* (ps). 
’56 Firedome 2-dr, hardtop, $715* (ps). 
’55 Firedome 2-dr, hardtop, $410*; Fire- 
flite 4-dr., $220* (ps). 
DODGE—’ 59 "Coronet (8) 


$940*. 
’58 Coronet (8) 4-dr., $1,140*; 

720°. 
’57 Custom Royal (8) 4-dr., $1,010*, 
756 Custom Royal (8) 4-dr., $210* (ps). 


4-dr. (police), 


(police), 


’55 Coronet (6) 2-dr., $330*%; 4-dr., 
$230*. 
EDSEL—’58 Villager 4-dr., $945* (ps). 


FORD—’60 Falcon (6) station wagon, 
$1,940*. 

’59 Thunderbird (8) 2-dr, hardtop, §2,- 
800* (ps); Country Squire (8) 4-dr., 
$1,725*; Fairlane 500 (8) 4-dr., $1,- 
553* (ps), $1,420; Custom 300 (6) 4- 
dr., $1,425*. 

Thunderbird (8) 2-dr. hardtop, $2,- 
325* (ps); Fairlane 500 (8) 4-dr, Vic- 
toria, $1,360* (ps); 2-dr. Victoria, $1,- 
260* (ps), $1,140* (ps); 2-dr., $750; 
Fairlane (6) 2-dr., $1,050; 4-dr., $785; 
Custom 300 (8) 4-dr., $1,000, $990, 
$970. 

"57 Custom 300 (8) 4-dr., $810*; 2-dr., 
$660*; Fairlane (8) 2-dr., $730*; Cus- 
tom (8) 2-dr., $670*, $600*; 4-dr., 


$660". 

"56 Fairlane (8) 4-dr., $880* (ps); 
conv., $770* (ps); 2-dr., $440*; Coun- 
try Squire (8) 4-dr., $765* (ps); Cus- 
tom (8) 2-dr. Victoria, $600*, $335*; 


2-dr., $465; Ranch Wagon (8) 2-dr., 
4 


$545. 

’55 Thunderbird (8) conv., $805*; Coun- 
try Squire (8) 4-dr., $480; Fairlane 
(8) 4-dr., $455* (ps). 


IMPERIAL—'57 Crown 4-dr., $1,510* 
(ps); Imperial 2-dr, hardtop, $1,430* 
(ps). 

LINCOLN—’58 Premiere 4-dr. hardtop, 
$1,930* (ps); Capri 2-dr, hardtop, $1,- 
710* (ps), 


MERCURY—’59 Park Lane 2-dr. hardtop, 
$2,215* (ps), 


’58 Montclair 4-dr. hardtop, $1,390* 
(ps), $1,180* (ps); Standard 4-dr., 
$1,095*. 


"57 Monterey 4-dr., $875* (ps). 

’56 Montclair 4-dr, hardtop, $560* (ps); 
Medalist 4-dr, hardtop, $375". 

’55 Montclair 2-dr. hardtop, $500* (ps); 


conv., $240*; Monterey 4-dr., $310*. 
OLDSMOBILE — '59 (88) Super 2-dr. 

Scenic, $2,235* (ps). 

(88) 4-dr., $1,480*. 

’57 (98) 2-dr. Holiday, $990* (ps); 4- 
r., $975* (ps). 

"56 (88) Super 2-dr. Holiday, $655* 
(ps); (88) 4-dr., $650* (ps). 


PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
570*, $1,520* (ps); Suburban (8) Cus- 
tom 4-dr., $1,555* (ps). 

Belvedere (8) 4-dr., $1,315*; 4-dr. 
hardtop, $1,300* (ps), $1,290* (ps); 
Suburban (8) Custom 4-dr., $985; 
Savoy (8) 4-dr., $980*, $840, $720; 2- 
r., $840, $755, $740*. 

’57 Suburban (8) Custom 4-dr., $755* 
(ps); Belvedere (8) 4-dr. hardtop, 

4-dr., 


$735*. 
$585* 
Plaza (6) 4-dr., $355. 


’56 Belvedere (8) (ps); 
55 Plaza (6) 2-dr., $300; 4-dr., $210. 


PONTIAC—’59 Star Chief 4-dr., $2,055* 
(ps). 
Star Chief 4-dr., $905*. 
’55 Chieftain 2-dr., $465*; 4-dr., $180* 


(ps). 
STUDEBAKER—'58 Scotsman (6) 2-dr., 
$565. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of April 27, 
BUICK—’58 Special Estate Wagon, $1,- 

025*. 
’'57 RM 4-dr., $1,200* Special 4- 
dr. Riviera, $1,000*. 
CHEVROLET—’59 Impala (6) 4-dr, hard- 
top, $1,905*; Impala (8) 4-dr., $1,- 
690; Bel Air (8) 4-dr., $1,645*, $1,- 
600*; Biscayne (6) 4-dr., $1,440; 
Brookwood (6) 4-dr., $1,495. 

"58 Impala (8) sport coupe, $1,690*; 
Brookwood (8) 4-dr., $1,450*; Bel Air 
(8) 2-dr., $1,325*; Biscayne (6) 4-dr., 
$1,275, $1,125*, $1,015; Biscayne (8) 
4-dr., $775; Delray 2-dr., $1,060. 

’57 Bel Air (8) 4-dr., $1,275* (ps); 
sport coupe, $1,240; Two-ten (8) 2- 
dr., $1,100*%; 4-dr., $1,050, $910*, 
$890; Two-ten (6) 4-dr., $935". 

56 Bel Air (8) conv., $975*; Two-ten 
(8) 4-dr. station wagon, $945*; Two- 
ten (6) 4-dr., $580*. 

CHRYSLER—’58 Saratoga 4-dr., $1,250* 
(ps). 

DeSOTO—’57 Firesweep 4-dr., $795*. 

DODGE—’56 Coronet (8) 2-dr., $510*. 

EDSEL—’'59 Ranger 4-dr., $1,200*. 

FORD—’'60 Ranch Wagon (8) 4-dr., §$2,- 
235*; Fairlane 500 (8) 4-dr., $2,090; 
Galaxie (6) 4-dr., $2,050; Falcon 2- 
dr., $1,745, $1,620, 

"59 Galaxie (8) 2-dr., $1,710*; Custom 
300 (8) 4-dr., $1,475*, $1,435; Custom 
300 (6) 2-dr., $1,305, $1,270. 

‘58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
220; Fairlane (8) 4-dr., $1,040*; Cus- 
tom 300 (6) 4-dr., $1,010. 

‘57 Fairlane 500 (8) 4-dr, Victoria, $1,- 
275; Country Sedan (8) 4-dr., $995*; 
Fairlane (8) 4-dr, Victoria, $950*, 
$910; Custom 300 (8) 4-dr., $830*, 


(Continued on Page 56, Col, 1) 


(ps); 


dream car? Not really! It’s typical the forward 
vision that the automotive industry. The 
you are driving today was considered the 
variety few short years ago. 


reality! 


And behind this production lies millions 
dollars invested monies—and profits hun- 
dreds automotive industry suppliers. Suppliers 
equipment, metals, fabrics, plastics, rubber materials 
and countless other products both the car and 
truck dealerships and the Original Equipment Market. 


What share this spending did your company get 
last year? What share will your company get 
this year? The answer very much depends how 
well your company—and its products—is known 
the automotive men who make the buying decisions. 


The best way tell your sales story—and make 
stick—is advertising the one weekly newspaper 
the NEWS. 43,000* 


these influential buyers keep abreast industry 
trends every week AUTOMOTIVE NEWS—as 
they have for the past years. 


Start today become growing part the future 
the automotive industry—advertise regularly 
AUTOMOTIVE NEWS. 


*43,000 paid subscribers, 85%, whom annually 
renew their subscriptions the regular rate. 
They're offered premiums, cut-rates special 


inducements. 


The most influential publication the automotive industry. 


The Newspap 


XNR car’’ featuring off-center styling 


REPRESENTATIVES 
NEW YORK: Edward Kruspak, Howard Bradley, Room 
707, 42nd St., Murray Hill 7-6871 


CHICAGO: Goldstein, Bill Gallagher, Room 903, 360 
Michigan Ave., State 2-6273 


DETROIT: Webber, William Maas, Roy Holihan, 
965 Jefferson, Woodward 3-9520 


SAN FRANCISCO: Jules Thompson, 681 Market St., 
Douglas 2-8547 


LOS ANGELES: Robert Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 


the Industry 


f 


ll 
= 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| == 
* 
atte, 
> = 
went 
‘i 4 roved 
Surrey Finds Sales and I rofits Impro 
‘op Cars —— D l 


AUTOMOTIVE NEWS, MAY 1960 


The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges an d op- 
tional equipment. 

(Copyright, 1960, by Automotive News) 

BUICK — LeSabre — 4-dr. sed., $2,870; 
2-dr, sed., $2,756; 4-dr. hardtop, $2,991; 
2-dr, hardtop, $2,915; conv., $3,145; 4-dr. 
2-seat stat. wag., $3,386; 4-dr. 3-seat stat. 
wag., $3,493. Invicta—4-dr. sed., $3,357; 

hardtop, $3,515; hardtop, 
447; conv., $3,620; 4-dr. 2-seat stat. wag., 
$3,841; 4-dr. 3-seat stat, wag., $3,948. 
Electra—4-dr. sed., $3,856; 4-dr. hardtop, 
$3,963; 2-dr. hardtop, $3,818. Electra 225 
—4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive trans- 
mission standard on Invicta, Blectra and 
Blectra 225. Power steering and power 
— standard on Electra and Electra 


CADILLAO—Sixty-Two — 4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan 
de Ville 4-dr. hardtop (fiat roof or sloping 
roof), $5,498; Coupe de Ville 2-dr, hardtop, 
$5,252; Eldorado Seville 2-dr, hardtop, 
$7,401; Eldorado Biarritz conv., $7,401. 
Sixty Special—4-dr. hardtop, $6,233. Seven- 
ty-Five — 8-pass. sed., $9,533; limousine, 
$9,748. Eidorade Brougham—4-dr. hardtop, 
$13,075. (Hydra-Matic, power steering, 
Power brakes standard on all models.) 

CHECKER—Superba — 4-dr. sed., §2,- 
542.42. (Price does not include dealer prep- 
aration charge.) 

CHEVROLET—(Prices are for six-cylin- 


The following imported-car prices are 
East Coast Port of Entry figures, They 
include ocean freight, U, 8S, excise tax 
and import duty. They do not include 
dealer preparation charges, U, 8S. trans- 
portation fees, state and local taxes or 
optional equipment. 

(Copyright, 1960, by Automotive News) 

ALFA ROMEO—Giulietta—Spider, $3,- 
469; Super Spider, $3,882; Sprint cpe., $3,- 


401; Veloce cpe., $4,292. 2000 Series—4- 
$5,028; Spider roadster conv., 


ARMSTRONG-SIDDELEY — Star Sap- 
phire 4-dr. sed., $6,950. (Automatic trans- 
mission and power steering are standard.) 


ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON-MARTIN — DB4 — cpe., $9,870. 
G. T. cpe., $12,500. 

AUSTIN—850—2-dr. sed., $1,295. A-40 
—2-dr, sed., $1,795; deluxe 2-dr, sed., 


$1,856. A-55 Mark Ii—4-dr, sed., $2,198. 
(Heater standard on A-40 deluxe.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO sed., $2,- 

526.03; 2-dr. sed., $1,995; 2-dr. cpe. deluxe, 
$2,300.99; 2-dr. stat. wag., $2,321.07; sport 
cpe., $3,924.68; Bronco multi-purpose ve- 
-“ $2,775. (Heater standard on all mod- 
els. 
BENTLEY—Series 8 2 — Standard Steel 
Saloon, $14,595. (Automatic transmission, 
power steering, brakes standard.) 
Other models are custom-built and vary 
considerably in price. 

BERKELEY—328-c.c. roadster (2-cylin- 
xf $1,595; 492-c.c, roadster (3-cylinder), 

,745. 

BMW—Model 501/2.6 sed., $5,000; 
Model 502/Deluxe/2.6 4-dr, sed., $5,600; 
Model 502/3.2 4-dr. sed., $6,000; Model 
5.02/Super/3.2 4-dr, sed., $6,600; Model 
503/3.2 conv., $11,900; Model 507/3.2 
Touring Sport cpe., $10,500. (Heater and 
Power brakes are standard on Models 503 
and 507.) 

BMW 600—5-pass. sed., $1,398; sunroof 
sed., $1,487. BMW 700—Cpe., $1,898; 2-dr. 
ay $1,648. (Heater standard on all mod- 
els. 

BMW ISETTA 300 — sunroof, $1,048. 
(Heater standard.) 

BORGWARD—Isabelia — 2-dr, sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 
$2,845; Touring Sport Coupe, 33,750. 

CITROEN—ID Luxe—4-dr. sed, (heater 
standard), $2,545. ID-19—4-dr. sed. (air 
suspension), $2,695. DS-19—4-dr. sed, (air 
suspension, power brakes, power steering, 
automatic clutch), $3,245. 

DAF—600—-Standard 2-dr. sed., $1,499; 
Deluxe 2-dr. sed., $1,599. (Variomatic au- 
tomatic transmission standard on both 
models.) 

DAIMLER—SP-250 conv. (V-8), $3,702. 

DATSUN—4-dr. sed., $1,616; half-ton 
pickup truck, $1,588; 2-dr, stat. wag., $1,- 


818. 

DEW —*‘750"’—-2-dr. sed., $1,665. (Heater 
standard.) 

FACEL VEGA—H. K.-500 cpe., $8,550; 
Excellence 4-dr, hardtop, $12,800. 

FERRARI—250 Granturismo—cpe. (Far- 
ina body), $12,600; California conv, (Scag- 
Metti body), $12,600. (Heater standard on 
both models.) 

T—600 Series—2-dr. sunroof, $1,098; 
sunroof sport, $1,228; Bian- 
china, $1,298; 2-dr. Bianchina sport, $1,- 
428; Jolly, $1,760. 600 Series—2-dr. sed., 
$1,308; 2-dr. sunroof, $1,460; 4-dr, stat. 
Wag., $1,658; Jolly, $1,906. 1100 Series 
—4-dr, sed., $1,743; 4-dr, deluxe sed., 
$1,880; 4-dr. stat. wag., $1,998. 1200 
Series—4-dr. sed., $1,998; roadster (Far- 
ina), $2,812. 1500 Serles—Roadster, $3,- 
730. 2100 Series—4-dr. sed., $2,998; 4-dr. 
stat. wag., $3,250. 750 Abarth—2-dr. sed., 
$2,206. (Heater standard on all models.) 

FORD (England)—Angilia — 105E 2-dr. 
sed., $1,608. Prefect—-4-dr. sed., $1,686. 
Escort—2-dr. stat. wag., $1,714. Consul— 
4-dr. sed., $2,059; conv., $2,398. Zephyr— 
4-dr. Sed., $2,240; conv., $2,599. Zediac— 
4-dr. sed., $2,412; conv., $2,890. 

GOGGOMOBIL—T-400—2-dr. sed., $995: 
Florida Sunroof Deluxe 2-dr, sed., $1,035; 
2-dr. Step-In van, $1,350; Coupe deVille. 
$1,305; Coupe deVille conv., $1,445. T-700 
— Cpe., $1,395; sport roadster, $1,445; 
Roust-About, $1,595; Sprint ecpe., $1,695. 

GOLIATH—1100 Series—Hansa 2-dr. sed., 


$1,883; Hansa stat. wag., $2,024; 
Tiger sport cpe., $2,365, 

HILLMAN—4-dr. Special sed., $1,735; 
4-dr, Deluxe sed., $1,875; conv., $2,149; 


Port-of-Entry Prices 
Imported Cars 


V-8 engine is standard and a six-cylinder 
engine is not available.—Fury V-8—conv., 
$2,967. Station Wagon V-8—4-dr, 3-seat 
Custom Suburban, $2,990; 4-dr, 2-seat 
Sport Suburban, $3,024; 4-dr. 3-seat Sport 
Suburban, $3,134. 

PONTIAC—Catalina—4-dr. sed., 
2-dr, sed., $2,631; 4-dr, hardtop, $2,842; 
2-dr, hardtop, $2,766; conv., $3,078; 4-dr. 
2-seat stat. wag., $3,009; 4-dr, 3-seat stat. 
wag., $3,207. Ventura—4-dr, hardtop, $3,- 
047; 2-dr. hardtop, $2,971. Star Chief— 
4-dr, sed., $3,003; 2-dr. sed., $2,932; 4-dr. 
hardtop, $3,136. Bonneville—4-dr. hardtop, 


Current Prices Cars 


conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
318; 4-dr. hardtop, $6,318. (TorqueFlite, 
power steering, power brakes standard on 
all models.) 


der models. For V-8s, add $107). Biscayne 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Biseayne—4-dr. sed., $2,316; 2-dr. 
sed., $2,262; utility sed., $2,175. Bel Air— 


038; coupe, $1,984. 700 Series—4-dr. sed., 
$2,103; coupe, $2,049. Monza 900—coupe, 
$2,238. 


sed., $5,441; 


pala—4-dr ‘sed.. $2 590; 4-dr hardtop, $2.- hardtop, $3,727; 2-dr. hardtop, $3,663.| 253. Premiere—4-dr. sed., $5,945; 4-dr.| 476; 4-dr. 2-seat stat, wag., $3,530. 


2-seat Brookwood, $2,653; 
4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr. 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard), $3.872. 


OHRYSLER—Windsor—4-dr. sed., $3,- 
194; 4-dr. hardtop, $3,343; 2-dr, hardtop, 
$3,279; conv., $3,623; 4-dr, 2-seat stat. 
wag., $3,733; 3-seat wag., 
$3,814. Saratoga—4-dr. sed., $3,929; 4-dr. 
hardtop, $4,067; 2-dr, hardtop, $3,989. 
New Yorker — 4-dr. sed., $4,409; 4-dr. 
hardtop, $4,518; 2-dr. hardtop, $4,461; 
conv., $4,874.50; 4-dr, 2-seat stat, wag., 
$5,022; 4-dr. 3-seat stat. wag., $5,130.50. 
300-F—2-dr. hardtop, $5,411; conv., $5,- 
841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 


cylinder models. For V-8s, add $119). Dart 
Fleet Special—4-dr. sed., $2,296; 2-dr. sed., 
$2,245. Dart Semeca—4-dr. sed., $2,330; 
2-dr. sed., $2,278; 4-dr. 2-seat stat, wag., 
$2,695. Dart Piomeer—4-dr. sed., $2,459; 
2-dr. sed., $2,410; 2-dr. hardtop, $2,488; 
4-dr. 2-seat stat. wag., $2,787; 4-dr. 3-seat 
stat. wag., $2,892. Dart Pi —4-dr. 
sed., $2,595; 4-dr, hardtop, $2,677; 2-dr. 
hardtop, $2,618; conv., $2,868. Dodge 
Matador V-8—4-dr. sed., $2,930; 4-dr. 
hardtop, $3,075; 2-dr. hardtop, $2,996; 
2-seat stat. wag., $3,239; 3-seat 
stat. wag., $3,354. Dodge Polara V-8—4-dr. 
sed., $3,141; 4-dr, hardtop, $3,275; 2-dr. 
hardtop, $3,196; conv., $3,416; 4-dr. 2-seat 
$3,506; 4-dr, 3-seat stat, wag., 


598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 
sion, power steering, power brakes, radio, 
heater standard on all models.) 


MERCURY—Monterey—4-dr. sed., $2,- 
730; 2-dr. sed., $2,631; 4-dr. hardtop, 
$2,845; 2-dr. hardtop, $2,781, conv., $3,- 
077. Montelair—4-dr. sed., $3,280; 4-dr. 
hardtop, $3,394; 2-dr. hardtop, $3,331. 
Park Lane — 4-dr. hardtop, $3,858; 2-dr. 
hardtop, $3,794; conv., $4,018. Station 
Wagons—4-dr. 2-seat Commuter, $3,127: 
4-dr. 2-seat Colony Park, $3,837. (Mere-0- 
Matic standard on Montclair and Colony 
Park. Dual range Merc-0-Matic, power 
steering, power brakes standard on Park 
Lane.) 


sed., $1,929; 2-dr. sed., $1,880; 2-dr. 
2-seat stat. wag., $2,105. American Custom 
—4-dr. sed., $2,059; 2-dr. sed., $2,010; 2-dr. 
2-seat stat. wag., $2,235. Deluxe Six—4-dr. 
sed., $2,098; 4-dr. 2-seat stat, wag., $2,- 
427. Super Six—4-dr. sed., $2,268; 4-dr. 
2-seat stat. wag., $2,562; 4-dr, 3-seat stat. 
wag., $2,687. Custom Six—4-dr. sed., $2,- 
383; 4-dr. hardtop, $2,458; 4-dr. 2-seat 
stat, wag., $2,677; 4-dr, 3-seat stat. wag., 
$2,802. Rebel Super V-8—4-dr. sed., $2,- 
387; 4-dr. 2-seat stat. wag., $2,681; 4-dr. 
B-seat stat. wag., $2,806. Rebel Custom 
V-8 — 4-dr. sed., $2,502; 4-dr. hardtop, 
$2,577; 4-dr. 2-seat stat. wag., $2,796; 
4-dr, 3-seat stat. wag., $2,921. Ambassa- 
dor Super V-8—4-dr. sed., $2,587; 4-dr. 
2-seat stat. wag., $2,881; 4-dr. 3-seat_ stat. 


$1,998; 2-seat stat. wag., $2,310; 4-| dr. 2-seat stat. wag., $2,287. $3,034; hardtop, conv., stat. wag., $3,026; 2-seat 


284; 4-dr. 2-seat stat, wag., $3,363; 4-dr. 
3-seat stat. wag., $3,471. Super 88—4-dr. 
sed., $3,176; 4-dr. hardtop, $3,402; 2-dr. 
hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 
stat. wag., $3,665; 4-dr. 3-seat stat, wag., 
$3,773. Series 98—4-dr. sed., $3,887; 4-dr. 
hardtop, $4,159; 2-dr. hardtop, $4,083; 
conv., $4,362. (Hydra-Matic, power steer- 
ing, power brakes standard on Series 98.) 


PLYMOUTH — (On six-cylinder models, 
add $119 for a V-8 engine.) Fleet Special 
Six—4-dr. sed., $2,277; 2-dr. sed., $2,227. 
Savoy Six—4-dr. sed., $2,310; 2-dr. sed., 


dr, 2-seat stat. wag., $2,365. 3-seat 


CORVAIR—500 Series—4-dr. 


hardtop stat, wazg., $3,116; 4-dr, 
stat, wag., $3,151. 
STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
stat, wag., $2,366; 4-dr. 2-seat stat, wag., 
$2,441. Lark Deluxe V-8—4-dr. sed., $2,- 
181; 2-dr. sed., $2,111; 2-dr, 2-seat stat. 
wag., $2,501; 4-dr. 2-seat stat. wag.. $2,- 
576. Lark Regal Six—4-dr. sed., $2,196; 
2-dr, hardtop, $2,296; conv., $2,621; 4-dr. 
2-seat stat. wag., $2,591. Lark Regal V-8 
—4-dr, sed., $2,331; 2-dr, 
6; 4-dr. 2-seat stat. wag., 
2,260. Belvedere Six—4-dr. sed., $2,756; 
sed., Barden, $2, 461. Hawk V-8—5-passenger sport cpe., 
Fury Six—4-dr. sed. 4-dr. hard- 
top, $2,656; 2-dr. hardtop, $2,599. Station VALIANT — V-100 — 4-dr. sed., —— 
Wagon Six—2-dr. 2-seat Deluxe Suburban, | 4-dr. 2-seat stat. wag., $2,365; 
$2,602; 4-dr. 2-seat Deluxe Suburban, $2,-| stat. wag., $2,488. V-200—4-dr. se 
668; 4-dr. 2-seat Custom Suburban, $2,761, | 130; 4-dr. 2-seat stat. wag., $2,443; 4-dr. 
Plymouth V-8 (On the following models, a|3-seat stat. wag., $2,566. 


FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $113.) Oustom 300 
(Fleet)—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Fairlane—4-dr. sed., $2,311; 2-dr. 
sed., $2,257; business 2-dr., $2,170. Fair- 
lane 500—4-dr. sed., 2-dr. sed., 
$2,334. Galaxie—4-dr. sed., 2-dr. 
sed., $2,549; 4-dr. hardtop, $2,675. Star- 
Mner—2-dr. hardtop, $2,610. 
conv., $2,800. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Ranch Wagon, $2,656; 4-dr. 2-seat Country 
Sedan, $2,752; 4-dr. 3-seat Country Sedan, 
$2,837; 4-dr. 3-seat Country Squire, $2,967. 
Thunderbird—(V-8 standard)—2-dr, hard- 
top, $3,755; conv., 


sed., $5,029; 
hardtop, $5,029; 2-dr, hardtop, $4,- 
922.50. Crown — 4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr, hardtop, $5,403; 


New Commercial-Car Registrations, 
States for March, 1960-1959 


istrations states are 
weekly, compiled 


sed., $2,- 


2-dr, stat, wag. (Husky), $1,679; 4-dr. 
stat. wag. (Minx), $2,299. 

HUMBER—Super Snipe—4-dr. sed., $3,- 
995; 4-dr. stat. wag., $4,575. (Automatic 
transmission, power brakes and heater are 
standard.) 

JAGUAR—Mark IX—4-dr. sed. (auto- 
matic transmission and power steering), 
$6,020. 3.4 Litre Sedan—(overdrive), $4,- 
567; (automatic transmission), $4,667. 
XK-150—Roadster, $4,520; roadster (over- 
drive), $4,685; roadster (automatic trans- 
Mission, $4,770; cpe., $4,500; cpe. 
(overdrive), $4,665; cpe., (automatic trans- 
mission), $4,750; conv., $4,620; conv. 
(overdrive), $4,785; conv. (automatic 
transmission), $4,870. XK-150-S—roadster 
(overdrive), $5,120; cpe, (overdrive), $5,- 
075; conv. (overdrive), $5,195. 

JENSEN—641-R—2-dr. sports seda n, 
$7,750. (Radio and heater standard.) 


Truck 
released 


Willys Mise. TAL 


2-dr. sunroof sed., $1,445; conv., $1,510; ‘59 32 18 3 13 3216 
base), $1,795; 2-dr, 6-passenger sunroof | Maryland ‘60 321 H| 272 38 73 3| 9 47 816 
(with removable hardtop "and convertible | Ohio *60 5| 1314 236 1114 = 190 
$10,070; 4-dr. hardtop (automatic trans- 
mission), $10,438; 4-dr. conv., $12,644; 27 States Reported to Date "60 | 11357 131 1970 9507 2785! 4241 539 138 672 aE 14171 32059 


convertible top), $11,397. (Heater standard 
on all models. Power brakes standard on 


Compiled from official state records. Liability cannot assumed for inaccuracies. Report remains property Polk Co. May not 
(Continued on Page 56, Col, 2) 


copied sold. 


New Passenger-Car Registrations, States for March, 1960-1959 


FORD Olds- G.M. | Stude- 


ar registra- 
tions as com- 
piled 
Co. 


718| 145465 


Compiled from official state records. Liability cannot assumed for Report remains property Polk Co. May not copied sold. Corvair included Chevrolet 
totals, Falcon Ford and Valiant Plymouth. 
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Follow the LEADER 
Philadelphia 
and its suburbs 


There’s one leader Philadelphia and its suburbs. 


It’s The Evening Bulletin. 

The 1959 A.B.C. Audit Report shows that The 
Evening Bulletin’s circulation leadership 14- 
county Greater Philadelphia 145,637. 

Two major research studies—made National 
Analysts, Inc. 1960 and Carl Nelson Re- 
search, 1957—show The Evening Bulletin’s 
leadership adult readership both the city 
and the suburbs. 

the suburbs, where Greater Philadelphia 
growing fastest... 

research study adults homes with tele- 
phones, made Analysts, Inc. shows: 


Suburban Philadelphia— 
The Evening Bulletin Leads Adult Readership 
146,000 adults homes with telephones 


research study adults families, made 
Carl Nelson Research, Inc. shows: 
Suburban Philadelphia— 
The Evening Bulletin Leads Adult Readership 
A.B.C. Audit Reports for 1950 and 1959 show: 
Suburban Philadelphia— 
The Evening Bulletin Tripled 
Its Circulation Leadership 
leads 36,762 families 


(and this leadership does not include the tens 
thousands Evening Bulletins sold downtown 
Philadelphia which are carried home the sub- 
urbs each day) 
Follow the leader Philadelphia and its suburbs 
Evening Bulletin. 


Philadelphia Nearly Everybody Reads The Bulletin 


The Evening Bulletin Leads Circulation and Readership 
Philadelphia and Suburban 


MEMBER MILLION MARKET NEWSPAPERS, INC. 


Advertising Offices: New York Chicago Detroit San Francisco Los Angeles 


Suburban counties beyond the city the county 
Greater Philadelphia City and Trading Zone 


t 
t 
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Used-Car Auction Prices 


(Continued from Page 52) 


$665° 
$630*; conv., $335* (ps), 


6566 Custom (8) 2-dr. Victoria, $750*; 
2-dr., $560; Custom (6) 2-dr, Victoria, 
$750. 

MERCURY—’57 Monterey 4-dr. hardtop, 
$1,000*, $900* (ps); Phaeton 2-dr., 
$980*; station wagon, $1,000*; hard- 
top 4-dr., $940*. 

'56 Monterey 4-dr. station wagon, $670*. 

OLDSMOBILE—’'58 (88) 4-dr. station 
wagon, $1,705*; 4-dr., $1,250* (ps). 

'ST (98) conv., $1,375*; (88) 4-dr., $1,- 


130°. 
(88) 4-dr. Holiday, $945* (ps); 2- 
dr., $730*; (88) Super 4-dr., $855* 


(ps). 
PLYMOUTH—’59 Fury (8) 4-dr. hardtop, 
$1,750* (ps), $1,675*, 
Belvedere (8) conv., $1,440*%; 4-dr. 
hardtop, $1,200*; Savoy (8) 4-dr., $1,- 
000° (ps). 
PONTIAC—’58 Star Chief 4-dr, Catalina, 
$1,520°. 
Star Chief 4-dr, Catalina, $1,330°. 
MISCELLANEOUS—’55 Ford 2-ton truck, 
$650. 


DYER, IND. 


Dyer Auto Auction, Sale every Friday. 
Prices are for sale of April 29, Sharp cars 
are still in demand, The average cars and 
roughies are hard to get takers, Sold 202 
cars from 338 consignments. 

BUICK—’57 Super 4-dr. Riviera, $1,175, 

’56 Special 4-dr, Riviera, $675*; 2-dr., 


Plan now join the next CARS Rental 
System the Sun” while your 
wife our guest the beautiful Ocean 
Manor Hotel! You devote Tuesday, 
Wednesday and Thursday, from 10:00 
until 2:00, the benefits leasing, rent- 
ing and financing practiced this 
profit-making group aggressive, fran- 
chised new car dealers—solid business 
sessions that still permit time join your 
wife and help her enjoy Florida. 


“Seminars the Sun” are conducted 
weekly Fort Lauderdale under the joint 
sponsorship the University Miami 
and CARS Rental System. While inter- 
national membership, the small, selec- 
tive classes permit personal attention 
your individual problems—and show you. 
the way new profits through the only 
leasing group the nation made 
new car dealers. 


Bring your wife our guest, and join the 
hundreds CARS Rental System mem- 
bers enjoying new, more profitable volume 
through their exclusive franchise with the 
“Lease Leaders the 


(6) 2-dr., $300. 


DeSOTO—’57 Fireflite 4-dr, hardtop, $1,- 
050°; 4-dr., $815* (ps), 
DODGE—’58 Custom Royal (8) 
hardtop, $1,360* (ps). 
’57 Coronet (8) 2-dr. hardtop, $800*, 
56 Custom Royal (8) conv., $835*; 
Royal (8) 2-dr, hardtop, $510*, $350*. 
"55 Royal (8) 4-dr., $425*. 
EDSEL—’59 Ranger 4-dr., 3, 500*, 


4-dr. 


(ps); Century 4-dr, Riviera, 


*56 (62) Coupe de Ville, 
conv., $1,185* (ps). 


$2,600* (ps); 
$2,500* (ps). 
"59 Corvette (8) conv., 
(8) sport coupe, $2,205* (ps), $2,125* 


$4,400* (ps); (62) 4-dr., $4,150* (ps). 


CHRYSLER—’58 NY 2-dr. hardtop, $1,- "58 (62) 2-dr, hardtop, $3,100* (ps); 
570* (ps). conv., $2,010* (ps). 
COMET—’'60 Deluxe 4-dr., $2,000. ’57 (62) conv., $1,950* (ps) 


$1,610* (ps); 


Eldorado. conv., $1,385* (ps); (60) 
Special 4-dr., $1,275* (ps). 
CHEVROLET—’60 Parkwood (8) 4-dr., 


Impala (8) sport coupe, 


$2,810; Impala 


55 Century 2-dr. Riviera, $450* (ps); ’58 Citation 4-dr., $1,050 (ps), $2,045", $1,850 (ps); Im 
Special 2-dr. Riviera, $405°, $280° ; FORD—’60 Fairlane (8) + dr., $1,870*; (6) conv., $1,850; Parkwood (8) 4-dr., 
$1407 $310* (ps); 2-dr., $290*, $270*, : Faleon (6) 2-dr., $1,740, $1,690. $2,055* (ps), 2 at $2,000*; Bel Air 
- 4 59 Galaxie (8) conv., $2,275*; 2-dr., (8) 4-dr., $1,680*; Bel Air (6) 2-dr. 
185* (ps). tom 300. (6) 2-dr., $1,405*, $1,375; Corvette (8) conv., $2,235; Impala 


Impala (8) sport se- Fairlane (8) 2-dr., (8) 2-dr, hardtop, $1,830; conv., $1,- 
dan, $2,050* (ps); Impala (6) Fairlane 500 (8) 4-dr, Victoria, $1,- 350* (ps); Nomad (8) 4-dr., 
$1,800, 200* (ps); Custom 300 (8) 4-dr., (ps); Bel Air (8) sport coupe, 
Delray (8) 4-dr., 155; Custom 300 (6) 2-dr., $750*; (ps); 4-dr., $1,410* (ps); sport sedan, 
Two-ten (6) station wagon, Fairlane (8) 4-dr., $1,035* (ps). $1,410*, $1,310* (ps); Brookwood (8) 
Bel Air (6) 2-dr., $985* Fairlane 500 (8) 4-dr., $1,090*, 4-dr., $1,540*, $1,450* (ps); Biscayne 
Bel Air (8) 4-dr., conv., $880*; Victoria, $1,060*, (8) 4-dr., $1,235* (ps), $1,225*, 
; $400; Two-ten (6) 2dr... $505. 4-dr, Victoria, $880*; Country Sedan $1,165*, $1,090*; 2-dr., $1,185*. 
Bel Air (ps); (8) 4-dr., $1,050*, $990*, Cus-| Bel Air (8) sport coupe, $1,310*, 
rad sedan, $600*; Two-ten (6) 4-dr., be 300 (8) 4-dr., $730*; 2-dr., $680, $1,285*; sport sedan, $1,200*, $1,175*; 
650. Two-ten (8) 2-dr., $1,045; Two-ten 
4-dr., $805° Fairlane (8) 2-dr., $640*, (6) sport coupe, $990. 
Royal (8) 4-dr., $615*, $575*; 4-dr., $490* (ps); Ranch| Corvette (8) conv., $1,480; Air 
FORD—’'59 Thunderbird (8) 2-dr. hardtop, Wagon (8) 3-dr., $575, $415*; Custom (8) conv., $885* (ps); sport coupe, 
$2,445* (ps); Custom (6) 4-dr., $925. (8) 4-dr., $605*; 2-dr., $520, $510, $875* (ps), $850*; Two-ten (8) 4-dr., 
Custom 300 (6) 2-dr., $870*, $665*. $455°*. $875* (ps), $780°*. 
‘57 Fairlane 500 (8) 2-dr, Victoria, 55 Fairlane (8) 4-dr., $580*, $210; 2- ’6565 Bel Air (8) station wagon, $770, 
$850*; Ranch Wagon (6) 2-dr., $625. dr. Victoria, $525*; 2-dr., $515*; Cus- $625*; sport coupe, $730*; Bel Air (6) 
’56 Fairlane (8) 2-dr. Victoria, $635* tom (8) 4-dr., $510; 2-dr., $420; Main sport coupe, $635; 4-dr., $510*; Two- 
(ps), $595*; 2-dr., $395*; Custom (8) (6) 2-dr., $400. ten (8) 4-dr., $620; Two-ten (6) sta- 
2-dr. Victoria, $600; Main (8) 4-dr.,| IMPERIAL—’58 Imperial 2-dr, hardtop, tion wagon, $585*; One-fifty (6) 2-dr., 
$280*; Ranch Wagon (6) 2-dr., $240*; $1,975* (ps). $600; 4-dr., $525. 
Country Sedan (6) 4-dr., $180*. LINCOLN — ‘59 Premiere 4-dr., $2,925* | CHRYSLER—’56 Windsor 2-dr, hardtop, 
‘655 Custom (8) 4-dr., $500*, $165*; 2- (ps). $700*. 
dr., $370, $320, $250°; Custom (6) ’57 Premiere 2-dr., $1,475*; 2-dr, hard- | DeSOTO — ’58 Firedome 4-dr., $1,305* 
2-dr., $330; Fairlane (8) 4-dr., $485*; top, $1,450* (ps). (ps). 
2-dr., $375*; conv., $370; Ranch Wag- | MERCURY—’59 Monterey 4-dr. hardtop, ‘57 Fireflite conv., $1,050*; Firedome 
on (8) 2-dr., $425, $170*. $2,010* (ps); 4-dr., $1,580*, 2-dr. hardtop, $1,050* (ps), 
HUDSON—’55 Wasp 4-dr., $245*. ‘58 Monterey conv., $1,510*; 4-dr., $1,- | DODGE — ’'59 Custom Royal (8) 2-dr. 
LINCOLN—’56 Capri 2-dr., $680* (ps), 210*, $1,200*; Montclair "2-ar, hard- hardtop, $2,170* (ps); Coronet (8) 
$675. top, $1,440* (ps); Commander (8) 4- 2-dr, hardtop, $1,865* (ps); 4-dr. 
MERCURY — '56 Monterey 2-dr., $850* dr., $1,410*; Medalist 4-dr., $1,000. hardtop, $1,720* (ps); 2-dr., $1,650*. 
(ps); 2-dr. hardtop, $495*, 'S7 Monterey 2-dr., $1,025*. ’'57 Royal (8) 2-dr, hardtop, $830*; 


’55 Monterey 2-dr. hardtop, $340*, $340° 
(ps), $320°. 
OLDSMOBILE—’58 (88) 4-dr. Holiday, 
$1,450* (ps). 
conv., $705* (ps); (88) 4-dr., 
$495; 


PAC KARD— 55 Clipper 2-dr. Seca 
135 
PLY MOUTH—'s8 Suburban (8) 4-dr., $1,- - 


200° (ps). 

Belvedere (8) 2-dr., $755*; 2-dr. 
hardtop, $555* (ps), $550* (ps); 
Plaza (8) 4-dr., $640*; 2-dr., $620; 


Suburban (6) 4-dr., $605* (ps); Savoy 
(6) 4-dr., $570°, $460°. 


56 Savoy (6) 2-dr., $405*; 4-dr., $310. 

Belvedere (8) 4-dr., $270*; Savoy 
(6) 4-dr., $175*, $155, $135; 2-dr., 
$160*. 

PONTIAC—'56 Chieftain 4-dr, Catalina, 
$540* (ps), $470*. 


’55 Chieftain 2-dr, Catalina, $370*; Star 


Chief 2-dr. Catalina, $330*. 
STUDEBAKER—'58 Scotsman (6) 
$640. 
Sky Hawk (8) 2-dr. hardtop, $200°*. 
'55 Champion (6) 2-dr., $300. 
MISCELLANEOUS—'57 Ford (6) 
$750; (8) %-ton, $715. 


5S Ford (8) %-ton, $560; %-ton, $420; 
Studebaker %-ton, $295. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of April 27. 


BUICK—'57 Special 2-dr. Riviera, $1,150*. 

‘55 Special 2-dr., $350; Super 2-dr., 
$345° (ps). 

CADILLAC—'58 (62) conv., 
Coupe de Ville, $2,600* (ps), 
"56 (62) 2-dr., $1,180° (ps), 
(62) 2-dr., $1,050* (ps). 
CHEVROLET—'60 Biscayne (6) 2-dr., $1,- 
760; Corvair (6) 4-dr., $1,435. 

‘59 Impala (8) sport sedan, $2,210*; 
conv., $2,180* (ps), $2,150° (ps); 4- 
dr., $2,075* (ps), $1,800*°; sport coupe, 
$2,060* (ps), $2,050°; Bel Air (8) 2- 
dr., $1,610*, $1,450; sport coupe, $1,- 
425*; Biscayne (8) 4-dr., $1,550° 


(ps). 

‘658 Impala (8) conv., $1,740* (ps); 
Brookwood (8) 4-dr., $1,700*, $1,290°; 
Biscayne .(8) 4-dr., $1,110*; Biscayne 
(6) 2-dr., $1,060; Bel Air (8) 2-dr., 
$1,060; Delray (6) 2-dr., $925. 

’S7 Bel Air (8) sport coupe, $1,230*; 4- 
dr., $1,180*; 2-dr., $1,115* 

Two-ten (8) station wagon, $710*; 
Bel Air (8) 4-dr., $670*. 

‘55 Bel Air (8) 4-dr., $495*°; One-fifty 


2-dr., 


%-ton, 


(ps); 


Montclair 2-dr., 

r., $285*. 
NASH—’56 Ambassador (6) 4-dr., $360*. 
OLDSMOBILE—’59 (88) Super 4-dr. Holi- 

day, $2,450* (ps). 

‘58 (88) Super conv., $1,825* (ps); (88) 
2-dr, Holiday, $1,800* (ps), $1,750* 
(ps), $1,360*; 4-dr., $1,500* (ps). 

‘ST (88) Super Fiesta, $1,350*° (ps); 
(88) 2-dr, Holiday, $1,165*. 


$325°*; 


"56 (88) Super 4-dr. Holiday, $1,060* 
(ps). 

‘55 (88) Super 2-dr. Holiday, $1,490*; 
(88) 2-dr., $470*; 4-dr., $365* (ps); 


(98) 4-dr., $410* (ps), 
PACKARD—’54 Clipper 2-dr., $210*. 
PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 

$2.265*. 


'659 Savoy (6) 4-dr., $1,245. 


PONTIAC—'58 Star Chief 2-dr, Catalina, 


$1,150*. 
‘57 Star Chief 2-dr. Catalina, $1,160* 
(ps). 
‘56 Chieftain 2-dr., $400*, 
RAMBLER — '60 Ambassador (8) 4-dr., 
$2,040*; Super (8) 4-dr., $1,525. 


‘59 Ambassador (8) Cross Country, $1,- 
700* (ps); Super (6) 4-dr., $1,450, 
$1,400; American (6) 2-dr., $1,200*. 

"57 Super (8) 4-dr., $400*. 

‘56 Custom Cross Country, $680"; 
hardtop, $675*. 

STUDEBAKER—'55 Commander (8) 4-dr., 
$410°. 

MISCELLANEOUS—'58 Ford (8) Ranch- 
ero, $850*. 


ANGELES 


Harold Henry’s Los Angeles Dealer 
Auto Auction. Sale every Tuesday. Prices 
are for sale of April 26. 

BUICK—’'57 Super 2-dr. Riviera, $1,250* 
(ps); RM 4-dr. Riviera, $1,220* (ps); 
Special 4-dr. Riviera, $945* (ps); 2- 
dr, Riviera, $945*. 

‘56 Special 2-dr. Riviera, $765*; 
4-dr., $735* (ps); Century 2-dr, 
viera, $620°. 

‘55 Super 2-dr. Riviera, $645* 
$600* (ps), $565* (ps); conv., $500° 
(ps); Special 2-dr. Riviera, $585*, 
$535*, $505* (ps); RM 2-dr, Riviera, 


$495* (ps). 
CADILLAC—'59 de Ville 2-dr, 


4-dr. 


Super 
Ri- 


(ps), 


hardtop, 


Monterey 4- 


‘57 Savoy (8) 2-dr. hardtop, $800*; 2- 
dr., $800*; Belvedere (8) 4-dr,. hard- 
top, $765*. 

’56 Suburban (8) 2-dr., $565; Savoy (8) 
2-dr., $500*; Belvedere (8) 4-dr., 
$490* (ps); 2-dr., $400*. 

‘55 Belvedere (8) 3-dr., $290°, 


Coronet (8) 4-dr, hardtop, $635* (ps). 
’56 Coronet (8) Sierra 4-dr., $660* (ps); 
2-dr., $520*; 4-dr., $475*. 
EDSEL—’58 Ranger 2-dr., $815*. 


FORD—’60 Thunderbird (8), $3,950* (ps), 
$3,920* (ps), $3,815* (ps); Country 
Sedan (8) 4-dr, (9 pass.), $2,690* 
(ps). 

"659 Ranch Wagon (6) 4-dr., $1,805*; 
Ranch Wagon (8) 2-dr., $1,600; Fair- 
lane 500 (8) 4-dr., $1,750* (ps), $1,- 
635*; 2-dr, Victoria, $1,720* (ps), 
$1,615* (ps); 4-dr, Victoria, $1,685* 
(ps); Custom 300 (6) 4-dr., $1,400; 
2-dr., $1,360. 

‘58 Thunderbird (8), $2,645* (ps), $2,- 
580* (ps); Fairlane 500 (8) Skyliner, 
$1,580* (ps); 2-dr. Victoria, $1,395* 
(ps), $1,325* (ps); Country Sedan (8) 
4-dr., $1,345*; Fairlane (8) 2-dr., $1,- 
040*; Ranch Wagon (6) 2-dr., $1,035. 

’57 Thunderbird (8), $2,285* (ps), $2,- 
150* (ps); Fairlane 500 (8) 2-dr, Vic- 
toria, $1,175* (ps), $1,085*; conv., 
$1,035*; Country Sedan (8) 4-dr., $1,- 
135* (ps), $1,090* (ps); Del Rio (8) 
2-dr., $1,000*; Fairlane (8) 4-dr, Vic- 
toria, $875* (ps), $850*; Custom 300 
(8) 2-dr., $725*; Custom 300 (6) 2- 
dr., $175*; Ranch Wagon (6) 2-dr., 
$725*. 

56 Thunderbird (8), $1,825*; Parklane 
(8) 2-dr., $835* (ps); Country Sedan 
(8) 4-dr., $800* (ps), $750*; Fair- 
lane (8) 2-dr. Victoria, $765* (ps), 
$525* (ps); conv., $700* (ps), $685* 
(ps), $590*; 2-dr., $625*; Custom (8) 
4-dr., $575*. 

‘55 Thunderbird (8), $1,435, $1.330* 
(ps); Fairlane (8) 4-dr., $590*, $485°; 
conv., $485* (ps); Ranch Wagon (8) 
2-dr., $540*%; Main (8) 4-dr., $435. 

IMPERIAL — ’58 Crown conv., $2,300* 
(ps); Imperial 4-dr, hardtop, $2,140* 
(ps). 

LINCOLN— 56 Premiere conv., $965* (ps). 

MERCURY—’59 Parklane 2-dr. hardtop, 


$2,635* (ps). 
2-dr, hardtop, $1,110* 


‘ST Montclair 
(ps). 

’56 Montclair conv., $760* (ps); 4-dr. 
hardtop, $750* (ps); Monterey 2-dr., 
$760* (ps), $595*; Custom 4-dr, hard- 
top, 2 at $645*; Medalist 4-dr., $570*. 

’55 Montclair conv., $655* (ps); 2-dr. 
hardtop, $650* (ps), $640* (ps), 
$535*, $475*; Monterey 2-dr., $505*; 
4-dr., $375*. 

NASH—’55 Statesman (6) 2-dr., 
OLDSMOBILE — '58 (98) 4-dr, 


$300*. 
Holiday, 


Port-of-Entry Prices Imported Cars 


(Continued from Page 54) 


all models except 180, 180-D, 190 


and 
190-D.) 

METROPOLITAN — 2-dr. $1,- 
672.60; conv., $1,696.60. 

MG-MGA 1600—roadster (disk wheels), 
$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767. MGA-DOHO—conv., $3,069; coupe, 
$3,263 (disk brakes and knock-on disk 
wheels standard). Magnette Mark III—4- 
sed., $2,695. (Heater standard 
Magnette.) 

Super Panoramica 4-dr. sed., $2,495; Coupe 
Turismo, $2,495. 750 Series (43 horsepower, 
dual carburetors)—Super Coupe Turismo, 
$2,995; Spyder conv., $2,995. 

MORGAN — ‘Plus Four’’ cpe., $2,855; 
roadster, $2,810. 

MORRIS—#860—2-dr. sed., $1,295. 1000 
Standard—4-dr. sed., $1,678; 2-dr, sed., 
$1,495; conv., $1,574; 2-dr, stat. wag., 
$1,798. 1000 Deluxe—4-dr. sed., $1,718; 
2-dr, sed., $1,599; conv., $1,636; 2-dr. 
$1,825. Oxford—4-dr, sed., 
$2,2 

NSU PRINZ—2-dr. sed., $1,398; 2-dr. 
sunroof sed., $1,487. NSU Pring 30 (36 
horsepower)——2-dr. sed., $1,498, (All are 
5-passenger models.) NSU Sport Prinz-— 


hardtop, 


cpe., $2,198. (Heater standard on all 
models.) 

OPEL—Rekord — 2-dr. sed., $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 


(Heater standard on both models.) 
PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
697; Grand Standing 4-dr. sed., $1,725. 
PEERLESS—G. T. 2-litre cpe., $3,995. 
PEUGEOT—403 -—— 4-dr. sunroof sed., 
$2,250; 4-dr. stat. wag., $2,490. (Heater 
standard on both models.) 
PORSCHE 356-B-—1600—coupe, $3,700; 
cabriolet, $3,950; hardtop, $3,865; road- 
ster, $3,580. 1600 Super—coupe, $3,910; 


cabriolet, $4,160; hardtop, $4,075; road- 
ster, $3,790. Super 90—coupe, $4,220; cab- 
riolet, $4,470; hardtop, $4,385; roadster, 
$4,100. 

PRINCE SKYLINE—4-dr. $2,295 
(West Coast PUB.) 

RENAULT—40V 4-dr. sed., $1,345; 4- 
dr. Sunroof sed., $1,400. Dauphine 4-dr. 
sed., $1,645; 4-dr. Sunroof sed., $1,700. 
Caravelle—conv., $2,395; hardtop, $2,445; 
hardtop-conv., $2,525. (Heater standard on 
all models.) 


RILEY—1.5 4-dr. 
standard.) 

ROVER—00—4-dr. Deluxe sedan, $3,395. 
105—4-dr, Deluxe sedan, $3,625 (automatic 
overdrive). 3-Litre—4-dr. sed., $4,775. 
(Heater standard on all models. Power 
brakes standard on 3-Litre.) 


ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $14,895. (Automatic trans- 
mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price 


SAAB—03B—2-dr. sed., $1,895; 2-dr. 
sed, (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr, sunroof sed, (au- 
tomatic clutch), $2,119. Granturisme 750-— 
2-dr. sed, (4-speed transmission), $2,788. 
(Heater standard on all models.) 

SIMCA—Aronde—-Deluxe 4-dr. sed., $1,- 
698; Super Deluxe 4-dr. sed., $1,798; 
Btolle 4-dr. sed., $1,698; Elysee 4-dr. sed., 
$1,898; Montihery 4-dr. sed., $1,971; Chate- 
laine 2-dr. stat. wag., $1,963; Grand Large 
2-dr. hardtop, $2,071; Monaco 2-dr. hard- 
top, $2,146; Plein Ceil hardtop sport cpe., 
$2,947; Oceane conv., $3,167. Ariane (4- 
cylinder)——4-dr. sed., $1,998. Ariane (V-8) 
—4-dr. sed., $2,098. Vedette (V-8)-—Beau- 
lieu 4-dr. sed., $2,298. (Heater standard on 
Aronde and Vedette models.) 

SINGER — Gazelle — 4-dr. sed., $2,005; 
conv.. $2,349; 4-dr, stat. wag., $2,425. 

SKODA—S8-440 2-dr. sed., $1,575; 8-445 
2-dr. sed., $1,675; 8-450 conv., $1,995. 


sed., 


sed., $2,319. (Heater 


SUNBEAM—Rapier—2-dr. hardtop, §$2,- 
499; conv., $2,649. Alpime—Roadster, $2,- 
595. 

TAUNUS—12 M Super—2-dr. sed., $1,- 
701; 2-dr. Combi-wagon, $1,875. 17-M 
Standard—4-dr. sed., $2,120.50; 2-dr. sed., 
$2,028.50;. 2-dr. Combi-wagon, $2,237. 17-M 
Deluxe—4-dr. sed., $2,266.50; 2-dr. sed., 
$2,174.50; 2-dr, Combi-wagon, $2,383. 


TEMPO—Viking Rapid—6-passenger stat. 
wag., $2,170.60; 9-passenger stat, wag., 
$2,203.60. Matador—3-passenger stat. 
wag., $2,482.75; 6-passenger stat, 
$2,514.65: 9-passenger stat. wag., 
546.55; 12-passenger stat, wag., $2,712.50. 

TOYOPET—Crown Oustom — 4-dr. sed., 
$1,999; 2-dr. stat. wag., $2,111; 4-dr, stat. 
wag., $2,211. Toyota Land Cruiser (4-wheel 
drive)—canvas top, $2,930; steel top, $3,- 
365. 

TRIOUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899. Herald—2-dr. sed., $1,999; 
epe., $2,149. TR-3 (sports cars)—soft top 
$2.675; hardtop, $2,835. 

TURNER—Standard 950 Sports roadster, 
$2,245; Stage II roadster, $2,635; Coventry 
Climax I roadster, $3,170; Coventry Climax 
III roadster, $3,370. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VESPA — V-400 — 2-dr. sunroof sed., 
$1,080. 

VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 


sunroof sed., $1,655; conv., $2,055; stat. 
wag., $2,245; deluxe stat. wag., $2,620. 
Karmann Ghia—cpe., $2,430; conv., $2,- 


695. (Heater standard on all models.) 


VOLVO—122-8S—4-dr. sed., $2,807. PV- 
644—2-dr. sed., $2,342; 2-dr. stat. wag., 
$2,490. (Heater standard on all models.) 


WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr. sed., $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr, stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 


$1,810* (ps). 
56 (98) 2-dr. Holiday, $950* (ps); (88) 
Holiday, $875* (ps). 
(88) Super 


"55 (98) conv., $760* (ps); 
4-dr, Holiday, $645* (ps). 
PLYMOUTH—’ 60 Fury (8) 4-dr, hardtop, 


$2,550* (ps). 

‘59 Belvedere (8) 4-dr., $1,400* (ps); 
4-dr. hardtop, $1,220* (ps); 2-dr. 
hardtop, $1,190*%; Savoy (8) 4-dr., 
$775*. 

'57 Belvedere (8) 2-dr., $815*; Belve- 


dere (6) 4-dr., $710 (ps). 
PONTIAC—’60 Bonneville 4-dr, Vista, $3,- 
350* (ps). 

’59 Bonneville 4-dr, Vista, $2,700* (ps); 
sport coupe, $2,650* (ps); Star Chief 
4-dr, Vista, $2,180* (ps). 

*58 Chieftain conv., $1,495* (ps).. 

’57 Chieftain 4-dr., $700. 

’56 Chieftain 4-dr., $425*. 
RAMBLER—’60 Super (6) 4-dr., $1,930*. 
*59 Super (6) Cross Country, $1,750*. 

Custom Cross Country, $775*. 

STUDEBAKER—’58 Silver Hawk (8) 2- 


dr., $1,300. 
’56 Golden Hawk (8) 2-dr. hardtop, $1,- 
000* (ps). 
Valiant (6) station wag- 


$2,175. 
4-dr., $360. 


MISCELLANEOUS—’59 International (5) 
pickup, $700. 

GMC %-ton LWB pickup, $845; 
Chevrolet (6) %-ton LWB pickup, 
$790; (6) %-ton pickup, $785; Ford 
(8) F-100 pickup, $785*. 

’56 Ford (8) F-100 pickup, $775,$ 535°; 
(6) F-100 pickup, $710; Chevrolet (6) 
%-ton pickup, $705; Studebaker (8) 
%-ton pickup, $675*. _ 

‘55 International %-ton pickup, $350. 

* * 


CHICAGO 


Arena Auto Auction. Sale every Tuesday 
(April 26). Terrific action. Sold 499 cars 
from 703 consignments. 

+ + * 


DETROIT 
State Fair Auto Auction. Sale every 
Tuesday (April 26). Clean cars in de- 
mand. Trading brisk. Sold 95 cars from 
178 consignments. 


“THANK YOU”’ 


would like thank the hundreds 
dealers who wrote for in- 
formation sales training 
program Management Plan" 
for professional automobile sales- 


material was feature 
18th issue 


men. This 
story the April 
Automotive News. 
BAILEY PROMOTIONS 

891 King St. East 


Hamilton, Ontario, Canada 
‘‘See our ad on page 50 of this issue’’ 


Few Franchises 


still exist most western 
states selling the spectacular 


NEW 1960 
MORETTI 


Convertible and Coupe 


Suggested retail 
Gross Profit 500.00 


The new 1960 Moretti Sports car con- 
vertible and. 4-passenger Coupe now 
ready for delivery. The suggested retail 
includes: Roll-up windows, Heater, De- 
froster, Nardi wood steering wheel, pad- 
ded dash, padded inside 
flip-type mirror with light. Foam rubber 
leatherette upholstery, completely under- 
coated, all steel body, white sidewall tires. 


Suggested Retail 


plus accessories. 


Each car carries 90-day 
4,000 Mile Warranty. 


Dealer Profit 


Adequate stock parts 
opportunity may exist your area. 
Write phone collect now for further in- 


NORWITT 
MOTORS, INC. 


1245 Howard St. 
San Francisco, 


pre 


pet 
gen: 


Maintain Innocence... 
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Hanson and his father They ranged from $410 


Dealer Price Trial Detroit 


(Continued from Page 2) 


ready charge never was tied 
down part the $225 either. 

Next the stand was Edward 
Agopian, who was officer and 
shareholder the defunct Mack- 
Gratiot Co. (Chevrolet), one the 
indicted firms. 

was secretary-treasurer 
the dealer association the time 
the $225 meeting March, 1956. 
recalled that the discussion 
bedlam because many 
wanted talk. Some wanted 
sell for less than $225; others want- 

* * * 
called the roll, but all 
dealers didn’t state whether 
they were for against the $225. 
said they were not asked say 
whether they were for against 
it. 

Neville asked Agopian would 

agree with Wertz that there was 


Ford Forward 
Workers’ Funds 
GOP, Dems 


DEARBORN.—More than 152,000 
Ford Motor Co. employes from 
coast coast have been informed 
the company’s program pro- 
vide opportunity for them 
contribute financially 
parties their choice. 

the first such program ever 
undertaken major corporation, 
which guarantees complete secrecy 
the individual employes’ party 
choice, company spokesman said. 

the contributions program, 
Henry Ford II, president, said: 

“Because this particular feature 
the new Ford Effective Citizen- 
ship Program can provide such sig- 
nificant and immediate benefit 
the current programs our poli- 
tical parties, are immediately 
providing all salaried and hourly 
employes with convenient means 
giving financial support the 
party their choice, voluntarily 
and completely uninfluenced. 

“The employe’s decisions and ac- 
tions this matter will known 
only himself. 

“The purpose the Ford pro- 
gram exert influence for 
good government broadening the 
base participation politics.” 


acceptance the agreement. 
Agopian said that the best. 
his recollection, could not agree. 

Agopian said the dealers asked 
their attorney, Frederick 
Colombo, for opinion and that 
Colombo told them uncer- 
tain terms that they couldn’t fix 
prices. 

After that, said, the dealers 
felt that they didn’t have have 
agreement, but that they could 
sell cars higher gross profit. 
said Colombo advised against any 
agreed profit plan. 

Colombo’s law firm defending 
the dealers and the line group 
‘the current action. 

had Agopian read the 
minutes that meeting. This 
what Agopian recorded: 

“There was considerable discus- 
sion dealers about ways and 
means increase profits.” 

Agopian defended his minutes, 

take down all that was said, 
‘boiled down that paragraph. 
would have taken many pages 
record what went on. was 

questioning William Han- 
son, Hanson Chevrolet Co., Ne- 
ville placed evidence the papers 
new-car sales made the 
dealership 1957, attempted 
show that the “association 
price” was used figuring deals. 

The “association appeared 


the examples, but Han- 
son noted that the figure appeared 
only the “breakdown sheet,” 
work sheet which the salesman 
uses help the office bill the deal. 


* * * 


was stymied when 
tried introduce Hanson in- 
voices for 1956 and 1955. The de- 
fense objected, declaring that the 
current Hanson Chevrolet Co. was 
not formed until Jan, 1957. 

The firm that existed prior 
that date was headed William 


Howerth Joins Weaver 


Detroit Contact 


DETROIT.—Herbert Howerth 
has joined Weaver Manufacturing 
Co., Springfield, auto-indus- 
try representative here, according 
Ruel Logan, 
sales 
dent. 

veteran 
the auto indus- 
try, Howerth will 
keep auto manu- 
facturing officials 
advised 
Weaver equip- 
ment programs. 
While with the 

Alemite Division 
H. J, Howerth of Stewart-W ar- 
nei, Howerth developed many pro- 
grams significance auto deal- 
backshops. 


Obituaries 


Hamilton 
JASPER, Ala.—Ed Hamilton, operator 
of dealerships in Jasper for a number of 
years, died in a local hospital following a 
heart attack. He was 54. 
* * 


Tom Armstrong 
DALLAS.—Tom Armstrong, 74, a Dal- 
las auto dealer for 40 years, died in a 
Dallas hospital April 24, after a long 


illness. 
+ * 


Cyril Jewett 


NEW ORLEANS, La.—Cyril J. Jewett, | 2 


53, secretary-treasurer of Pattison Pon- 
tiac Co., Inc., died April 20. 
* * * 


John Mueller 
ST. LOUIS.—John G, Mueller, 92, 
founder of John G, Mueller Vehicle Co., 
University City, Mo., died May 1, Mr. 
Mueller founded the company, which man- 


Biographies Auto Men... 


Romney, Tucker Books 


(Continued from Page 9) 


millions seller’s market com- 
pete with rear-engine bombshell. 


Mahoney notes that “Romney 
longer unsung prophet.” 
country where nothing suc- 
ceeds like success, and Ram- 
bler have been proved right and 
successful, and there are many 
American Motors who recall 
took heap talking from Rom- 
ney before they themselves were 
convinced that small cars had 
American future. 

Curiously enough, Romney back 
1950 would have called the new 

small Nash “Diplomat” equate 
with Ambassador, Strange for 


Bauman Named 


White Top Man 


White Motor Co., 
Thursday was 
made chief ex- 
ecutive officer 
the company, 
position held the 
past years 
Robert Black, 
chairman the 
board. 

Black said 
would continue 
serve actively 
chairman 
the board, having 


3. N, Bauman 
direction and supervision the 
policies the company. 


Romney, was talked out “Dip- 
lomat” public relations men who 
preferred the historical symbol 
Rambler. 

While Tucker’s story bygone 
history, course, the Romney 
story unfinished. 

result, the Mahoney biog- 
raphy tails off with 
Romney’s continuing leadership 
Citizens for Michigan and suc- 
cessful drive for school 
bond issue year ago. The book 
might have been “campaign biog- 
raphy” had Romney yielded de- 
mands last winter that for 
vice-president, Michigan governor 
United States senator, even 
Wisconsin governor. 

Why did Tucker fail where 
Romney succeeded? Neither book 
comes grips with this question 
the individual case. 
Blaming the “government” the 
“industry” perhaps not enough 
reason for the Tucker flop. 


Contrarily, the road auto ruin 
paved with good intentions, Was 
Romney who made Rambler, 
Rambler which saved Romney and 
American Motors from catastro- 
phe? Each man was maverick, 
but one finally solved the problem 
public acceptance and one did 
not. 

Each biography illustrated, but 
the Romney story benefits from the 
literary standpoint its exhaustive 
footnotes, appendix and index, 


ufactured wagons and later shifted to 

truck bodies, in 1894. He was president of 

the company until his retirement in 1945. 
* * 


Agee Ball 
DeQUEEN, Ark.—Agee Ball, 47, owner 
and manager of Agee Ball Chevrolet Co. 
here and A & B Chevrolet Co., Ashdown, 
died April 22. 


* * 
Stanley Welder 
HAGERSTOWN, Md, — Stanley T. 
Welder, 63, general manager of Hoffman 
Chevrolet-Cadillac Sales, Inc., died April 
1. 


* * 
Albert Whitelaw 
ALLENDALE, N, J.—Albert Whitelaw, 
retired executive of Manhattan Rubber 
Division, Raybestos-Manhattan, Inc., died 
April 24 while gardening. He helped per- 
fect the first successful hydraulic brake 
piston cup. 
* * * 
Bohannan 
HARRIMAN, Tenn.—C, W. Bohannan, 
57, president of Southland Motors, Inc., 
died in a Knoxville hospital April 30. 
* 


George Brown 
ASHEVILLE, N, C.—George E. Brown, 
79, pioneer auto dealer here and second 
president of the Asheville Automobile Deal- 
ers Assn., died April 23. 


John Norweb 
NEW YORK.—John H, Norweb, vice- 
president of General Motors Acceptance 
Corp., died April 29. He was 63. 
* 


Noble Bruce 
MEMPHIS.—Noble 8, Bruce, 73, a for- 
mer Buick and Nash dealer here, died 
April 29, At one time he was Buick’s 
Southern district manager. 
* * 


* 
Bernard Williams 
SILVER CITY, N, M.—Bernard R. Wil- 
Nams, 57, owner of Silver Heights Garage, 
died April 24. 
* + + 
David Rose 
EL CERRITO, Calif.—David M. Rose, 
operator of Rose Auto Sales, a used-car 
firm in Richmond, Calif., died recently, He 
operated Ford, Dodge and Packard new- 
car dealerships during a long automotive 
career, 
* * 
Perry Coppock 
WOOSTER, O.—Perry O. Coppock, 70, 
retired Dodge-Plymouth dealer, died April 
16. He was with B. F. Goodrich Co, as a 
salesman before coming here in 1923 to 
open a garage which later became Coppock 
Motors. 
* * * 
Parma Ward 
CLEVELAND.—Parma R, Ward, a re- 
tired auto distributor and dealer, died 
April 19. Mr. Ward’s first dealership was 
an Auburn outlet in 1914, and in later 
years he held a Chrysler franchise, He re- 
tired in 1956. 


* 
Michael 
ORLANDO, Fla.—Michael K. Dallas, 
president of the North Dakota Automobile 
Dealers Assn. in 1955-56, died April 19. 
He was 76. Mr. Dallas headed Hettinger 
Automobile Co., Hettinger, N, D., before 
moving to Orlando in 1957, 
* + 
Tom Armstrong 
DALLAS.—Tom Armstrong, a_ retired 
auto dealer, died April 24, A native of 
Wolfe City, Tex., he had been a resident of 
Dallas 37 years and had been in the auto 
business more than 40 years. 


mother. Shareholders today’s 
Hanson Chevrolet are William 
Hanson and his wife. 

Defense counsel noted that the 
Government had indicted the 
wrong firm, especially the 
$225-gross-profit charge. That 
charge pretty well restricted 
1956—before the present com- 
pany was 

The defense expected capi- 
talize this point later the 
proceedings. 

Cross-examining Hanson, Attor- 
ney Anthony Vermeulen brought 
out that the “association price” did 
not appear. the bill sale 
sales-tax form which goes the 
buyer and that Hanson Chevrolet 
never obtained the association list 
price for car 1957. 

* 


explained the “break- 
down sheet,” which the as- 
sociation price did appear. The 
salesman works from cost up, 
said, while the office start 
the top preparing the sales- 
tax form, 

Vermeulen asked Hanson 
read the discounts given the 
transactions introduced 


$784. Hanson said his firm lost 

$62,000 1957 and “just about 

broke even” 

Last witness Thursday was Wil- 
liam Bundy, owner Jerry Mc- 
Carthy Chevrolet, who president 
the line group, presided the 
March (1956) meeting, Bundy tes- 
tified also that bedlam prevailed 
the meeting, and denied that any 
agreement was reached. 

The Detroit Chevrolet case 
marks the first time that individual 
have contested Govern- 
ment price-fixing charges since the 
current round indictments began 
the summer 1958, 

* 

ORD dealers Detroit and 

Ford and Oldsmobile dealers 
Washington pleaded nolo con- 
tendere, and Chevrolet retailers 
Washington pleaded guilty. 
trade groups New York also 
pleaded nolo. 

San Francisco, Plymouth 
association fought the charges and 
was found guilty. appeal 
progress. that case, only the 
dealer association was trial. In- 
dividual dealers were named 
co-conspirators, but not co-de- 
fendants. 


guesses. The NADA USED CAR GUIDE gets down 
business, with facts and figures—current and 
accurate—based actual transactions reported 
from your own trading area. 


LOCAL 


Published regional editions 


reflect conditions your market. 


CURRENT 
COMPLETE 


New edition sent you every days 
Average wholesale, average retail and 


(in most areas) average loan 
Includes easily identified scale draw- 
ings both domestic and imported 
passenger cars Easy use 


section 


and expanded truck 


still only $8.00 per year 
quantity prices request 


ADVERTISEMENT 


MERCURY | 
, 


a 


writes Joseph Trivoli 


CHILDERS CARPORTS NOT ONLY GIVE PLEASING and neat 
appearance our lot, they also allow more effective lighting lower cost,” 


Trivoli Lincoln-Mercury, Zelienople, Pa. “We 


notice increase people looking our cars since installed Childers 
For more details, see Page 51. 
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Cheaper Operate, Maintain, Says S-P Official 


Diesel Called Car the Future 


Houck 
Staff Correspondent 
SOUTH BEND.—Based pres- 
ent and future economic conditions 
and future tax increases, the diesel 
passenger car likely become 
the predominant car this coun- 
try, according Fleener, 
president Mercedes-Benz Sales 
Corp., wholly owned subsidiary 
Studebaker-Packard Corp. 
which sells the Mercedes-Benz die- 
Fleener told Automotive News 
that taxicab fleets using 
diesels running tests diesels 
are largely pilot operations that 
may determine the extent the 
diesel will used the general 


public. 

“The diesel will become the pop- 
ular car the general public,” 
Fleener said, “because inflation. 
Diesel-powered taxis are operating 
the streets New York, Los 
Angeles, San Francisco, Detroit, 
Seattle, Boston, Atlanta, Cleveland 
and other major cities. This 
because the operators public 


transportation are caught between 
depressed revenues and higher op- 
erational expenses. 

“We now see the diesel rapidly 
replacing the gasoline engines 
the short-haul trucks, the stop- 
and-go trucks such used for 
milk and bread deliveries,” 
continued. “This relatively new 
development the use the 
smaller diesel engines the de- 
velopment smaller diesels 
GM, Cummins, Perkins and other 
manufacturers, 

“Our Mercedes-Benz diesel 
probably the oldest continuously 
produced diesel engine the 
The truck lines are rapidly 
using their over-the-road diesel ex- 
perience recoup their 
the use diesels short hauls.” 

While the private motorist 
horse different color, said 
Fleener, the inroads the diesel 
will likely from cabs com- 
pany-owned fleets passenger 
cars where the savings can 
tremendous. 


America almost the last frontier 
for the diesel. M-B has been pro- 
ducing diesels for passenger-car 
use since 1936 and more than 100,- 
000 are daily operation Eu- 
rope, said. 

Brussels alone, said, 
there are 400 Chevrolets powered 
British-built Perkins diesels, 
and this country Perkins diesels 
are being put into for 
taxi service Detroit. 

One reason for the diesel’s suc- 
cess Europe the high price 
gasoline and other operating costs, 
continued. 

Fuel costs the United States 
are headed the same direction 
with gas prices, including taxes, 
the top level history, 
said, and this some measure has 
been responsible for the success 
the small European imports. 

What’s going around the 
country? 

George Worster, president 


place his 900-unit fleet with die- 

Worster was quoted the Wall 
Street Journal last June stating 
that indications are that diesels not 
only are more economical oper- 
ate and cheaper own, but they 
emit fewer irritants into the atmos- 
phere, thus serving two purposes 
while making good public relations. 

Yellow Cab, San Francisco, 
operating four Mercedes-Benz die- 
sels and four Plymouth-Perkins. 
Lansing Rotchchield said this 
strictly pilot operation, but added 
that hopes dieselize the whole 
fleet. 

Checker Cab, Detroit, has been 
checking diesels since the first 
the year. The firm has reported 19.2 
miles per gallon fuel, compared 
with 10.4 MPG for gasoline models 
the same make. During the test 
period, repairs gasoline models 
cost $77 but repairs were nec- 
essary the diesels, the firm said. 

cab-company president quoted 


percent sales spite the 
fact that the firm hasn’t been 
pushing them able get ade- 
quate 

Most these diesels have been 
going taxi fleets, reported, al- 
though many have been bought 
individuals, 


Armstrong, general sales 
manager the S-P subsidiary, 
said the allotment diesel pas- 
senger cars cab fleets would 
reduced order supply the in- 
creasing demand from private 
owners. 


added that publicity sur- 
rounding private ownership die- 
probably would tend in- 
crease their use individuals 
further. 

Robert Hunter, general sales 
manager, General Motors’ Diesel 
Engine Division, has said: “The 
diesel-engine industry should 
getting the neighborhood 
percent the cab market 
over the next five years, Where 


last May the Wall Street Journal| from there depends op- 
predicted that within five erating records built during 


years, there will not gasoline- 
powered taxi the country. 
Fleener said his firm had been 


Los Angeles Yellow Cab, has six selling diesels since M-B distri- 


diesel cabs service and they 


bution was started 1957, and 


matter fact, added,| meet the test, says will re- that diesels represent about 


Nelmor a leading Name in the automotive mirror 


and 


qdershnip in 


the-torthcon Na yeor 


ntinue this 


NELMOR CORPORATION HARPER, HARPER WOODS, MICH 


that period.” 

That going into the smaller 
truck field evident with the in- 
troduction the two-cycle ser- 
ies, smaller version the fa- 
mous series, which 
widely installed the field 
smaller trucks. This engine 
unique, since like the 71, can 
almost any number cylinders, 
two, three, V-6, V-8. 

Engine Co., pioneer 
experimentation passenger- 
car diesels and which once pow- 
ered race car and even 
airplane, has been adding 
creasingly lighter engines its 
long list models. now can 
offer diesel the high-speed 
class less than horsepower. 

Fleener said M-B sales had com- 
piled records diesel advantages 
from all over the world, which fur- 
ther indicates that are ap- 
proaching the era public and 
private use the diesel passen- 
ger cars, 

said diesel fuel cheap- 
than gasoline and delivers great- 
mileage, This was recently prov- 
this country Bill Carroll, 
News West Coast edi- 
tor, who drove M-B diesel coast- 
to-coast obtaining 41.04 MPG. The 
cost fuel for the 5,122 miles 
the 190-D Mercedes-Benz was 
amazing $32.27—that’s more than 
150 miles-per fuel dollar. 

Fleener said diesels require less 
service because fewer parts. For 
instance there are high-tension 
electrical system, sparkplugs 
and carburetor. While the diesel 
engine sells for more than gaso- 
line engine comparable size be- 
cause costs more build, 
durable, Fleener said. 

Fleener said the Antwerp Taxi- 
cab Co., Antwerp, Belgium, has 
operated 152 diesel cars for 
total million miles and 
been necessary have 
the engine head removed from 
any the units. 

Fleener said diesel maintenance 
involves changing oil regular in- 
tervals, setting valves and clean- 
ing filters. added that there are 
safety factors. 

“For instance,” Fleener said, 
higher compression the diesel 
insures more efficient braking and 
spares the foot-brake, which in- 
creases the safety driving, par- 
ticularly the mountains, 

“The outbreak fire diesel 
almost impossible,” continued, 
“because the difference the 
combustion points diesel and 
gasoline fuel, with diesel fuel being 
difficult ignite with spark 
heat such produced acci- 
dent. 

“Diesels draw much air 
their operation that the ex- 
haust contains little carbon 
monoxide,” said, “Diesels are 
used underground with little al- 
teration because this feature 
the danger sickness 
death from carbon monoxide poi- 
soning remote.” 

There are, course, some dis- 
advantages diesels, the M-B 
sales officials Diesels not 
afford the acceleration gasoline 
engines but this could prove 
blessing disguise since the 
driveline, tires and transmissions 
and rear will last longer, they 
added. 


Economy Import Adds Fiat 

SAN ANTONIO.—Economy Im- 
port, Inc., 2625 Broadway, has been 
named San Antonio dealer for Fiat. 
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The annual report for 1959 noted 
2-Year Upturn that S-P dealer profits were above Chicago Dealer 
subject for factory statements 
general sales manager, adds that CHICAGO.—At least Chicago 
ry, black last year than the national form leasing, according 
as- average reported the National survey members the Chicago 
(Continued from Page Automobile Dealers Assn, Automobile Trade Assn. 
in- Lark. But dealers are being ex-| Big Board the Pick-Oliver Hotel| Brenner said that S-P was screen- Edward Cleary, executive 
horted push Lark demonstra-| (the stock has slumped from 1959| ing its steady intake dealer ap- vice-president, said 170 370 
tions, and 1,000 showed here in|high $29%). cabbie driving the extent that dual- dealer members replied the 
mass driveaways two weeks was unstinting his with other domestic compacts CATA questionnaire. 
ie- They were exposed all the former officer South Bend’s| was longer desirable. the dealers leasing, 
in- pacts test-drive designed for Studebaker crusade, added, handle Chevrolet and 
als repeated the retail level. An|which Larked this area its affiliates and subsidi- are Ford outlets, Other dealers 
upturn second-quarter sales last year put this way: aries, none faring better than and makes are Oldsmobile, six; 
WO. Most the 800 more profits last year United States DeSoto, and Rambler, one each. 
cet dualled with other domestics will Studebaker tourist deliveries abroad. independently, Cleary said, with 
Armstrong, general sales Newest division Studebaker-Packard handling their leasing business 
not directly competing with the had expected see the Lark run manager Mercedes-Benz Sales, Gravely Tractor, Dunbar, Va., ac- part their dealerships and 
Studebaker compact this fall. Rambler sales last year. Inc., reported that April 1-20 sal last week for S-P stock and cash. working through separate leas- 
officials expect lose few current model run has seen totalled 602 cars and that the final Shown after signing agreement are S-P ing company 
Oldsmobile duals, which are expand its gains, while President Harold Churchill, left, and kson 
ler the majority. Replacements are be-| Lark has tailed off days might push the month past truck 
the 1.000 mark for the first time. Ray Hall, Gravely president since 1936.| and retailer which 
ing readily found for quits from| Studebaker executives and South Nonethel though Mer- Gravely builds and markets 6.6-horse-| CATA member ted that 
ealers all makes are cedes listed 1,906 units Power tractor, mowing and snow setting separate leasing firm 
Lancer and Tempest compacts Rambler’s continued suc- tockpil dealers Cleary said 
Studebaker’s Hawk, which point S-P has difficulty get-| the Jan, 
didn’t get into production until across investment folks and this year, cut off 1960 Europe (Continued from Page 
February because the steel writers delivery orders 2,500 for the Big Three compact and of|of 3.1 percent earnings $2.8 
strike, short supply. The wou ike, but does reason.” imports, Rambler retail sales $90.9 million. 
company also has gone into over- Mercedes-Benz has tried allevi-| this year exceeded any prior Janu-| year earlier, the company made 6.8 
time work the restyled Champ stay ness. the situation concentrating ary-March quarter the percent with profit $7.8 million 
truck line. four-door sedans, including the| history, AMC said. the first sales $115.5 million. 
While Lark has picked dis- upstyled 220, and feducing Rambler retail sales in-| finished the first quarter 
eral key markets recently, its own ast year limousine. But stepup month period year ago. Indi- profit. The company made $10.9 mil- 
Mercedes-Benz line continued Thi shipments from Stuttgart has are that sales for the cur-| sales $925.8 the 
month. The Mercedes dealer total let it, demand for 180 all-time record high, Romney| margin was 2.2 percent with earn- 
has been pared “quality” Sales units. 190 diesels for fleets could said. ings $15.2 million sales 
370, and average washouts what scanty supply get from Model-Year Retail Sales $690.5 million. 
Mercedes deals run fantastic EARNINGS rate has Germany,” Armstrong said. “We 
average. The DKW 750 start- get less than percent diesel, and 1959 1960 
snail’s pace, selling $2,801,639. showing was First Six Months 148,931 193,406 
than 100 month, but S-P doubts| considered “respectable” Church- diesel orders, too. April 47,000* ector 
that the front-drive entry will but the Wall Street Journal total stood 
completed. “Studebaker Says Profit and shaved percent through en-| Estimate. 
S-P’s fleet and export S-P Sales Vice-President keep Mercedes cars January-March quarter right JEFFERSON CITY, 
are glossy. tidy percent Skillman, who also mint service condition, said Arm-| middie the auto makers far|new directors and incumbents 
Lark retail the first quarter director, not unmindful strong. 
profit margin goes. AMC been elected the board 
fleet, compared percent that factory profits and| “In the volume area,” profit 4.9 percent sales in|the Missouri Automobile Dealers 
creased volume year ago. Larks| dealer profits are separate “the DKW market period, compared with 5.5 The terms all expire 
srael, and big Argentine deal market the ultra-compact market, 
the making. big Lark booster Churchill Drops Hint; and right now the compacts are Ford proved the most Hawks, 
the Caribbean Cuban strong-| ‘Goodby, borrowing sales from it, But auto company the Feld, Kansas 
uarter the profit margin ques-| City; Dick O’Neill, Kansas City; 
himself. Larks also will soon be| complained the |ing for great expansion Ford made percen 
Studebaker-Packard annual $1,527.1 million, the first and Wilke, St. Charles 
The acquisition program, meeting Packard sign still “That’s why have gone 
something slow burner last slowly with DKW which de- 1959, Ford made 9.1 the board were: 
year, added third firm S-P last livers for $1,700. have named with earnings $134.8 Clint Coons, St. Joseph; 
LaSalle Chicago. Replied livers for $1,700. have named sales million Shaon, Bowling Green; Bent- 
ginia manufacturer self-propelled| not all Mercedes, very few Lark. General Motors, frequently the Kansas City; Smith, 
lawnmowers and tractors, joined| originally encouraged this the way, there’s nothing all most profitable the auto mak- Kansas City; Allton, Colum- 
the fold. This the third small pro-| after the S-P merger retain the report that Mercedes deal- ers, earned percent with and Owen, Lebanon. 
ducer take advantage contact with loyal Packard own- have take DKWs get first-quarter profit $323.6 mil- Also, Beck, Troy; 
$100 million tax credit which makes| ers, But perhaps the time has Mercedes cars. operate lion sales $3,658 million. Ballwin; Francis, 
ripe lure. Gravely netted drop Packard from Strictly according dealer or- year earlier, the margin was 9.2 Overland; Gilbert, St, Louis, 
million last year sales titles and name- percent, the best the industry, Riesmeyer, Webster 
million and net worth plates.” All told, affairs for Studebaker-| with profit $293.5 million Groves. 
million. However, Churchill would not could better—and they| sales $3,206.2 million. 
fered from unitized compacts, corporate title, although are confident quarter fell between the 
popular impression the company presently has for next month’s and American Motors’ 
Packard has been damaged plans bring back Packard the 17-man dealer council, the| showings. The industry made 7.6 arts Maker 
cent stock price gyrations and bear-| Aug. 30-31 press review percent with profit $494.8 mil- WASHINGTON 
ish reports from Wall Street ex- els and the National Auto sales $6,495.1 million. 
deal time with investment an- cent $463.8 million sales automotive repair 
did American Motors $5,716.3 million. placement parts, has been charged 
the Federal Trade Commission 
President George Romney when 
S-P trailed the industry with giving discriminatory dis- 


with first-quarter profit margin 


New Battery Test 
Introduced UMS 


DETROIT.—A new procedure 
said highly accurate pre- 
dicting the end useful battery 
life major element the 1960 
Delco battery promotion being an- 
nounced Delco retailers nation- 
ally United Motors Service. 


The improved accuracy this 
new battery check helps the cus- 
tomer avoid inconvenience, and 
helps the retailer hold battery 
business, said UMS. Key the 
method battery “Life Line” 
test record chart which read- 
ings tabulated the retailer clear- 
show when the battery becom- 
ing depleted, the firm 


that company was rated poor 
risk Wall Street. 

The confused situation S-P’s 
stock, created preferred, com- 
and “when issued” listings, 
may resolved next year when 
“when issued” becomes avail- 
able holders preferred shares. 
Measured conquest sales, 
Lark real bandit. Lark 


taking percent conquests, in- 
cluding percent Chevy-Ford- 
Plymouth and “growing num- 
ber” Big Three compacts. 
Studebaker trades for Larks have 
declined from percent last year 
percent. 
10. Last, means least, South 
end loyal its home auto build- 
er. competitive dealer here in| Larks Flow East Suez— 
price class flatly predicted| part overseas production expansion, Studebaker-Packard has arranged for 
have their lumps, but they’ll| the Kaiser-Frazer plant Israel build its cars and trucks. Studebaker Export Vice- 
hever out business.” President Hutchinson (in sunglasses) shown inspecting the Haifa plant's tool- 
$11%, S-P stock was department with Ephraim chairman Israel, which already builds 


counts favored customers, 

FTC said the company has two 
general customer classifications, 
“jobbers” and “warehouse distribu- 
tors.” The former normally resell 
garages, service stations and 
others the automotive repair 
trade serving the general public, 
and the latter normally resell only 
jobbers, Warehouse distributors 
receive discounts ranging from 
percent from jobbers’ prices, 
FTC added. 

The complaint alleges Perfection 
has classified some group-buying 
jobbers distributors” 
when they actually not perform 
the normal functions that clas- 
sification, charges that many 
the favored group jobbers are 
competition with nongroup jobbers 
and are also potential customers 
the company’s true warehouse dis- 
tributor customers. 


the new MARK fits smoothly, 
works beautifully, sells profitably. 


And the opportunity isn’t limited OLDS dealers. can fit almost 
every make and model. 

Experienced engineering has cut claims our generous warranty 
bare minimum. And you are backed what believe the 
most widespread service organization the industry. have over 
2,000 outlets states. 

Why not get aboard? Check the Yellow Pages for the nearest distributor 
write for his name today. 


MARK DIVISION 
JOHN MITCHELL COMPANY 


3600 COMMERCE DALLAS, TEXAS 


MARK 


ADVERTISEMENT 


“CHILDERS CARPORTS HAVE HELPED INCREASE OUR USED CAR 
SALES and gross profit per unit,” says Bob Berry Bob Berry Ford, Fort 
Wayne, Ind. “Childers Carports save about $50 month clean 
costs—this enough pay for the carports.” Read bow Childers Carports 
can increase your profit, pay for themselves Page 


DURABLE 
ACRYLIC PLASTIC 


FOR THE SUCCESSFUL BUSINESS LOOK! 


What Does Your Business Front Say About Your Company 
Your Products Your Service? The sign your building 
your card” potential customers. matter what you 
make sell—a good front important business asset and 
Plasticles Sign Letters give your business distinctive, personalized 
identification that will looked and remembered. 


The Right Sign sign letters that beautify 
your building that add prestige your business. Plasticles Cor- 
poration manufactures wide variety designs and color combi- 


nations choose from. 


Send Coupon for 
Bulletin 


Find out how you can identify your 
business with colorful Plasticles 
Sign Letters. not 
fade, chip or crack. Get complete 
information “what look for 
when buying sign letters.” 


PLASTICLES CORPORATION 
14590 SCHAEFER ROAD DETROIT 27, MICH. 
Mail Illustrated Sign Bulletin 
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Automotive Washington 


D.C. Model for Trading? 


(Continued from Page 3) 


responsibility under the law for the 
truth the claims makes. For 
example, FTC says that battery 
advertised “guaranteed for 
months” must battery norm- 


ally expected last months, 

There isn’t anything very tough 
about these rules, but bad habits 
may make hard for many busi- 
don’t believe it, turn the auto 
section any metropolitan 
daily newspaper—or listen the 
disk jockey shout about warranties 
for while, 

* 


Top Honor for Miriam 


Miriam Ottenberg, Washington 
Star reporter whose ex- 
pose gyp used-car tactics and 
exorbitant finance charges the 
capital led new law control 
interest auto sales here, well 
new dealer licensing regula- 
tion. 

Last week Miss Ottenberg won 
Pulitzer Prize—the nation’s top 
award for journalism for her 
well-documented 

Earlier, she had received the 
city’s top award from her fellow 
reporters Washington. The Pul- 
itzer Prize was for “local report- 
ing, not under deadline pressure.” 

* 


Recession, Boom 


HERE’S recession, but there 

isn’t much boom, either, 
say Washington economists. The 
economic picture has them scratch- 
ing their heads. They can’t figure 
out why there isn’t more pep 
business, now that spring here. 

The major economic indicators 
still look pretty good. Output 
most industries near-record 
levels. Department store sales 
around Easter were excellent, and 
new cars are moving right along 
cities, 

the other side, construction 
lagging, and while unemploy- 
ment has fallen, things are not 
they Were year ago. 
New manufacturing orders have 
slipped. 

response the building slow- 
down, the federal housing commis- 
sioner has trimmed the cash re- 
quirements for FHA-insured mort- 
gages, and credit has eased re- 
cent months, There may more 
easing within the next five weeks. 

The national car sales picture 
has been hurt sluggish demand 
rural areas, where many farm- 
ers are grumbling about falling 
farm income. 

far, the economists say, the 
economy moves along “al- 
most boom” pace, but seems 
lack the energy jump record 
levels. 

* 


Strong Words Exports 


sellers for Ameri- 
can products (in the world 
market) definitely and finally 
over,” Secretary Commerce 
Frederick Mueller has told the 
Senate Commerce Committee. 
“United States business will have 
face world market which its 
outstanding talents and abilities 
must brought bear with the 
same skill and drive they are 
America,” “It’s not 
the government that sells the 


O’Neil Joins 
Akron Ford Deal 


AKRON. Two retired Ford 
Motor Co. executives have joined 
Market Motors, Inc. (Ford), 
major reorganization move, ac- 
cording President Whit- 
field. 

Thomas former execu- 
tive director the sales and adver- 
tising staff and member the 
Ford Dealer Policy Board, becomes 
executive vice-president. The name 
the dealership has been changed 
O’Neil Ford Sales, Inc. 
expected join the firm ac- 
tive role the end the year. 

Kenney, onetime Ford 
branch and district manager, has 
been named general manager. Both 
and Kenney are directors 
the new company with Whitfield, 
son-in-law. 


goods the world, only American 
businessmen.” 

The secretary said the govern- 
ment will help all can elim- 
inating foreign disc nation 
and improving the “climate for 
trade.” 

But added that exports 
this year will not rise enough 
eliminate the deficit our balance 
trade. 

“The fact must faced,” 
said, “that only number 
American companies, and those 
mostly the larger ones, are engaged 


Mobile Homes Aren’t 


homes,” the modern 
term for big trailers, are not 
very mobile these days. report 
discloses that trailers shift loca- 
tions only once every years, 


Chrysler-Imperial 
Names Chief 


DETROIT. Appointment 
Beasley advertising man- 
ager Chrysler and Imperial Divi- 
sion, Chrysler Corp., been an- 
nounced 
Cowhey, advertis- 
ing and sales pro- 
motion director. 

Beasley began 
his career the 
automobile busi- 
factory sales of- 
ficial. From 1950 
1952 was 
general manager 

Beasley mobile dealership. 

Beasley joined Chrysler 1956 
the Plymouth executive sales 
staff and subsequently was appoint- 
executive post the cor- 
poration’s central field organization. 
June, 1959, became Imperial 
sales manager. 


compared with move every five 
years for Americans who live 
more conventional housing. 

present, some 3.2 million 
men, women and children live 
trailer homes the S., many 
them because they prefer the 
life any other. Nearly one- 
fifth trailer residents are 
professional people, 

The average mobile home today 
costs $5,500, and luxury model, 
with dishwasher, hi-fi, fireplace 
and wall-to-wall carpeting; may 

* 


Dealer Congress 


NOTHER auto dealer been 

added Congressional 
Herman Schneebeli, Williams- 
port (Pa.) Buick dealer, has cap- 
tured his state’s 17th Congressional 
District special election fill 
the House seat vacated last fall 
the death Rep. Alvin Ray Bush. 
Schneebeli Republican. 

* 


Another Traffic ‘Solution’ 


EORGE NELSON, architect 

who did the design work for 
the National Exhibition 
Moscow, has had something say 
about designs. 

“Something has done about 
the crippling congestion caused 
cars,” declared, “and I’m not 
sure wider streets, more highways 
and are going enough. 

“What need something like 
little electric coin-in-slot taxis 
Isetta size, They could park- 
all over the city. People would 
have park their cars outside the 
city and they could drive these 
little things all over town.” 


Sioux Falls Assn. Elects 
SIOUX FALLS, D.—The Sioux 
Falls New Car Dealers has 
elected new officers, They are Paul 
McKean, president; Dean Bailey, 
vice-president; Duke Tufty, secre- 
tary, and Dale Tuttle, treasurer. 


Colbert Hails Dealer Morale; 
Newberg Tackles Costs 


(Continued from Page 2) 


reporter wondered Colbert 
wouldn’t like find new word 
describe today’s economy autos, 
since “compact” closely as- 
sociated with another manufac- 
turer. 

“Not all,” Colbert “By 
the way, you know who first 
applied the term ‘compact’ 
smaller car?” 

The newsman snapped the 
bait: “George Romney?” 

“No,” replied Colbert with wide 
“It was Walter Chrysler 
personalized series advertise- 
ments back 1926.” 

* 


Bogan and Cawthon Get 


New Duties Chrysler 


DETROIT.—In his first appoint- 
ment after becoming Chrysler Corp. 
president, William Newberg con- 
solidated the corporate manufactur- 
ing staff and services and related 
activities under Vice-President 
Bogan. 

Bogan will continue direct 
purchasing and supplier relations 
and organizational and general 
staff operations. effect, now 
group vice-president, al- 
though does hold that title 
Chrysler’s table organization. 

other moves last week, Bogan 
appointed William Cawthon di- 
rector the corporate purchasing 
staff. Emlyn was named ex- 
ecutive assistant Bogan. 

Cawthon formerly was general 
purchasing agent, and was 
director purchasing administra- 
tion. Baltzly continues di- 
rector supplier relations. 

The corporate manufacturing 
staff, which now under 
jurisdiction, headed Vice- 
President John Brennan. has 
responsibility for manufacturing 
engineering, industria] engineering, 


quality control, interplant transpor- 
tation and plant protection. 

Brennan formerly reported 
Bright, automotive manu- 
facturing group vice-president. 

Bogan, 51, has headed purchasing 
and supplier relations since becom- 
ing vice-president last year. 
joined the company 1933 and has 
served chiefly engineering posts. 

was executive assistant 
Newberg before being named 
vice-president. 

Cawthon, 37, had been general 
purchasing agent since last Novem- 
ber. Prior that, managed 
Chrysler’s Hamtramck (Mich.) and 
Plymouth Detroit assembly plants. 

Lloyd, 37-year Chrysler man, 
became general purchasing agent 
1951, purchasing director 1956 
and director purchasing admin- 
istration 1959. years old. 

Brennan joined the corporation 
1934. was named general 
manager the plants which 
Chrysler acquired from Briggs 
Mfg. Co. 1953 and became 
corporate vice-president 1956. 

1958, Brennan was appointed 
group executive the stamping 
and chassis parts group. has 
headed the corporate manufactur- 
ing staff and services since March, 


1960. 
—Joun Jr. 


THANK YOU 
would like thank the hundreds 
dealers who wrote for in- 
program “Self Management Plan" 
for professional automobile sales- 
This material was feature 
story the April 18th issue 
News. 
BAILEY PROMOTIONS 
891 King St. East 
Hamilton, Ontario, Canada 


‘Bee our ad on page 50 of this issue’ 
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Car, Truck Output Estimates 


Automotive News 


PASSENGER CARS 
PRODUCTION ONLY) 


Week Week dan. 1 dan, 1 
Ended Same Ended Total Te To 
May 7, Week, April 30, Output, May 9, May 7, 
1960 1959* 1960 April* 1959* 1960 
AMERICAN MOTORS 
CHECKER MOTORS 225 127 198 791 2,075 2,773 
CHRYSLER .... 22,080 19,491 23,447 88,859 300,961 429,674 
Chrysler .............00c00008 1,400 2,049 1,366 5,813 30,435 34,753 
280 1,166 271 957 22,760 14,006 
Plymouth Total 10,500 12,140 169,888 
FORD 40,840 39,444 149,283 674,346 729,209 
Ford Division 32,590 34,943 118,373 582,065 
Ford (Standard) .... 18,515 18,066 555,136 391,750 
2,250 1,591 2,248 8,593 
L-M Division 8,250 3,754 73,682 119,259 
250 697 252 1,316 12,711 9,100 
3,000 3,057 3,105 12,424 60,971 
GENERAL MOTORS 287,279 1,144,619 1,329,997 
3,360 3,387 199 11,019 65,057 64,509 
Chevrolet Division .... 41,700 177,722 636,958 
Chevrolet (Stand.).. 158,362 636,958 
Oldsmobile 6,860 9,022 6,960 32,921 162,415 155,427 
8,816 11,002 43,419 169,416 180,027 
CORP. 
Studebaker 2,680 2,602 2496 
Total Cars, ....143,019 134,890 135,654 583,700 2,730,715 


*Revised. 
**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. PRODUCTION ONLY) 


Ended Same Ended Total To To 
May 7, Week, April30, Output, May 9, May 7, 
1960 1959* April* 1959* 960 
CHEVROLET 8,200 8,921 149,756 
DIAMOND 121 243 2,457 1,111 
142 431 1,245 1,662 
1,616 1,582 30,687 
1,903 2,320 8,693 
2,615 3,216 2,568 10,881 50,465 
325 348 364 1,308 6,377 5,247 
STUDEBAKER. 543 121 509 2,349 5,469 5,714 
452 407 1,758 7,006 7,081 
3,417 2,769 2,859 50,038 
Total Trucks, .... 27,362 27,013 112,863 456,072 
Total Cars, Trucks, 
69,551 162,252 162,667 696,563 2,799,264 3,249,942 
Total Cars, Trucks, 
10,381 8,750 11,013 42,034 169,104 177,274 
Grand Total, 
Cars and Trucks, 
and Canada....179,932 171,002 173,680 738,597 2,968,368 3,427,216 


*Revised. 


Greater Tariff Protection 
Sought for Canadian Cars 


TORONTO.—Canada’s auto in- 
dustry cannot survive without tar- 
iff protection, according brief 
presented the Canadian 
Government the Canadian Auto- 
motive Parts Manufacturers’ Assn., 
was announced the associa- 
tion’s meeting here. 

The brief states that the as- 
sociation believes Canadians are 
prepared pay for such protec- 
tion increased costs 
small price for the jobs thou- 
sands Canadians.” 

The government urged in- 
crease tariffs imported autos 
generally and eliminate the 
duty-free status automotive 
parts from the British Common- 
wealth. 

The brief points out that from 
1950 1956, the Canadian domestic 
market advanced from 444,000 
538,000 vehicles, gain per- 
cent, Imports this period were 
almost stationary, from 88,000 
89,000. 

But the three years since, the 
brief continues, the domestic mar- 
ket has dropped percent 515,- 
000 vehicles. Canadian production 
has dropped percent from 449,- 
000 350,000 vehicles, while im- 
ports increased percent 165,- 
000 vehicles, the brief adds. 


Said Munro, general man- 
ager, 
(Canada), Ltd.: “Every time see 
European car drive by, say 


should have had, but didn’t get.’” 

British and other European cars 
now account for one five Cana- 
dian car sales, said. 

“Our production has dropped off 
percent the last six weeks 
compared the same period 
year ago,” Munro continued. “At 
the outset this year, hoped 
not sure. Business has suddenly 
nosedived.” 

Mitchell, 
Hayes Products, said imports 
are cutting into sales the 
medium-price Canadian-built cars. 


“We make joints, 
clutches, axles and for the 
Mercury and Buick-class cars, Our 
volume down much, doesn’t 
pay tool for some parts 
used make.” 

Hayes Steel used employ 1,178 
its two 325,000-foot plants 
Thorold and Merritton, Ont., 
1956, said. Now total employ- 
ment down 600, added, 


“Canadian manufacturers can 
import protective lighting equip- 
ment duty free from the United 
States, but have reciprocal 
agreement,” said David Buck, 
Dominion Auto Accessories, To- 
ronto. “We need duty 
going stay business.” 

Don Wood, APMA executive 
vice-president, called the present 
import volume “the most serious 
threat” the 125-member industry 
since 1926, 


Compacts Spurt 


May Output Heading 
For 610,000 Cars 


(Continued from Page 1) 


the assembly setup Chrysler 
Corp. 

With the corporation’s lowest 
priced cars now accounting for bet- 
ter than percent its car pro- 
duction, the decision was made 
use assembly plants outside De- 
troit exclusively for the production 
Plymouth, Valiant ahd the 
Dodge Dart. 

Chrysler Division phased out 
production its cars the West 
Coast last week, and henceforth all 
Chrysler Division cars will pro- 
duced Detroit. The “big” Dodge, 
DeSoto and Imperial now are being 
made Detroit, only. 

The Newark (Del.) and St. Louis 
plants now are building Plymouth, 
Dart and Valiant, while Los 
Angeles units will close out the 
model run Plymouth and Dart. 
Valiant will built the West 
Coast with the start the 1961 
model run, 

* 

output for the full 

model run now projected 
6,015,000 cars, percent boost 
from the 5,566,735 cars turned out 
during the 1959 model year and 
only 3.2 percent under the 6,210,735 
units the 1957 run. That wag the 
last year that model-run assem- 
blies topped the six-million level. 

Approximately 1,503,100 the 
total output for the current 
model run are expected 
compacts, Compact-car output 
during the 1959 model 
talled 505,611 Larks and Ram- 
blers. 

Studebaker-Packard will con- 
tinue working four-day this 
month. Buick will boost its daily 
rate May 

* 
calendar-year basis, many 
industry observers still are 
looking for 6.5 million year. 

With advent the Dodge 
Lancer and the Buick-Oldsmo- 
bile-Pontiac compacts, calendar- 
year output for the compacts 
now expected hit 1,760,000 
units for the 

The Value Line investment sur- 
vey has dropped its estimates for 
the calendar year from 6.8 million 
cars Feb. 6.5 million units 
May 

the compact field, Value Line 
predicts that Falcon will lead for 
the year with 450,000 assemblies. 
Following its lineup Rambler, 
with 425,000 (AMC estimates 460,- 
000); Corvair, 275,000; Valiant, 
215,000; Comet, 125,000; the B-O-P 
compacts, 125,000; Lark, 115,000, 
and Lancer, 30,000. 

Both Corvair and Lark have 
from the original 
estimates, Corvair from 395,000 
275,000 and Lark from 135,000 
115,000 units, 

truck producers turned out 
estimated 26,532 units last 
week, compared with 27,013 as- 
semblies week earlier, and 27,362 
commercial cars built during the 
week ended May year ago. 

Commercial-car output 
April totalled 112,863 units, de- 
cided decline from the 129,454 
trucks turned out March, 

Canadian manufacturers turned 
out estimated 10,381 and 


Calif. Man Guilty 
Auto Frauds 


Van Nuys, Calif., been found 
District Court here. said took 
part fraudulent purchases 
favor two friends. 

admitted bought seven 
sports cars using false name and 
false credit information and then 
helped prepare false bills sale 
when the vehicles were registered 
Alabama. 

Nelson identified the friends 
Bruce Davidson and Jack 
Bennett, both Los Angeles. 
added that Bennett had been the 
finance business years and that 
Bennett had convinced him that 
use false names and information 
standard practice auto sales. 


trucks last week, compared with 
11,013 vehicles produced week 
earlier, and 8,750 car and truck as- 
semblies during the week ended 
May ago. 


Ford 


Buffalo Stamping Unit 


BUFFALO.—Ford Motor Co.’s 
stamping plant here last week re- 
called about 200 workers for “in- 
creased production stampings,” 
official said. 

The recall increases the plant’s 
total work force 3,944 employes. 
About 200 workers still are lay- 


off from the plant. 
* * 


New Agreement Ends 


5-Day Fisher Strike 

DETROIT.—A five-day strike 
Fisher Body Division’s 
plant. here ended last week when 
members United Auto Workers 
Local ratified new agreement. 

The strike idled 11,600 workers 
Fleetwood and the Cadillac as- 
sembly plant, which depends 
Fleetwood for bodies. The strike, 
union officials said, came the 
result 352 unsettled grievances. 

Another Fisher Body strike 
Kansas City plant has idled 2,200 
workers there, and 1,000 near- 
Chevrolet-Corvair assembly 
plant. The dispute over work loads 
its sixth week. 


Seven 


Model Output 
Price Group 


COMPACTS 


Make 
Rambler 


1959 
Pos. 


246,975—1 


1960 

Pos. 

313,282 
273,559 
192,620 
117,609 
98,238 


1,030,011 


LOW-PRICED STANDARDS 
897,901 Chevrolet 964,086—1 
701,017 Ford 
194,353 Plymouth 271,078—3 


339,785 


1,795,712 Total 2,125,109 
MEDIUM PRICE 
259,895 Pontiac 
239,656 Olds 
231,889 Dodge 
182,819 Buick 230,125—3 
117,699 
T-Bird 
652,487 Chrysler 
21,181 DeSoto 33,392—9 
Edsel 35,825—8 
1,163,730 Total 1,091,809 
HIGHEST PRICED 
93,359 Cadillac 97,010—1 
20,476 Lincoln 20,053—2 
15,761 Imperial 13,737—3 
129,632 Total 130,800 
Grand 
4,119,085 Total 3,687,503 


Brakes Developed 
For Car Installation 


William Carroll 
West Coast Editor 

LOS ANGELES.—“Our new disc 
brakes can fitted any Ameri- 
can production car, weigh per- 
cent less than conventional brake 
assemblies and could guaranteed 
for 50,000 miles per set lining,” 
Frank Airheart, vice-president 
Airheart Products, Van Nuys, 
Calif., told News. 

Modified Airheart units were 
Sam Hank’s 1955 Sebring car. Since 
1958 all cars but one have used 
them the Indianapolis 

The first passenger car test in- 
stallation was 1958 Corvette, 
which now has 35,000 city 
driving the original brake lining. 
Outside periodic inspection, the 
brakes have required adjustment 
maintenance. 

According Airheart, the pas- 
senger car installation one vari- 
ation Airheart units used 
many military jets and private 
planes, Installation, including re- 


moval the old brake system, 
figured four hours for current 
model cars. 
Tests show that line pressure 
* ak * 


Brakes— 


Rear view the Airheart disc brakes 
shows adapter bracket fitted 
steering knuckle. Bracket reversible, 
that for extreme duty, two pad units can 
fitted each front wheel. The patented 
four bolts. reline the disc brakes 
only necessary relax the two hold- 
ing springs. The entire unit made 


|Enjay 


400 pounds per square inch, 
1960 Rambler, will lock the wheels. 
With Airheart units the front 
wheels, 475 psi line pressure was 
required lock the wheels, disc 
brakes not have the self-ener- 
gizing feature most car brakes. 


Cost Airheart unit esti- 
mated about percent higher 
than factory cost conventional 
drum units cars. Installed 
trucks, the disc brakes are more 
expensive than heavy-duty drum 
brakes now used. 

The lining pad for the Airheart 
Front wheel cylinders the Ram- 
bler were 2%-inch, rear wheel cyl- 
inders will 1%-inches, main- 
tain factory brake 

Major advantage the Airheart 
unit, compared other disc brakes, 
the dual adjustment feature. 

The unit automatically compen- 
sates for normal lining wear, and 
should emergency braking applica- 
tion extend the lining pad far 
would normally not retract, pat- 
ented Airheart opposed pistons re- 
turn the pad factory specified 
clearances. According factory en- 
gineers, this feature makes im- 
possible for the brakes drag. 

“We think our price for this unit 
attractive auto will 
find our disc brakes ideal solu- 
tion their braking problems,” 
Airheart said. 


Merged 
Into Humble Oil 


HOUSTON.—The Enjay Co., Inc., 
petrochemicals firm, will become 
the Enjay Chemical Co., division 


Humble Oil Refining Co., 


May 31. 

Enjay Chemical will directly 
responsible for the marketing and 
the coordination Humble’s 
chemical products activities 
throughout the United States. 
addition, Enjay will sell chemicals 
Esso Export Corp, for distribu- 
tion foreign markets, 

Enjay’s headquarters will 
New York City, with offices 
Akron, Boston, Charlotte, Chicago, 
Detroit, Los Angeles, New Orleans 
and Tulsa. Wood III, former 
president Enjay Co., Inc., has 
been appointed president Enjay 
Chemical Co. 


Falcon 
Corvair 
Valiant 
Lark 92,810—2 
Comet 
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U.S. Court Asked 
Try 


Termination Suit 


DUBUQUE, Ia.— Rollie’s Import 
Motors Waterloo, has filed brief 
Federal District Court here, con- 
tending the court hag jurisdiction 
hear $180,000 damage suit filed 
Rollie against Volkswagen 
America, Inc., and Import Motors 
Chicago distributor for Volks- 
wagen. 

William Ball, Waterloo attor- 
ney for the terminated dealer, 
filed the brief answer motion 
both defendants which had chal- 
lenged jurisdiction the court 
hear the case. 

Ball said his brief argument 
that the Federal Automobile Deal- 
ers Franchise Act 1956 part 
the antitrust laws and that Rollie’s 
should allowed take advan- 
tage the more liberal provisions 
allowed the antitrust laws. 

Leo Court, Waterloo attorney 
for Import Motors, and Craven 
Shuttleworth, Cedar Rapids, at- 
torney for America, have 
until May file briefs and argu- 
ments. 

Judge Henry Graven’s deci- 
sion VW’s motion dismiss will 
not given until after the reply 
briefs and arguments are filed. 

trial delay until next fall appeared 
likely the antitrust suit Shel- 
don Pontiac vs. Northern New 
Jersey Pontiac dealers. Further 
briefs will prepared the case, 
which out alleged cut 
Sheldon Pontiac’s new-car allot- 
ments. 


Renault Importer 


Suing for $54,089 


DENVER. Renault, Inc., New 
York importing firm for the 
French-built car, filed suit Fed- 
eral District Court here against the 
former owners Colorado im- 
porting company, charging failure 
list certain liabilities when the firm 
was sold. 

The New York firm claimed that 
when purchased Motor Imports 
Corp. for $120,000 last June, the 
owners failed list $54,089 
taxes and liabilities their final 
balance sheet. 

The suit, which seeks recovery 
the $54,089, lists defendants 
Motor Imports’ former officers 
Mr. and Mrs. Preston Marble, 
Evergreen, Colo.; and Mrs. 
Thomas Murray, Joseph Mur- 
ray, Denver, and William Tay- 
lor, Lakewood, Colo. 


Fire Levels Ohio Deal 


ASHLAND, O.—Fire razed the 
building housing Fritz Buick-Cadil- 
lac, destroying cars, office rec- 
ords, tools and other equipment, 
according Fritz, owner. 


Classified Want Ads 


HELP WANTED 


TRUCK SALESMAN WANTED—Experi- 
enced, aggressive, with ability to organ- 
ize Truck Sales Department for dealer- 
ship handling line of ‘‘Big 3,'’' from 
half tons to diesels, in metropolitan 
Detroit area, Unlimited sales potential. 
Dealer now doing large volume truck 
service, Outstanding opportunity, com- 
pensation open, Send resume to Box 
1438, c/o Automotive News, Detroit 7. 


SALES 
REPRESENTATIVE 


National, top-rated auto parts manufacturer 
and distributor expanding business and 
needs capable traveling salesmen, age 25-46, 
sell industry's most outstanding line 
over 5,000 fast-moving replacement parts, as- 
sortments and kits, Earnings $8,000 to $10,000 
first year, increasing every year. Paid vaca- 
tion, Complete, in-the-field training program 
at company expense. All supervisory positions 
filled from within. No investment required. 
Write today giving full work history and 
background. Box 1457, c/o Automotive News, 
Detroit 


SERVICE MANAGER—With proven ability 
to organize and supervise Service De- 
partment doing $30,000 or more monthly 
in a multiple dealer city in Florida. 
Chevrolet or GM experience preferred. 
Give a good resume of your experience 
and background as well as your age in 
letter. Excellent opportunity for qualified 
man with a fast growing dealer in a 
fine city in which to live, Box 1416, 
c/o Automotive News, Detroit 7. 


HELP WANTED 


Service Manager 


Excellent opportunity for service 
engineer Detroit area. Duties 
include supervision field service 
force and coordination field 
service problems with sales, manu- 
facturing and engineering. Auto- 
motive truck experience necessary. 
Replies Box 1462, Automotive 
News, Detroit 


SERVICE SUPERVISOR — Splendid op- 
portunity for man of responsibility who 
has had several years successful experi- 
ence as service manager or first assistant 
in GM dealership. We seek a long term 
associate who is thoroughly qualified in 
all phases of service operation and 
cognizant of the necessity for customer 
satisfaction, steady volume increase and 
expense control. Location is in pleasant 
Southeastern city with 600 car volume. 
Compensation will provide salary plus 
incentives for volume and profit, tailored 
to fill requirements of the person select- 
ed. Please reply to Box 1459, c/o Auto- 
motive News, Detroit 7, stating age, 
education, family status, chronology of 
experience and home telephone number. 
Replies held in strict confidence. 


ASSISTANT SALES MANAGER — Auto- 


motive service equipment — Exceptional 
opportunity with nationally known man- 
ufacturer of battery chargers and os- 
cilloscope equipment. Plant and home 
office located in the East. We need an 
aggressive man willing to travel and 
able to coordinate our merchandising 
and sales program with manufacturers’ 
representatives. Over 2,000 distributors 
handle our equipment. Give qualifica- 
tions, experience and salary requirement 
in first reply. Box 1458, c/o Automotive 
News, Detroit 7. 


WANTED—EXPERIENCED SALES MAN- 
AGER for leading distributor imported 
automobiles, to locate in Northwest ter- 
ritory. Inquiries held confidential, Box 
1424, c/o Automotive News, Detroit 7. 


ATTENTION: AUTOMOBILE MEN 
Closers wanted, Sales and service fol- 
low-up firm has several openings across 
the country, Exclusive territory, repeat 
business leading to high earnings. High 
caliber, draw vs. commission, Box 1447, 
c/o Automotive News, Detroit 7. 


MEN WANTED: Are you making over 
$20,000 per year? We want men to 
demonstrate and sell simpie device that 
stops shimmy and shake in cars—elimi- 
nates all wheel balancing and most front 
end work. Requires less than 30 minutes 
per car, Instrument costs dealer $159.00 
complete. Write for details to J. Lav- 
inger, B & B Manufacturing Co., Box 
816, Sioux City, Iowa. 


REPRESENTATIVES to promote in auto- 
motive field, proven patented product. 
Exclusive sales rights and generous com- 
mission for qualified persons. Servomatic, 
1710 Harper Ave., Redondo Beach, Cal- 
ifornia. 


DISTRICT MANAGER—leading imported 
distributor, Reasonable salary, company 
benefits including paid vacation, life in- 
surance and hospitalization, Must head- 
quarter Cincinnati, Send brief resume 
with picture, Interviews in Cincinnati. 
Replies confidential. Box 1373, c/o Auto- 
motive News, Detroit 7. 


SALES MANAGER and/or general man- 


ager for GM dealership in Texas. If you 
do not have a proven record in today’s 
market, do not apply. Wonderful oppor- 
tunity for right man. Send full resume 
and picture, All replies confidential, Box 


1426, c/o Automotive News, Detroit 7. 


Ly 
Position Wanted 
this classification for the 
benefit of these seeking employment, 
Position Wanted Ads are eccepted at 

regular retes, namely: Tic per 

for eoch insertion. $1.00 per in- 

* for use of a box number. Cash 


ance. 


(Half-rate dees not apply 
isplay eds in this section.) 


SERVICE MANAGER located Florida, 
wants contact sincere, service-minded 
dealer, wishing to advance quality, vol- 
ume for future product sales, Very ef- 
ficient, expert technician. Full responsi- 
bility all phases, Results assured. Short 
availability, Box 1452, c/o Automotive 
News, Detroit 7. 


SERVICE MANAGER — Relocate Florida. 
Top-flight. Your troubles over, backed by 


extensive know-how—any volume, any 
car. Box 1450, c/o Automotive News, 
Detroit 7. 


NEWS, 965 


POSITION WANTED 


GENERAL MANAGER — SALES MAN- 
AGER—Over 10 years’ experience as a 
qualified. General Motors dealer, sales 
manager and general manager. Thorough 
knowledge of all phases of the business. 
Interested in locating with metropolitan 
General Motors dealer in western New 
York. Buffalo area preterred. Want to 
become associated with dealer willing to 
give right man-~ full responsibility and 
proper incentive for good income. Willing 
to discuss buy-out with interested dealer. 
Box 1451, c/o Automotive News, De- 
troit 7. 


GENERAL OR SERVICE MANAGER, Ex- 
tensive experience and executive ability. 
Familiar U. 8. and European cars, 
trucks, diesel, sales, service and parts, 
member 8.A.E. American, finishing over- 
seas tour June, interested in challenging 
position with medium to large dealer 
with opportunity buying into business, 
becoming principal in time, Thirty-six, 
married, three children, excellent refer- 
ences. Employed major automobile com- 
pany, but desirous joining dealer opera- 
tion U.S.A. or Canada. Box 1449, c/o 
Automotive News, Detroit 7. 


OVERSEAS FIELD REPRESENTATIVE. 
Britisher, 42, married, three children, 
seeks position as overseas field repre- 
sentative, preferably in South America. 
Fluent English and Spanish, executive 
ability, experience with U. 8. and British 
cars and trucks. Sound knowledge of 
service and parts. At present employed 
with good record, as dealership manager 
in South American country, Reason for 
change is to better position. Box 1460, 
c/o Automotive News, Detroit 7. 


SALES MANAGER—54 years. Do you 
need action? Thirty years top or close 
to top—Oldsmobile—Rambler. Can send 
complete resume, also copy Peck’s Auto- 
mobile Dealers Sales Manual—tells all! 
Glenn Peck, Box 600, Arlington, Texas. 


GENERAL MANAGER — do you need 
strong, reliable management that can 
supervise all phases of a dealership? I 
am qualified to completely manage a 
dealership or will consider being a right 
hand man for you. Box 1439, c/o Auto- 
motive News, Detroit 7. 


GENERAL OR GENERAL SALES MAN- 
AGER available for large dealership that 
needs top level management to build 
sales force, supervise entire operation— 
from sales to reconditioning, My ability 
and reputation will meet your examina- 
tion, Box 1441, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS AVAILABLE 


HANDLING CADILLAC, OLDS, RAM- 
BLER—Central Carolinas, Sales capa- 
bility 60 Olds, 60 Ramblers, 18 Cadil- 
lacs. Farming and industry, In business 
over ten years, selling reason health. 
Only inventories to buy, About $30,000. 
New, modern building. Box 1434, c/o 
Automotive News, Detroit 7. 


DEALERSHIP HANDLING PONTIAC in 
central Michigan town, with all-expense 
paying gas station. $12,000 required. 
Buy or rent building. Box 1442, c/o Au- 
tomotive News, Detroit 7. 


Beautiful Dealership Handling 
CADILLAC-OLDSMOBILE, 
HILLMAN-SUNBEAM, 
BORGWARD 


150-car potential. Building can leased 
purchased. All equipment, parts, accessories 
priced RIGHT. Owner will assist buyer in 
selling, if needed. Must have factory approval. 


CENTRAL MOTORS 
Redfield Hoar, Prop. 
BARRE, VERMONT 


DEALERSHIP HANDLING FORD, Lin- 
coln and Mercury in progressive Wyom- 
ing town (population 6,000), Close to 
Yellowstone Park in beautiful mountain 
setting. Hunt, fish and sell Ford prod- 
ucts. Potential 125 new cars, Present lo- 
cation available on lease basis, Total 
dealership population four, trade area 
16,000, Box 1408, c/o Automotive News, 
Detroit 7. 


ESTABLISHED DEALERSHIP handling 
Pontiac and Rambler, Midwest city 10,- 
000. Excellent farm area. Finest sales 
and service building in city, Terms. 
Write: Broker, Box 1392, c/o Automotive 
News, Detroit 7. 


OPPORTUNITY PLUS in VIRGINIA, Well 
established dealership handling Ram- 
bler, the fastest selling compact of them 
all. Modern service, parts and used car 
operations, no used cars or accounts re- 
ceivable to purchase, $35,000 will han- 
die. Box 1410, c/o Automotive News, 
Detroit 7. 


DEALERSHIP HANDLING 


CHEVROLET 
Buffalo, Y., 1,100 new units 1959. New 
building, excellent facilities—all in one loca- 
tion. Will sell all take financial partner. 
Must act quickly. Box 1425, c/o Automotive 
News, Detroit 


DEALERSHIPS AVAILABLE 


AGENCY HANDLING GM, MINNEA- 
POLIS AREA. Four GM contracts, sell 
or lease building. Fronts Federal High- 
way rear Main Street, five car show- 
room, excellent shop, office. No used or 
receivables, Owner-manager would stay 
temporarily, Approximately $25,000 han- 
dies. Replies confidential, Box 1461, c/o 
Automotive News, Detroit 7. 


CENTRAL ILLINOIS — Agency handling 
Rambler, 823 new Ramblers in 1959, For 
sale because of iliness. Confidential. Box 
1417, c/o Automotive News, Detroit 7. 


DEALERSHIPS WANTED 


CHEVROLET, FORD OR GM DUAL in 
California, selling 350 or more units per 
year. Will pay top cash price. Factory 
approval assured, All replies will defi- 
nitely be kept confidential, Box 1453, 
c/o Automotive News, Detroit 7. 


YOUNG MAN (32) wants Chevrolet in 
Arizona, Would consider 25% on five 
year buy-out. Have factory approval. 
All replies confidential, Box 1454, c/o 
Automotive News, Detroit 7. 


DEALERSHIP, CHEVROLET OR FORD, 
single or dual—100-200 P.P, Preferably 
Arizona, New Mexico, Texas or South- 
ern California, Box 1455, c/o Automo- 
tive News, Detroit 7. 

GM, FORD, RAMBLER — Midwest, Pay 
your price, some blue sky, for profitable 
deal or Cadillac dual, Factory approval. 
Cash, Box 1437, c/o Automotive News, 
Detroit 7. 


BUSINESS OPPORTUNITIES 


Top Imported Car 
Distributorship 


AVAILABLE 


Now Profitable 
Operation 


SEVERAL STATE 
EXCLUSIVE TERRITORY 
Excellent opportunity. 
vestment. Please furnish substantial evi- 
dence that you are bonafide buyer 
when replying. All replies confidential. 


Box 1456, c/o Automotive News, 
Detroit 


berty, 


BUSINESS OPPORTUNITIES 


Georgia. 


DEALER SERVICES 


MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


Worldwide financing and refinancing 
months for officers and non- 
coms pay grades and above... 
simplified, non-recourse basis. 


Cars may taken overseas without re- 
financing. 


Military Acceptance Corp. 
Dept. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 


1960 Auto Costs! 


Discover how much your 
really cost, The book, COSTS," gives 


cars 


you the factory invoice prices of all 1960 
American cars, foreign cars, American 
trucks, and all their equipment. Used 
dealers and banks nationwide. Ordér your 
edition today for only year 
subscription $18 (including all supplements). 


AUTO COSTS, Publishing Company, 
erry, 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


y—Tools 
For Buy/Sell Agreements, Annval Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning bookiet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
3-6445 


CARS FOR SALE 


AVIS TEXAS 


1958-59 Chevrolets, Fords 
and Ramblers 
Best Prices 


DON HOUSEWRIGHT 


EXCESS SHOP EQUIPMENT? 
Why not that extra equipment now 
standing idle your shop? 


advertisement this section the 
answerl 


AUTOMOTIVE NEWS 


CARS FOR SALE 


Got the customer? 


HERTZ 


has the used car! 


All are fast-selling colors and fully equipped with 


power steering, automatic transmission, 
many with power brakes the works! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, Pon- 
tiacs. Sedans, hardtops, wagons and converts you 
name it, we’ve got it! Low mileage, clean and sharp 


real bell ringers! 


1959 models are now available Hertz offices across 


the country. 


CALL YOUR LOCAL HERTZ OFFICE TODAY 


Mr. Spatig, Hertz Car Leasing Division, 


125 Wabash, Chicago Tel. 2-0420 


i population. Housed in a building less 
: / : than six years old with room for expan- 
sion; and doing a volume of 50,000 
i 000 will handle. Financing arrangements 
mated 150.00 rea enge ged in alt ‘bre aches of the he tive open. Apply P. O. Box 3333, Savannah, 
RATES: TWENTY-TWO CENTS WORD FOR EACH POSITION 
PER WORD. PAYMENT INSERTION REQUIRED. Ads may signed with full 
Number are forwarded advertiser, Display ads: per inch. CLOSING: 
TEM DAYS PUBLICATION DATE. rates supplied apon request. 
i 


re- 
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CARS FOR SALE CARS FOR SALE 


1960’s 


Most makes and models 
mileage most below 4,500. 


1959’s 


Chevrolet, Ford, 
Rambler, Oldsmobile, 
Renault 


1958’s 


Chevrolet, Ford 


Drive 
2830 N. E. 2nd Avenue 
Miami, Florida 
Gene Brett FRanklin 1-6591 


VOLKSWAGENS 


NEW USED 
from 


$900 $1,375 


Delivered the Oldest 
Exporters European Cars 


Also MERCEDES OPELS 
MGS BENTLEYS ROLLS- 
ROYCE CLASSIC CARS 


RUDI ARONS International 
Agencies GmbH. 

Neue Rabenstr. 
HAMBURG, GERMANY 
Phone 
Cable addr.: RARONS 


Buy from coast-to-coast corporation 


AKRON OHIO 


1959 and 1960 
CHEVROLETS 


Corvairs, Station Wagons, Hardtops, 
2-Doors, 4-Doors, Convertibles. Some 
have less than 3,000 miles. 


1957 and 1958 
CHEVROLETS 


Station Wagons, 2-Doors, 
4-Doors, Convertibles. 


1955 and 1956 
CHEVROLETS 


Station Wagons, Hardtops, 2-Doors, 
4-Doors, Convertibles. 


SOME USED. TRUCKS 


MERCEDES-BENZ 


Direct Importers—No Man 


ALL MODELS 1955-1960 


Cars are serviced and cleaned, ready 
for resale. Supply hand. 


GLOBE AUTOMOTIVE 
IMPORTS, INC. 


Box 508, Montgomery, New York 


Telephone: Newburgh, JOhn 1-2248 
Cable: GLOIMP 


coast-to-coast leasing corp. 


KAR PLAN Corp. 


400 W. Market St. Akron 3, Ohio 
Call Jack Kerns—JE 5-2121 


Buying, selling, trading miscellaneous auto- 
motive items? Get quick results through 
News’ Want Ads. 


1960 VOLKSWAGENS 


Immediate Delivery 
America's Largest 


TODD TRADING CORP. 
ALL AMERICANIZED 
On Hand at Two Locations: 

1417 HAINES STREET, PHILADELPHIA 26, PA. 
PHONE: 7-3500 
DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 


VOLKSWAGENS 
Latest Models 
Serials No. 2,900,000 and up. 


All Commerce and Trading Corp. 
120 Wall St., New York 
BOwling Green 9-0636 


For Fast, 


Look LUCAD. 


TRUCKS FOR SALE 


CAR TRUCK SALE 
COLORADO AUTO AUCTION 


Littleton, Colorado 


MONDAY, MAY 16—10 
(Just South Denver) 


The West's Only Successful Dealer Truck Auction. 
Dual Ring Selling Permits the Selling All Units 
One Day. 


Ring 
Trucks Commercial Units 


TOP AUCTIONEERS 


Colonel John Wood 


Ring 
Cars 


Colonel Greenwood 


Transport Service and Drive-Away Service Available 


TWX-NY 


Accurate Directions 
Leading Auto Auctions, Dealers 


CARS FOR SALE 


FOR SALE! 
Good, Serviceable Used 


TAXICABS 


THE WORLD'S LARGEST 
CAB DEALER offers for sale 
used taxicabs prices that 
must interest you. 

make available you 
large small quantities 
used FORD taxicabs 
other makes, 1958 and 1959 
models. 

put you direct touch 
with the owner-operator 
these cabs, and make 
charge for our service. Thus 
any middieman's profits are 
eliminated. 

These cabs are now ac- 
tual operation. They are not 
out service rusting away 
lot. They are good 
running condition, demand- 
the strict regulations 
the New York City Hack 
Bureau. 

too, will find this 
offer interest! 

Write, Wire Phone 


King Ford Motors, Inc. 
935 BRUCKNER BOULEVARD 
BRONX 59, N. Y. 
Telephone Kilpatrick 2-4400 


BUY MIAMI 
1959 and 1960 Models 


RAMBLERS CORVAIRS FALCONS 
FORDS CHEVROLETS BUICKS 
PONTIACS CADILLACS 


Hardtops and Convertibles, Low 
Mileage, Clean Cars. Delivery ar- 
ranged. 


Morse Auto Rentals, Inc. 


7726 Second Ave. Miami 38, Florida 
Plaza 7-2425 


AVIS TEXAS 


Cadillac Limousines 
Clean—Fully Equipped—Low Mileage 


Don Housewright 


Dallas 


CARS WANTED 
CADILLAC LIMOUSINES—NEED CLEAN 
'56, and ’58s. Franz Ridgeway, BEI- 
mont 4-6611, 2836 N. E. Sandy, Portland 
12, Oregon. 


Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car inventories— 
Call the largest import dealer in the Midwest. 
stock too small too large for 
handle. Write call Bernie Gay, 


CONTINENTAL MOTORS READING, LTD. 


1701 Reading Road Cincinnati 15, Ohio 
1-6115 


EL DORADOS, JAGUARS, Buick Sky- 
larks, Wildcats, Packard Caribbeans, 
Kaiser-Darrins; wire wheels. Ben Robert- 
son, Mansfield, Louisiana. 


ACCESSORIES FOR SALE 


NEW CUSTOM 
AUTO RADIOS 
TOP BRAND NAME 
TRANSISTOR POWERED 


1957-59 Ford ........... 
1957-59 Ford Sig Seek.* 


1957-59 Plymouth PB* .. . 37.95 
1957-59 Dodge PB* ........... 32.95 
1958-59 Rambler 32.95 
1959-60 Chevrolet 37.95 
1959-60 Chevrolet Sig Seek.* ........... 43.95 


1959-60 PB* 


37.95 


1958-60 Rambler Amer. Manua 


With Fader control for rear seat speaker. 
Rear Seat Speaker Kit, complete... 3.95 


COMPLETE LINE CAR RADIOS 
STOCK ALL TIMES 


Rego Park Radio 


46-25 58th Street, Woodside 77, New York 
TWining 9-8855 
Terms: COD, FOB Woodside, New York 


PORTABLE DUAL CONTROLS 


Recommended for Driver-Education Cars 
the Auto-Industry Highway Safety Committee 
and Chevrolet, Ford and Plymouth for all 
their models, including compacts. Automatic 
transmission $25; standard $30. Money back 
guarantee. PORTABLE DUAL CONTROLS, 
1701 Detroit Mich. 


MISCELLANEOUS 


NEW and 


SUPERIOR 
BLUE CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
BRAKE CABLE 
LEADS SALES... 
VALUE AND... 


PARTS FOR SALE 


LLOYD PARTS for all models LLOYD 
cars and trucks in stock for immediate 
shipment by U. 8.’s oldest authorized 
Lioyd importer. Our three years’ experi- 
ence in maintaining a large Lioyd parts 
depot has enabled us to anticipate the 
needs of your Lioyd customers. If car is 
down, we ship same day. Prices by air- 
mail, For fast, dependable service try 
Foreign Cars Corporation, 1812 So. An- 
drews Ave., Fort Lauderdale, Florida. 
JA 2-9942. 


NSU PRINZ and Sport Prinz parts and 
accessories. Contact your nearest dis- 
tributor or sole U, 8. importer, Fadex 
Commercial Corp., National Parts Cen- 
ter, 421 East 9ist St., New York 28, 
N. TRafalgar 6-7010, General West- 
ern Distributor: Earle C. Anthony, Inc., 
1000 South Hope S8t., Los Angeles 15, 
Calif, Richmond 9-4044. . 


AUTOMOTIVE BULB #1034 price $14.00 
per C; #67 and #89 $7.00; #1154 and 
#1158 $15.00; #1073 $13.00; #57 $5.50. 
Plastic electrical tape %” x 33 ft. $4.80 


Jersey. Dealers’ List 


COMPLETE $250,000 inventory Chevro- Special Discount 25%. 17.45 


let parts perpetually controlled, Fuller- 
White Chevrolet, Tulsa. 


LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


CHEVROLET PART3, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


Dealers’ Net with Standard 
plus Large Adapter 
Federal Excise Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel 


PARTS WANTED 


Action 
WANTED Four Clamp Hook-Up 
Dealers’ List Price....... 
Automatic Transmission Planetary Dealers’ Special Discount 25%. 14.95 


Gear Band Cores 


All except Borg-Warner and early mod- 
els. Bag or crate and ship—freight collect. 
Ship in quantities of 100 or more, via truck. 
We will pay 25 cents each for undamaged 


Jones Bonding Mfg. Co. 
124 East Ten Mile Rd. Park, Michigan 


Dealers’ Net with Standard 


plus Large Adapter 
Federal Excise Tax Included 


Liberal Quantity Discounts 
Distributors 


Write for Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 


Phone WO. 2-5257 Ali Depts 
“Leaders the Industry 
Since 1939” 


Canadian Distributors 


SHOP EQUIPMENT FOR SALE 


PARTS BINS FOR SALE 


ve Wheels Lt ve 

Toronto, Ontario 525 Main St. 


Mr. Peyton, 980 Broad St., Newark, 
Ph.: MArket 4-4300 


1,000 BUSINESS CARDS—Raised letters, 


$3.49 P. P,. D, Samples available, L-D 
JOBBER CLOSE OUT: (Tire changers) Press, 534 State, Hammond, Indiana, 
Henderson Big Four, double bead break- 
ers, takes all late model tires, 12” to 
17’’—-$199.00 list—close out $110.00 
chines, used very little, Ammco brake 
lathe and grinder #20 shop. Ohio Valley 
Automotive, 3418 Reading Rd., Cincin- 
nati, Ohio. 


JOHN BEAN VISUALINER—Fair condi- 
tion with, floor rack and stub pit sup- 
ports. $700 FOB Barron Motor Supply, 
Cedar Rapids, Iowa. 


this, cobain. Tor 


recover 


Wetch 
the opportunity of hetping 


reward. 

Of, through His column, perhaps we 
cod: Help you yetover a stoien cercor 
find the party whe gove yor worl: 
tess check, Afert: over 
on sd. in this section, 


DeVILBISS SPRAY BOOTH 
AND GAS OVEN 


One the best its kind—Like new. 


Mr. Peyton, 980 Broad St., Newark, 
Ph.: MArket 4-4300 


$100.00 REWARD for information leading 
to recovery 1957 Studebaker Silver 
Hawk, #7202019, red, white trim, Ari- 
zona paper plate TRP13128A. Driven by 
man known as Thomas Campbell, white, 
about 30, husky. Call collect: Coe 
Motors, Tucson, Arizona, MAin 3-4338. 


SEE PAGE 
for the nation's 
TOP AUTO AUCTIONS 


IDEAS 


BUILD A FAVORABLE IMAGE—sel11! 
advantages of doing business with your 
firm with newsy newspaper column I 
write for you weekly, Write Edward 
Fiske Co., 2 Depot Plaza, White Plains, 
New York. 


New Subscription Order 


Send Automotive News Address Below 
S., Canada and Possessions 
One Year Two Years $16 


All Other Countries One Year $13 Two Years $22 


AUTOMOTIVE NEWS, 965 JEFFERSON, DETROIT MICH. 
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KESSLER BUICK reports: tires helped 
—says Herbert Kessler, Detroit, Michigan 

personal experience with the new tires has been 
excellent. have been extremely satisfied with the 
tires have our customers. have had few com- 
plaints about the tires and the reaction Tyrex cord 
these tires has been very favorable. think the na- 
tional advertising has aided giving people general 
understanding what makes good tire. The combi- 
nation outstanding engineering, transmission noise 
with Turbine Drive the Buick and the new and quiet- 
tires with Tyrex cord have all helped sell cars 
and provide better product for our customers.” 


CAR SALES 
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TURNER FORD reports: tires are great im- 
—says Gierhardt, Birmingham, Michigan 


think the 1960 tires are great improvement over 
those have had previous years. Our customers 
have been very satisfied with the new tires with 
Tyrex cord. think had decidedly fewer 
complaints with the new ones than had with the old 
ones. Tyrex cord national advertising 
helped educate people what makes good tire, 
tire safety, and has helped condition them talk about 
features car which improve ride, quietness opera- 
tion, 


DAMERON DESOTO “Tires have helped 


sell —says Douglas Dameron, Detroit, Michigan 


have question the quality the new tires 
using Tyrex cord. Our customers, and large, have been 
extremely satisfied with the new tires. previous years 
have had lot trouble with the thumping noise 
the tires until they are warmed up. This year the 
noise reduced. Tires have helped sell new cars 
somewhat since can talk tires and get customer in- 
terested cars. think Tyrex cord national adver- 
tising has helped condition new car 
definitely has made people 
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Tires made with TYREX tire cord are the most talked about tires America today! This 
growing demand further heightened the most intensive advertising program TYREX 
tire cord history. More and more your customers are being pre-sold exclusive TYREX 
tire cord advantages—and these facts are well worth reemphasizing help close your sale: 
tires made with Tyrex cord (1) are basically stronger, more resistant impact (2) deliver 
more mileage modern day driving (3) eliminate and thumping that’s char- 
acteristic nylon (4) run cool for greater safety speed—all proven test! 


Inc., Empire State Bldg., New York N.Y. TYREX (Reg. U.S. Pat. Off.) trademark Inc. for tire yarn and cord..TYREX tite yarn and cord also produced and available Canada. 
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